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NOTED FOR 


This simple mechanism is [sy to install Fasy to service 


BUMS TRAPS 


FOR STEAM SERVICE 


Hoffman Bucket Traps operate inter- 
mittently and are particularly applicable 
to draining condensate and air from 
steam lines or equipment where large 
quantities of air and condensate must be 
discharged. They are easily inspected, 
cleaned and serviced by merely remov- 
ing the cover assembly. 

Straight-through pipe connections per- 
mit close-to-floor installation. 

All working parts are connected to 


the bonnet and are removable with it 
for service without breaking pipe 
connections. 

These are features of design appreci- 
ated by the maintenance man in saving 
man-hours when man-power is costly 
and scarce. 

Hoffman Bucket Traps are adjustable 
to a wide choice of pressures—simply 
by changing valve seats. Send today for 
full information, no obligation. 


HOFFMAN SPECIALTY co., Dept. RX-1, 1001 York St., Indianapolis 7, Ind. 


Makers of Valves, Traps, Vacuum and Condensation Pumps, Forced Hot Water Heating Systems. 
Sold by leading wholesalers of Heating and Plumbing Equipment. 
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Everybody Profits When You Specify 








PATENTED 


PROS! PROOF PRODUCTS 


Economical * Dependable « Profitable 


7 WINNT IYN 4 wWwe7Few€n 
THEY NEVER FREEZE 
Hi AR Aft i 4 
These are the kind of products to install, because you make a 
Va , better profit and your customer gets extra value for his money. 
voces rurewreo Always recommend VOGEL Frost-Proof Closets and Hydrants. 
: y Durable—Economical—and absolutely Frost-Proof. 


IGEN 








Sell The Defense Market 


Today’s national defense program means expansion 
and reactivation of defense plants, shipyards, army 
camps and other defense operations. Vogel closets 
and hydrants have proven themselves first choice 


} VOGEL No. 15 Frost Proof Closet for these installations. 
Exclusive features found only in a closet 


of this type. Over-top flush, VOGEL pat- OVER A MILLION 


ented Vacuum Breaker, Ball check waste. 


i aps, haere Sian eutoces Wise HAVE BEEN SOLD! 


enamel tank. 


VOGEL Frost Proof Hydrant | © G ES Ih 


WITH BALL CHEGK WASTE 
Low cost, dependable water supply for 
farms, dairies, garages, service stations and 
factories. Positive protection against freez- 
ing. Heavy brass valves. Lengths: 3 ft., 
4 ft., or any desired length. 


Sold Only Through Wholesalers of Plumbing Supplies 


JOSEPH A. VOGEL COMPANY, WILMINGTON, DELAWARE 


BALL CHECK WASTE 








When the handle is in an 
upright position the water is 
surely shut off. No Leak— 
No Waste—No Freeze. 
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SAVE TIME... 
SAVE LABOR... 
CUT COSTS 


VITREOUS PORCELAIN RECEPTOR 


Lustrous porcelain enamel is a material your 
customers recognize as a mark of genuine quality in 
bathroom fixtures. The lasting dependability of 
Weisway Cabinet Showers with vitreous porcelain 

enamel receptor means satisfied customers —avoids \ 
costly call backs—builds more business for you. 














PROTECTS YOUR PROFITS 


Exclusive Foot-Grip, No-Slip floor gives sure, 
comfortable footing, wet or dry. Porcelain enamel 
surface is actually non-absorbent, easy to keep 
clean and thoroughly sanftary. 


SAFE...SANITARY 


Formed in one piece of 14-gauge enameling 
iron, with glass-hard porcelain enamel 

fused inside and out, the Weisway receptor 
assures a permanently leakproof unit. 


GUARANTEED LEAKPROOF-: 





























ONE MAN DOES IT! 


Easier 
F From stockroom to the job one man easily handles 
to the Weisway receptor. To install just place it over 
the drain and make connection. No reinforcement 


Easier 
to 
Handle 








or special treatment of building floor, no messy 
mastic. You save time, save labor, cut costs when 
you sell Weisway Cabinet Showers. Order from 
your wholesaler. 
HENRY WEIS MFG. CO., INC. 
104 Weisway Building, Elkhart, Indiana 


















in Cabinet Showers 
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LONG on service... LOW on maintenance cost 


Carefully selected washroom fixtures, easy to install, save your clients 

time and money in building-maintenance, repair and replacement. R & 
No less important is the public goodwill they create year after year f 

for owners and tenants. Case fixtures are among today’s most popular 

units because they are built for long, hard service. Their vitreous china- 

ware and mechanical excellence are adding lasting value to structures of all 
types. See your Case distributor—listed in Classified Telephone Directories— 


or write W. A. Case & Son Mfg. Co., 33 Main St., Buffalo 3, N.Y. Founded 1853. 











Case Fixtures for modern washrooms... 


1 AVON* *900. Wall hung vitreous china lava- 4 CASE WALJET* ¥2100. Wall Hung Siphon 
tory with back. Square basin, front overflow, Jet Closet with hard rubber open front seat, 
concealed check hinge. 


anti-splash rim. 
5S CASE CASCO* *2325-A. Vitreous China Wall 
Hung Washout Urinal with shields, integral 
flush spreader and spud. 

3 Casco* #2335-A. Vitreous ChinaSiphon Jet All Case plumbing fixtures are of durable acid 
pedestal urinal with chrome plated flush resistant vitreous china, with fittings espe- 
valve, vacuum breaker. cially designed. Available with chair carriers. 


Line Utheout Chima 


- 


2 CASE WYNGATE* *600. Lavatory. Square 
basin. Anti-splash rim, heavy wall hanger. 
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Available in 
= x’ and 2" LPS. 
Tapped 4” 1.P.S. 


ed 45° elbow | 


Speedway sink supplies are available with 34” and 14” Iron Pipe Size by 34” 
and 14” Outside Dimension Tube Sizes with angle and straight male or female 
compression fittings and compression valve. Speedway sink supplies elimi- 
nates rubber slip washers, blow-outs and call-backs due to faulty installation. 


lung Siphon ze SPEEDWAY AND SPEE-DELUXE FLEXIBLE TUBES IN 12”, 20”, 30”, AND 36” LENGTHS 
n front seat, Lavatory Closet Sink Rubber Female 
BETTER BRASS GOODS BY Supply Supply Supply Cone & Adaptor 
m 


is China Wall Washer 

Ids, integ STRAIGHT & ANGLE 

Ids, integral | t COMPRESSION SLEEVE FITTINGS common 
ras ra S oad ase 3 ns 2 


durable acid 
ittings espe- SLEEVE 


hair carriers. gnur 
MANUFACTURING COMPANY fad 
ss ane tes 


2821 Brooklyn Avenue « Detroit 1, Michigan STRAIGHT & ANGLE FITTINGS POLISHED 
: LP. TO LP. waves CHROME PLATED 


CHROME 
az, GRASS NIPPLES CSCUTCHEONS 
SUPPLIES AND FITTINGS ARE AVAILABLE IN SPECOWAT (96° 0.9.) AND SPEEL-DELUXE (14” 0.0.) TUBE 


IF iT’s \' Seecowar...1vs Conlle/ 
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Improved K3-A Solenoid Gas Valve... 


a a a a wr ew wm ee ee ee ww ee ee ee ee ee we mee 


Quiet—Dependable—Hi-Capacity— 


Soft Seat—For All Gases— Way back in 1932, the forebear of the present K3-A 


fn 
ann “ 


T-30 PACKAGE SET 


For automatic heat at home, the 
General Controls T-30 Package Set 
is a sure short cut to economical and 
trouble-free comfort. Included with 
the graceful T-70 Timer Thermostat, 
is the long-proved, Type K3 Mag- 
netic Gas Valve, Transformer and 
Thermostat Cable. Optional Timer 
Thermostat is furnished in two 
models, either for internal night 
setting (T-70-T) or with both day 
and night temperature selection at 
your finger tip (T-70-X) on the face 
of the sleek and satin-finished cover. 


was originated, developed and pioneered by General Con- 
trols. It became the first in a long series of quiet, dependable, 
two-wire solenoid magnetic gas valves that today are 
standard equipment at home and in industry for controlling 
gas to warm air furnaces, gas-fired boilers, conversion 
burners and similar applications. Closing with the gas flow, 
in the K3-A the pressure is on the top of the soft seat assur- 
ing indefinitely tight valve shut-off. Closing is automatic in 
case of power failure, and the K3-A, like all other General 
Controls solenoids, is absolutely humless when energized. 
Current consumption is low and the extremely compact 
valve easily meets high flow capacities and operating pres- 
sure requirements. In the K3-A you find just one more 
sound reason why the leaders everywhere declare that for 
the best in automatic controls, it’s General Controls! 


GENERAL § CONTROLS 


801 ALLEN AVENUE GLENDALE 1, CALIFORNIA 


e Manufacturers of vhulomatic Pressure, Temperature, Level and How Controls 


FACTORY BRANCHES: Baltimore 5, Birmingham 3, Boston 16, Buffalo 3, Chicago 5, Cleveland 15, 

Columbus 15, Dallas 2, Denver 4, Detroit 21, El Paso, Glendale 1, Houston 6, Indianapolis 4, 

Kansas City 2, Milwaukee 3, Minneapolis 2, Newark 6, New Orleans, New York 17, Omaha 2, 

Philadelphia 23, Pittsburgh 22, St. Louis 3, San Francisco 7, Seattle 1, Tulsa 6, Washington 6, D.C. 
DISTRIBUTORS IN PRINCIPAL CITIES 
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gs 
iB : Price-Pfister’s new book, ‘‘How to Win 


Friends and Influence Profits,’’ will be 
putting extra dollars in plumbers’ pockets 
as well as winning them satisfied 
customers. Every chapter tells the quality 
story of a Price-Pfister fixture. Send 


for your copy today! 
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| 
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y= PRICE-PFISTER offers this handy 
idable, book to plumbing wholesalers for 
ay are distribution to their customers. Ask 
rolling your representative for them or 
version mail the coupon below for the book 
s flow, that means more business! 
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Price-Pfister Brass Mfg. Co. 
3011 Humboldt Street 
Los Angeles 31, Calif. 


LS | Bice Eticter 
) rice fister Please send (specify number) of ‘How to 


Win Friends and Influence Profits’’ for mailing to my customers, 





Flow Controls BRASS MANUFACTURING COMPANY 
Name 





3011 HUMBOLDT STREET | 
LOS ANGELES 31, CALIFORNIA | Address 





ishington 6, D.C. 
City and State 
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Dealer Scott Sublette, left, discussing Zone Control plans with Honeywell representative R. O. Kindt 
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“The Man Who Owns A Honeywell 
Zone Control Job Is My Best Salesman” 


says Scott Sublette, Cincinnati, Obto, Heating Contractor 


“I'll go on record by saying Honeywell Zone 
Control is the finest development I've seen in 
my thirty years in the heating business. 

“Ie seems like each job we install becomes 
sort of a neighborhood showplace, like the 
Khuon home. Customers show their friends— 
and we acquire more prospects. 

“Zone Control is the perfect heating system. 
It alone provides the answer for people who 
want to keep different temperatures in differ- 
ent parts of their home. Besides, no home 
heating problem is too difficult for the dealer 
who really knows Zone Control. With it he can 
handle almost every conceivable heating situa- 
tion, regardless of the construction of the 
home, or conditions such as wind, sun, expo- 
sure, glass, or zero weather. 

“A Zone Control installation is a mighty 






Another Plus-Profit 
Idea from Honeywell! 


profitable installation, too. Not only in the 
profit realized in selling and installing the con- 
trols—but in the money saved /ater on servicing 
and balancing calls.” 


Khuon Home 
Has 2-Zone 
Installation 





View from the east of the comfortable 6-room 
home of Dr. and Mrs. Robert Khuon, in Clif. 
ton, Cincinnati, O. Architect, Robert Brainerd 
Schildknecht; builder, Edward Roettle. 
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eh i Yr AVERAGING 
THERMOSTAT: 4 ZONE 2 {THERMOSTAT 
“TATONZA i 
ELECTRONIC RADIATORS, ' oF 
s CLOCK CONVECTORS i ent 
THERMOSTAT OR BASEBOARD - wt 
ZONE 1 RADIATION 1 -- 
| ih \ i OUTDOOR ELEMENT 
. 4 tt sos Coast | | 
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“Here’s How | Made Every Room in the 
Khuon Home Comfortable With Zone Control!” 











“I don’t know how well Dr. and Mrs. Khuon understood the heating diagram 
above, when I first showed it to them. But they were mighty impressed 

when the architect and I showed them how it worked! Because of the slightly 
unorthodox arrangement and layout of their new home, I showed them the 
need for having two zones, with a separate Chronotherm for each. The north 
area, being more exposed, required more heat than the south area. 





Electronic Relay Amplifier 


“Needless to say, the doctor and his wife were delighted with the idea. The “This relay amplifier is actually 


system turned out to be ideal, too, and they wasted no time the brain of the entire system. 
ihe’ ea ee It works like magic. It cycles 
Ye the circulator and sends mes- 


sages for heat in proportion to 
the heat demands sent by the in- 
door and outdoor thermostats.” 





Chronotherm Averaging Thermostat Outdoor Anticipator Outdoor Reset Control 
“linstalledtwoChronothermsto “I used an averaging thermostat “I used the Honeywéll Outdoor “The temperature of the water 
give the Khuons individual con- in conjunction with the clock _—Anticipator for sensingandsend- _in the boiler is varied by this 


trol of each zone. The Chrono- _ thermostat, to measure average ing changes in the weather out- Honeywell Outdoor Reset Con- 
therms also provided them with indoor temperature in Zone 2. ae to ia system indoors. The trol. It measures outdoor tem- 
automatic heat setback at night, | Zone 1, being easier to heat and § Khuons were quite thrilled and —_ perature and automatically raises 
automatic temperature pickup in control, needed only a single pleased with the almost uncanny or lowers the boiler setting ac- 
the morning.” clock thermostat.” operation of this control.” cording to need.” 





Illustrated above are the controls Dealer MINNEAPOLIS 
Sublette used on the Khuon home—along 
with his reasons for choosing them. For one we 
specific details and application data on 


Honeywell Zone Control, call your nearest 
Honeywell office. Or write Honeywell, 


Dept. DE-1-14, Minneapolis 8, Minnesota, - A 
iMG WO 
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SMART DECISION ! 














AIR CONDITIONING COILS 


WATER COIL 


For Cooling and Heating, 1 to 10 
rows deep. 











SEASONMAKER—(FLOOR) 


Also available in basic or ceiling 
types, 3 sizes 200 cfm, 400 cfm 
and 600 cfm. 


UNIT 











HEATERS 


HORIZONTAL UNIT HEATER 
Nominal Capacity range 20,300 
to 360,000 Btu's. 





AIR CONDITIONING UNITS 





CRM EAS 


5" 
DA ECLA °° 


ete 


ts 


‘ete ta'a's 
Ce 


A} 


ua 


CLEANABLE TUBE WATER COIL 
Removable Plug Type, 1 to 10 
rows deep. 


"RH" AIR CONDITIONER 
2 to 10 Ton Models—For use with 
hot or cold water, steam or direct 
expansion in small commercial 
applications. 


DOWN FLOW UNIT HEATER 
Nominal Capacities from 25,400 
to 500,000 Btu's. 








+ 
¥- 


DIRECT EXPANSION COIL 
For Cooling, 1 to 8 rows deep. 


(SUSPENDED MODEL) 
AIR CONDITIONER 
Type “A” Central Station Air Con- 
ditioners for large industrial and 
commercial applications. 


{SUSPENDED MODEL) 
BLOWER TYPE UNIT HEATER 
Nominal Capacities from 20,600 
to 1,600,000 Btu's. 
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“BLAST” HEATING STEAM COIL 
For Heating, 1 or 2 rows deep, 
using low or high pressure steam, 





(FLOOR MODEL) 
AIR CONDITIONER 

Type “A” Central Station Air Con- 

ditioners for large industrial and 

commercial applications. 





(FLOOR MODEL) 


BLOWER TYPE UNIT HEATER 
Nominal Capacities from 20,600 
to 1,600,000 Btu's. 
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TO INSURE 
CUSTOMER 


Proved and Preferred! 


You, and your customers too, are money ahead when 
you specify McQuay . . . because McQuay products are 
proved and preferred—for their efficiency, economy of 
operation, and the way they stand up under long hard use. 


Join the growing list of architects, engineers and con- 
tractors who depend upon McQuay to satisfy all of their 
heating and air conditioning requirements. Quality and 
price comparisons will convince you that it pays to 


specify from McQuay’s complete line—pays in profits 
from the job and in customer satisfaction. 


NEW RIPPLE-FIN COIL CONSTRUCTION 


Only McQuay gives you Ripple-Fin 
surface—the product of years of 
research aimed at producing the 
— heat transfer for any ‘ 
weight of metal. High efficiency is Te } 
assured by forcing < air to ileus oa ame } «il 
. = : ‘he, ee oo 
an ever-changing direction of flow ee 
in passing through the coil. Thus 
air repeatedly contacts coil surface 
to give maximum contact time, 
maximum contact velocity, anda , 
resultant optimum heat transfer. | 
With this advance in design, 
McQuay retains the staggered tube 
and the McQuay rippled edge fea- 
tures so well known in the industry, 
and which contribute greatly to | 
higher heat transfer, construction 
ruggedness, and eye appeal. 


HEATING 
AIR CONDITIONING 
REFRIGERATION 


a 


1636 BROADWAY STREET, N.E. © MINNEAPOLIS 13, MINNESOTA 





SATISFACTION 
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| FROM YOUR OSTER g os 
DISTRIBUTOR 4 








Take advantage of the quick 
availability and present low 
price of this time-saving, cost- 
reducing machine! Place your 
order NOW with the Oster Dis- 
tributor nearest your location. 





If you don’t know where to 
reach him, or want more in- 
formation on the Oster No. 
422 POWER VISE STAND, just 
fill in the convenient form at 
the foot of this page, tear it 
out, and mail to us. 





THE OSTER MFG. CO., 2045 East 6lst Street, Cleveland 3, Ohio, U.S.A. 


[_] Rush copy of catalog bulletin on No. 422 POWER VISE STAND. 
[-] Rush names of Oster Distributors in our area. 





| ENE Ree ee eee pchidie 
Company es , Ss piaicetiicd 
Address 
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BRIDGEPORT'S 
BASKET SINK STRAINERS 


Stare sals-clatchovs 


in a quality line! 
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Here’s the finishing, visible touch to a plumb- 
ing installation that sells Bridgeport conven- 
ience and quality right down the line—and 
brings you permanent customer satisfaction 
and profitable sales. 


For new sinks, or for modernizing old 
ones, Bridgeport’s sink strainers stress utility 
and quality. Basket strainers become stop- 
pers or strainers at the flip of a handle. The 
entire line is made of solid, corrosion-resist- 
ing brass with a lustrous, chrome-over-nickel 
finish that gives long-lasting service. 


To maintain your sales and your reputa- 
tion, Bridgeport Brass plumbing goods are 
designed for highest quality right down the 
line—traps, sink strainers and sink and tray 
wastes, bath wastes and overflows, TRAX- 
ROD* shower curtain rods, etc. Be sure to 
carry profit-building sales-clinchers—specify 


Bridgeport all along the line! —_*Reg.u.s. Pot. of. 


rene Z_, BRIDGEPORT BRASS COMPANY 
int low “Brddgep)rt” BRIDGEPORT 2,CONN. + ESTABLISHED 1865 
g, cost- 4 Mills at Bridgeport, Conn., and Indianapolis, Indiana 
-@ your In Canada: Noranda Copper and Brass Limited, Montreal 
ter Dis- 
cation. 
ere to HANDLE IS DAINTY TO USE 
ore in- <€————— fingers never touch refuse ——_—}> 
2r No. A flip of the handle converts it 
ID, just into a stopper or strainer 
orm at 
tear it LARGE REMOVABLE BASKET 

many perforations for 

quick drainage 









No. 666 


For 342” or 4” outlets 








FLUSH WITH SINK _=-—W 


permits free drainage 


y 
‘alae THREADED TO FIT ee ote: 
all types of sinks 


cast iron, stainless steel 


BRIDGEPORT BRASS 


No. 670 


For 2” or 22" outlets 
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g OCS South. Spang CW pipe 


brings summer inside this school- 


Even in sunny Macon, Georgia, winters can Remember...the Spang trademark is a guar- 
be cold and uncomfortable at times. So, when _antee of greater satisfaction to you as well as 
this Junior High School for Girls was de- to your customer. 

signed with full facilities for modern teach- Architect: Mactwen, Hall & Ferguson, Macon, Georgia; Engineers: Bloomfield 
° ° . Engineering Co., Macon, Georgia; General Contractor: Amerson & Freeman, Macon, 
ing, it was also planned for modern heating Georgia; Plumbing & Heating Contractor: Hancock Plumbing Co., Macon, Georgia 
—radiant heating, of course. 

And, as is so often the case where architects 
and contractors emphasize durability and re- 
liability, Spang “CW” Pipe was specified for 
this permanently sealed heating system, as 
well as for other requirements. 

When you need a truly dependable pipe for 
commercial, industrial or residential installa- 
tions, ask your jobber for Spang “CW’— 
the pipe that’s quality-controlled from steel 
to you. Easy to bend, easy to cut, easy to thread, 
it offers you both an extra measure of reli- 
ability and faster installation features. 








CHALFANT Division of The National Supply Company 


GENERAL SALES OFFICES: Grant Building, Pittsburgh 30, Pa. 


District Sales Offices: Atlanta, Boston, Detroit, Houston, Los Angeles, 
New York, Philadelphia, Pittsburgh, St. Louis 
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Check These Advantages 


ONE unit replaces ALL separate controls with their 
connections; no “assembly” costs. 

Noiseless operation — no annoying clicks or hum to 
irritate users. 

@ 100% Safe Lighting; 100% Fail-Safe Automatic Pilot. 
AGA listed. Built-in Pressure Regulator; 100% Safety 
Shut Off. 

@ Compact size—3 74" x 514" x 516” permits wide lati- 
tude in styling. 

Complete adaptability to manual, automatic electric 
or automatic mechanical control. 









2404 N. 32nd Street 
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DEPENDABLE Controls 


For Modern Gas Heating 
A-P CONTROLS CORPORATION 
(formerly Automatic Products Company) 


in Canada: A-P Controls Corporation, Ltd., Cooksville, Ontario 


The A-P GasapacK — a modern control designed for 
modern furnaces and heaters —to provide the utmost 
in economy, accessibility, convenience and safety. All 
controls built into a compact, efficient, good-looking 
unit you will be proud to use on your heater! 


--- with this 
"plumber’s 
nightmare?” 


No longer need you assemble four or five different 
controls with their connections — requiring as many 
as fourteen joints! GASAPACK users report that reduc- 
tion in assembly and inventory costs alone make 
GasapPack adoption worth while! 





[o}’s modern Gasapack® 
combines all 5 necessary controls 
into one simple compact unit 


With Gasapack, you have only OnE unit to install; ONE unit, which eliminates 
the usual pressure regulator, solenoid or diaphragm valve, A-cock, B-cock, 
and pilot filter, with their clutter of nipples, reducers and other fittings. 

Instead, you have a single ENGINEERED control — sinfple and economical to 
install, easy to operate, silent, efficient and completely dependable. No wonder 
users say that it is the greatest advance in gas controls in twenty years! 

GasaPack’s completely silent operation; 100% safety features; its unique 
adaptability; the availability of simple thermostatic controls; its compactness — 
these are only a few of the reasons why GAsAPACK makes such a hit with 
manufacturers who require a modern control for modern furnaces and heaters. 

It will pay you to get the complete story on the Gasapack. Write for Bulle- 
tin G-8 today. 


e Milwaukee 45, Wisconsin 
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You can do a Felloe 


B&G 
UNIVERSAL 
PUMP 


B&G TYPE In any B & G Hydro-Flo Pump you buy, 
ee ” regardless of size, you will find all the basic 
PD’’ PUMP features which have made this line of pumps 
preferred by specifiers and installers of heat- 
ing equipment. 
B & G Boosters and Universals are not just 
B&G ordinary centrifugal pumps. They are designed 
and built specifically for heating system appli- 
Tole} yt: * cation. That’s why they are guiet—that’s why 
PUMP they operate on a minimum of power. B & G 
i Pumps have consistently proved their efficiency 
and dependability—thousands have been in 
operation for many years without need for 
service of any kind. 
And that's why more B & G Hydro-Flo Pumps 
are sold than any other built for the same purpose! 
Whether you are planning the heating of a 
No job too big or too cottage, a factory or a wide-spread garden 
small for B & G Hydro-Flo apartment, remember that B & G Pumps are 
Heating ranye ’ available in sizes closely matched to the 
Contrast the sizes of this low- , . 
cost housing unit and the pumping requirement. 
twenty-story building beside it. A For full information, send for the B & G Catalog. 


Both are heated with a B & G 
Hydro-Flo Forced Hot Water 
System .. . automatically, 
comfortably, economically. 


— aca sai Pin hy 
Canadian Licensee: S. A. Armstrong, Ltd., 1400 O'Connor Drive, Toronto, Canada 
*Reg. U.S. Pat. Off. 
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.». now make tion the most complete | 
Tankless Water Heater line on the market! 











































Size 101A 
pet Size 100 Size 101 | 
Capacity Capacity 
4 g.p.m. 5 g.p.m. 











Size 102 Size 102A Size 103 Size 105 
t Capacity Capacity Capacity Capacity 
8 g.p.m. 12 g.p.m. 15 g.p.m. 20 g.p.m. 












buy, 
basic 
im ps N°” IT’s EASY for you, and inexpen- 
ane sive for your customers, to insure 
just fully adequate capacity in every tank- , ’ 
zned less water heating job you install! an rs AlLCopper 500 
ppli- The addition of 2 new sizes in the 35 g-p.m. ae 
“se famous GENERAL Tankless line pro- 
ency vides such wide selection that the cost 
n in of “one size larger” is negligible. 

™ single call-back for a customer’s com- 
ymps plaint of inadequate hot water supply 
bose! would probably cost as much! 
=e GENERAL Tankless Heaters are de- 

ane signed to supply continuous hot water 

the in any home with automatic-fired 
"4 boiler. Require no gas or electric con- 


nections ... no bulky storage tank or 
complicated piping. Made in 9 sizes... 
T T plus the 4 g.p.m. All-Copper No. 500. 

Get complete information . . . write 
for Catalog 19A. General Fittings Co., 
118 Georgia Ave:, Providence 5, R. I. 
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....and $0 are UNIONS 


It’s safer to put your money on the horse of proven stamina and perform- 
ance... the thoroughbred that wins consistently. Similarly, when it comes 
to choosing pipe unions and pipe fittings it pays to pick them with an 
eye to the same characteristics of stamina, and performance. 
That’s why it’s so important to specify WARWICK. 

Like the thoroughbred racing horse, WARWICK 
Unions and Fittings are best in the long run. 


Today, as always, WARWICK 
facilities are geared to meet 
your demands with precision 
made products in which you can 
place the utmost confidence. For 
quality in unions and fittings 


specify WARWICK. 





The WARWICK 
COMPANY 


IDAHO AVENUE LINCOLN PARK, R. I. 
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why Watts? 










WATTS HOT WATER HEATING 
| BOILER SAFETY CONTROLS 
| ARE PREFERRED 


















———- a A a 








Aa 


Ss NO. 74 AS.ME. Boiler Safety Relief Valve for both water pressure 
(thermal expansion) and steam pressure relief. No. 74 alone provides 
adequate protection for 80% of all hot water space heating boilers. 
No. 174, sizes 1" to 2"' inclusive, provides pressure protection for 

* larger hot water space heating boilers up to 2,528,100 B.T.U.'s. 


a a wee wis rt 
Z eT 














$s NO. I3SHW Automatic Pressure Feed Water Regulator provides 


higher volume needs for larger systems. Recommended for use with 
No. 74 to give complete automatic double protection. All bronze 
construction provides durability. Easy accessibility of parts enables 
convenient servicing for maintenance. 


‘) 















A 


& NO. 45A Dual Control with high flow capacity provides quick filling 
and eliminates need of a bypass. and constantly maintains minimum 
pressure requirements. Relief valve provides high volume liquid and 
steam discharge capacity. Only control of its type with these features. 








K 

et 

” $s NO. 450A Dual Control adapted from the newly developed No. 

in 45A. Excepting some construction refinements, it has the same ad- 

rT vanced principle of operation. Slight difference in construction enables 
Watts to offer advanced design for lower priced markets. 

rs maaan 











The prevention of excessive pressure and the 
assurance of an adequate supply of water at 
all times are the first considerations to safe and 
efficient hot water boiler operation. Therefore, 
the selection of suitable boiler controls is of 


PROTECT YOUR INSTALLATIONS WITH 


utmost importance to you and your customers. 
You can depend upon Watts products to protect 
and control hot water heating boilers. Watts 
offers a selection of heating boiler controls to 
fit every safety requirement. P 
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HUSETTS 
















Strength 


e-" 
<>) 


a 
ie 
i, 


Ht-( 











CUICAY 4. | 











Serving home and industry: AMERICAN-STANDARD - AMERICAN BLOWER - ACME CABINETS - CHURCH SEATS 


- DETROIT LUBRICATOR - 


KEWANEE BOILERS 


- ROSS HEATER - 


TONAWANDA IRON 








WANDA IRON 


THERE / 


FLOOR DRAINS 

In a wide range of types 
for every floor drainage 
condition. 
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A 
ROOF DRAINS 


To provide continuous 
drainage in spite of ac- 
cumulated debris on roof. 


SUBSTITUTE 


SHOCK ABSORBERS 
To eliminate water 
hammer in pipelines. 


JOSAM PRODUCTS 


INTERCEPTORS 

For grease, oil, gasoline, 
hair, piaster, sediment, 
and paraffin. 


BACKWATER 

SEWER VALVES 
To prevent sewer con- 
tents from backing up 
into basement floors. 


SWIMMING POOL 
FITTINGS 

Inlets, outlets, gutters, 
and overflows 


only in fe Products can you get Se Quality! 


The way to secure the best results in the quickest 
time on any job is to use the best products. By 
this method you secure known quality and positive 
dependability...you avoid grief both before and 
after installation. 

In plumbing drainage products, you get the best 
when you use Josam because Josam is the origin- 
ator and pioneer of hundreds of the products which 
are accepted as the standard of the industry today. 
In the Josam line there is a plumbing drainage 
product for every purpose, proved by almost 40 
years experience to be easier-to-install, better-in- 
construction, superior-in-performance. 


When the problem is drainage why take the slightest 
chance, when it costs you no more to use the best— 
Josam! Send coupon below for further information. 


JOSAM MANUFACTURING COMPANY 
World’s Largest Manufacturer of Plumbing Drainage Products 


Executive Offices and Manufacturing Division 
MICHIGAN CITY, INDIANA 
Representatives In All Principal Cities 


JOSAM-PACIFIC CO., West Coast Distributors 
San Francisco, California 


JOSAM CANADA LIMITED, Canadian Distributors 


Toronto, Canada 


2 w 


Typical of Josam leadership is the method pioneered by Josam 
whereby a great variety of adjustable strainers for various 
purposes are interchangeable to fit Josam floor drain bodies. 


JOSAM MFG. CO., Dept. DE, 


Michigan City, Indiana 


Please send free literature on the following products: 


CJ Non-Clog Floor Drains 
C) Leveleze Floor Drains 

(J Roof Drains 

(CD Backwater Sewer Valves 


NAME 


(] Shock Absorbers 


C) Interceptors 
] Swimming Pool Fittings 
}] Folder on all products 





FIRM 





ADDRESS 





CITY and STATE 
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10 Reasons why HEATING MEN 


Enjoy Dotug Business 


with DUNKIRK 


1 Choice of boilers for use with coal, 
oil or gas. 

2 Full line of handsomely styled slender 
radiators. 

3 Sound engineering design assuring 
maximum fuel economy. 

4 Accurate ratings strictly in accord- 
ance with industry standards. 

5 Use of cast iron for boilers and radi- 
ators for life-time satisfaction and 
performance. 








6 Boiler sizes to fit wide range of house- 
hold and commercial needs. 


7 Modern production facilities conven- 
iently located on main line railroads. 


8 Sincere understanding of field prob- 
lems. 


9 Record of previous war-time experi- 
ence responsible for cordial trade 
relations regarding maintenance of 
delivery schedules. 

10 Merchandised right, priced right and 
backed by a company known for 
sound policies that work hand in 
hand with heating men. 





Showing latest type OB 
Series Oil Burning Boiler 
made in 15” and 20" sizes. 





























Dunkirk Slender Radiators 
combine handsome design 
with the rugged strength of 
cast iron...the life-time 












g 
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a ti i ws _ 
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This large Dunkirk plant houses latest 
foundry and machine shop equipment 
for economical production. 


DUNKIRK RADIATOR CORPORATION 
DUNKIRK, NEW YORK. 
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“— Yes, famous “X” LIQUID has been the lifesaver of failing 

rob- heating systems for over 30 years . . . it flows to the leak in 

peri- the boiler with the circulation of the water and with its 

rade amazing colloidal action, quickly takes up the leak from the 

e of OUTSIDE! Not just a temporary repair, but a sound, last- 
ing repair that puts the boiler back in business for steady, 
winterlong service. ‘“X’’ also seals sand holes, poor threads, 
split nipples as well as cracked castings. ““X’’ positively con- 
tains no harmful solids to retard good water or steam circula- 
tion. It’s quick, it’s safe, it’s CERTAIN! Have “X” BOILER 
LIQUID and the other famous ‘“X” Heating System Service 
Products ready for your service calls this winter. | 





" 


pos 3 "Xx" FLUSH SS eS 
“X”" PIPECUT OIL & RUSTOFF “XK” PIPEJOIN 
Aspecial blend forwork The combination pack- Guaranteed leakproof 
on all types of fittings. age. FLUSH to cleanthe for cold and hot water 
Keeps parts cool and boiler... RUSTOFF to lines. The ideal filler 
covered. keep it clean. and lubricant, 








"X” LABORATORIES, inc., 25 WEST 45th ST., NEW YORK 19,N. Y. 
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® VALVES 
@ PIPE FITTINGS 





Walworth 





Walworth 
**500 Brinell’’ Bronze Globe Valve 


Walworth 
Steel Gate Valve 


Walworth 
Iron Body Gate Valve 





Walworth manufactures a complete line of valves and pipe fittings: 


all made to the highest standards of quality, both as to dimensional 





accuracy and metallurgical properties. In design, construction, and 
performance, Walworth products reflect more than a century of 
experience in the manufacture of quality valves and fittings. 


Your Walworth distributor will give you full information on the 





complete line of Walworth steel, iron, and bronze, and special alloy 


Walworth 


Iron Body Saddle Gate Valve valves and pipe fittings; also Walworth Lubricated Plug Valves, and 


Walseal* valves, fittings and flanges. Ask for this information today. 


*Patented—Reg. U. S. Pat. Off. 


WALWORTH 


valves and fittings 
60 EAST 42nd STREET, NEW YORK 17, N. ¥. 





Walworth 
Cast Steel Flanged Fittings 
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NOW General AUTOMATIC OFFERS YoU 


TWO FOR ‘52! 
* 
2 (All-in-one) PACKAGES 
THAT WILL LOWER LABOR COSTS AND INCREASE PROFITS! 

























HOT WATER HEAT WARM AIR HEAT 
— FOR ANY SIZE JOB... FOR SMALL HOMES... 


fell 





















T WATER BASEBOARD RADIATION 


SPONGE RUBBER 
OUST SEAL ALONG BACK 


x (Prevents Well Streoks) 
SOLID METAL 


TOP MOULDING 























Said 


i | 





Valve ’ 
_ featuring a new 


& 
femp-RD Air 
- type DIFFUSER > > 

- G/A's Temp-RD Air Package 
._. has a draft-eliminating diffuser 
that removes the cooler air 


= at floor level, blends it with 
= warm air from the furnace and 
redirects it within the registers. 
This diffuser gives an even heat 
return throughout the house. 





e fittings: 


mensional 





tion, and 


ONE PIECE 
WAI 


<< A COMPLETE PACKAGE... 


entury of 





S. 


Including: 

New G/A Air Diffusers, 
furnace bonnet assembly, 
with quick knockout holes 
for joining duct lines. 4" 


on on the 


cial alloy 


| A COMPLETE 
alves, and PACKAGE... 















: d Including: diameter pipes in 24" 
a ee Fin-type heating element, lengths and 90° adjustable 
S. Pat. Off. ee 0 a top mould- FLOORLEVEL’S elbows to reach almost any 
sid bls Wien fe — all-in-one angle. A complete return air 

profit package. kit, including cold air return 





Wall brackets, inside cor- 
ners, outside corners and = // 
splices. 


grille, 9" round pipe and 
furnace bonnet assembly. 


Send for SPEC. 56. <“eh 


Find out how you can Send for illustrated folder 
increase sales, profits, 


reat / , ; giving complete details on | 
: - eee st - Th 0, }, t/ 1d. d L G/A's profit-packed Temp- 
package... NOW! ' RD Air Package. 


THERE’S A G/A UNIT FOR EVERY TYPE AND SIZE INSTALLATION 
GENERAL AUTOMATIC PRODUCTS CORP., 2300 SINCLAIR LANE, BALTIMORE 13, MD. 
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PIONEER automatic gas water heaters 


» ++... in more ways than one 


For your vitally important replace- 
ment business...for your new dwell- 
ing customers...sell the one water 
heater that’s SUPREME in every re- 
spect, Pioneer SUPREME Gas Water 
Heater. All Pioneer SUPREME 
models are A.G. A.-approved for all 
gases. Year after year, it’s Pioneer! 
Wrile today for your free copy of Pioneer's 


handy, pocket-size water heater guide— 
chock-full of helpful information for you. 











PIONEER manufactures a complete 
line of WATER HEATERS (20 to guy 
100 gal. cap.) and the PION-AIRE 
line of GAS WALL CIRCULATORS 
(10,000 to 50,000 BTU input). 








10 Year Wananty Hav’ 


*Unconditional 1 year guarantee for commercial use. 


WATER HEATER 
CORPORATION 


FOR 30 YEARS 


3131 San Fernando Road, Los Angeles 65, California 
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LOW COST, BUILT-IN BATH 





ia 
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The Kohler Potomac meets the need for an attractive, prac- 
tical, one piece recess bath of enameled cast iron for low-cost 
housing. Takes less space—saves 3” at center, 6” at each end, 
yet provides full-size bathing area. The lustrous, easy-to- 
clean enamel covers outside as well as inside surfaces. 

Advantages include a low front for ease of stepping in or 
out, flat bottom, integral soap dish. The rim affords a hand 
grip for added safety. The slope end assures the comfort of a 
reclining position while bathing. The chromium-plated 
fittings are designed and made for lasting efficiency. 


Kohler Co., Kohler, Wisconsin. Established 1873 


KOHLER or KOHLER 


PLUMBING FIXTURES * HEATING EQUIPMENT « ELECTRIC PLANTS * AIR-COOLED ENGINES « PRECISION CONTROLS 








EXCLUSIVE / 


No adjustments are required on 
Taco-Vent. You install it and 
forget it. Porous bronze safety 
plug safely controls water flow. 


Better Heating- 
Better with Taco 
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TACO HEATERS, Incorporated - 137 South Street, Providence 3, R. I. 3 
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“Sales made easy!” That’s the report you get 
on the Nu-Way line. Nu-Way Oil Burners are 
backed by hard-hitting consumer advertising in 
the leading home publications . . . plus a wide 
variety of selling aids including newspaper 
mats, direct mail pieces, booklets and catalogs. 
And Nu-Way’s exclusive patented engineering 
features help clinch the sale when the prospect 
comes to “look.” 


NU-WAY MODELS CO.-2 and 
CO-6 — Designed to burn the 
modern catalytically-cracked 
oils. New combustion head 
that is really simplified in de- 
sign provides easier ignition— 
higher efficiencies. Fuel burn- 
ing capacities: CO-2—.75 to 
2 gal. per hour; CO-6 — 2 to 
6 gal. per hour. 





NU-WAY MODELS XL-2 and 
XL-6 — Equipped with Patent- 
ed Air Control for top over- 
all efficiency. Designed for use 
in small homes. Fuel burning 
capacity: XL-2 —.75 to 2 gal. 
per hour; XL-6 —2 to 6 gal. 
per hour. 





NU-WAY MODELS XL-12 and 
XL-20 — Features new elec- 
tronic control for greater com- 
bustion safety. Designed for 
use in apartments, factories and 
other buildings requiring large 
capacity oil installations. Fuel 
burning capacty: XL-12 —6 to 
12 gal. per hour; XL-20 — 12 
to 20 gal. per hour. 








WRITE TODAY! For new folder containing com- 
plete details on the Nu-Way line of Oil Burners. 


THE NU-WAY CORPORATION 
ROCK ISLAND, ILLINOIS 
Sold Through Jobbers and Distributors. Also Special Applications for Furnace and Boiler Manufacturers, 


“"AUTOMATIC OIL HEAT EXCLUSIVELY SINCE e237" 
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Plumbers! 








Know these facts about Sani-Flush in septic tank systems 


e That the sodium acid sulphate (not caustic) in 






Sani-Flush will not harm septic tanks, whether 


they are made of vitrified tile, steel or concrete, 


out harming the system in any way. 


—_—s, 
Sani-Flush 


#> FRAGRANT 
evi” TOILET BOWL 
CLEANER 
















<a 0 ae p> 


F Guaranteed by 
Good Housekeeping 


cp 
$F 45 avyerist 1H 





nor will it interfere with bacterial action. 


That Sani-Flush greatly facilitates removal of se- 


vere discolorations and cleans effectively. 


e That Sani-Flush can be used safely in any type 


e That when Sani-Flush is used to clean toilet bowls 
which empty into septic tanks, it neutralizes the 
alkali present in the sewage, and leaves the bac- 


teria unharmed to do its proper work. 







e That Sani-Flush may be used with equal efficiency 


in soft, hard and alkaline water systems. 


septic tank system in any part of the country with- 


4 


These facts have been proven by the firm of Skinner 
& Sherman, Inc., noted sanitary chemists and en- 
gineers of Boston, Massachusetts by practical tests 


in both laboratory and home. 


The complete will be 
mailed on request to any plumber. Write to The 
Hygienic Products Co., Dept. 55, Canton 2, Ohio. 


“Report of Scientific Tests” 









January, 


















































WHAT'S: A wt JOLESALER? 


At the end of every badhtion line rises ‘ 
greatest single responsibility of business—- 
the profitable distribution of a ptodust. S. 
important i is this responsibility. that men al 
over the world dedicate their minds, mone} 
voices, hands, eyes, ears, noses, nerves, and 
sometimes their very lives to its fulfillment. 


As a group these men are termed “Gales. 
men”, ‘Representatives’, “Agents” and “Reps”. They are called other 
things frequently. 





So intent are they on marketing their products successfully, and so 
dire are the consequences if they don’t, that they solicit the help of one 
of the most singularly important influences in the distribution cycle— 
the wholesaler. 


The wholesaler has been known as a “Jobber’’, Distributor’, ‘‘Dealer’’ 
and smiles more often when called a wholesaler than by any other name. 


He is linked to reputable manufacturers by supply, to their salesmen 
by merchandising, to his family by love, his employees by loyalty and to 
his customers by outstanding service and friendship. 


He places more orders, receives more merchandise in greater variety, 
stocks and restocks more shelves, makes more shipments in less time, holds 
more confidences and credit across longer counters with a larger capital 
investment in a smaller area than does either his suppliers or his customers. 


Every day he dispenses more information on a wider variety of products 
than is provided in the literature furnished him. It is taken from years of expe- 
rience and is added to the knowledge of the craftsmen who are his customers. 


The wholesaler can be counted among the members of leading asso- 
ciations, civic groups, fraternal orders, religious societies, country clubs 
and bowling leagues. His divergent interests compel him to be up early 
and out late. His favorite but rare relaxations are found at home, on vaca- 
tion, with a fishing rod or behind a bird dog; at a card table and over a 
cup of coffee with Joe around the corner. 


The wholesaler is not typically a small businessman, neither is he a 
tycoon; rather, he is a well established, highly regarded commercial institu- 
tion; sincere, practical, reliable; and on his shoulders rests the production 
lines of tomorrow—profitable distribution today. 


. WOLVERINE TUBE DIVISION, 
Calumet & Hecla Consolidated Copper 


B U Y £ AQ @] M YO iE 4 Company, Inc., Manufacturers of seam- 
as! @) L E 48 AL E a less, nonferrous tubing, 1435 Central 


Avenue, Detroit 9, Mickigan. Plants in 
Detroit, Michigan and Decatur, Alabama. 
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TRANE ADDS “@ NEW PLANTS... | Tt 


of 


venti 
expa 
facto: 
added 
M 
faster 
Trane 
time, 
additi 
to the 


New buildings completed in recent Trane construction program. Arrows indicate: 1) Tool Building, a 
separate unit immediately north of the Main Plant, 2) a complete plant for assembly of standard heat 
transfer surface, 3) Brazed Aluminum Plant, 4) Special Heat Transfer Products Assembly Building. 


More Unit Heaters—Plant additions More Unit Ventilators —With more More Fans — Trane introduced a new line 
permit expansion of unit heater as- schools being built, demands are high of —_ fans recently. Popular ac- 
sembly lines—more heat for army for the warm, fresh air produced by ceptance and increased pa make more 
camps and defense plants. Trane Unit Ventilators. manufacturing space necessary. 
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More Room to Manufacture a Complete Line 


Trane builds again. To manufacture more and better heating, 
ventilating and air conditioning equipment, Trane is completing a major 
expansion program. Four new buildings have been added at La Crosse. Total 
factory space has been increased substantially. Many workmen have been 
added to Trane payrolls. 

Much of the new space will be used to turn out more Trane products 
faster. With defense construction increasing sharply, the demand for standard 
Trane heating equipment is at an unprecedented high level. At the same 
time, the popularity of recently announced products has required 
additional capacity to produce them. More room will, therefore, be devoted 
to the manufacture of fans, refrigeration products and special heat transfer 
equipment. 

All the space in one of the new buildings will be used to produce the dies 
and jigs used in the manufacture of Trane products. This ultra-modern 
tool shop will have twice as much machinery and will, thanks to newest 
tool making methods, produce three times as many tools. The new tool 
building will help increase production two ways. It will make more tools 
available quickly and on schedule. And, by pre-testing each item, it will 
save hundreds of hours of production time. 

With these new buildings to expand and improve production, Trane is 
better able to serve the architect, engineer, contractor and the armed forces 
with a complete line of heating, ventilating and air conditioning equipment. 








Toronto, Trane Company of Canada, Ltd., has completed a new suburban factory, 








aa 

y line More Climate Changers—As industry More Refrigeration Units — More cen- 

iF BO finds new ways to use air in speeding trifugal and reciprocating compres- 

more manufacturing processes, the need for sors will be made in space furnished 
Trane air conditioning units increases. by the Trane expansion program. 





of Heating, Ventilating and Air Conditioning Products 








In Canada, too! Expansion has not been limited to the La Crosse plant. At At Scranton, Pennsylvania, the Eastern Manufacturing 
Division, The Trane Company has not only added more 


the first step in enlarging and consolidating its manufacturing facilities. manufacturing space, but also more production equipment. 





MANUFACTURING ENGINEERS 
OF HEATING, VENTILATING AND 
AIR CONDITIONING EQUIPMENT 


THE TRANE COMPANY, LA CROSSE, WIS. 

Eastern Mfg. Division . . . Scranton, Pa. 

Trane Company of Canada, Ltd... . Toronto 
OFFICES IN 80 U.S. AND 

14 CANADIAN CITIES 
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How MR. PLUMBER 






January, 1952 





Saved Little Janie’s 
Birthday Party ! 


Little Janie’s friends wouldn’t come to 













Janie’s house or attend any of her Coke 
Parties because, at little Janie’s house 
the bathroom whistled every time her lit- 
tle friends wanted to -or even thought of 
freshening up. So, when Janie’s birthday 
rolled around what do you think her Mom 
did with that awful whistle? She phoned 
her friend, Mr. Plumber and he came 
right over and installed a SHERWOOD 
#86 A Ball Cock. And now, little Janie’s 
rep is tops with the school kids’ social 














register. Thanks to Mom, Mr. Plumber 
and SHERWOOD Ball Cocks. 























SHERWOOD 
Number 86A 
Anti-Syphon 
BALL COCK 





...of How SMALL JOBS 


Lead the Way to 
BIGGER JOBS! 


Laying all jokes aside, it doesn’t 
take many jobs like that found at 
little Janie’s house for a Master 
Plumber to discover all kinds of 
jobs... bigger jobs to do. Often an 
old wheezing ball cock is the aging 
sign that the piping throughout an 
entire house is due for repairs. 


STOCK UP WITH SHERWOODS 


Yes sir! It pays to stock up on 
SHERWOOD #86 A Anti-Syphon 
Ball Cocks. They are not only a talk- 
ing point from a replacement stand- 
point, but a smart selling point 
when it comes to safeguarding 
against the contamination of drink- 
ing water... saving on water con- 
sumption and supporting the dig- 
nity of every home with quiet, 
smooth ball cock operation. 


SHERWOOD BRASS WORKS 


6331 EAST JEFFERSON, 


DETROIT 7, MICHIGAN 
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Berger Steel Undersink Cabinets fit 
all the standard-make sinks you 
now handle. 





Berger Wall Cabinets simply 
hang over special brackets. 
They go up fast! 





Every sink you sell or repair naturally calls for a Berger Steel 
Undersink Cabinet. Every new home construction job you bid on 
does, too. And, those sales easily lead to Wall and Counter Cabinet 
sales. Why wait any longer to stock, display and sell Berger Steel 
Cabinets for Kitchens? 


Steel cabinet sales pay you a good profit, often higher than many 
appliances. Home-owners want them. Financing is easy. Once 
installed, they require no costly call-backs due to mechanical 
failures. No trade-in problems, either. 


So... talk up Berger Steel Cabinets every time you're called into 
a kitchen. Let housewives know that you are the kitchen expert 
in your neighborhood or town. Let your builders and contractors 
know it, too. You can even set up a kitchen planning center. It’s 
easy. Berger can help . . . with ideas, displays, signs, scale miodel 
planning kits, literature, advertising mats, other selling aids. 


For the big profit, make 1952 your biggest steel cabinet year. 
Your plumbing supply wholesaler who distributes Berger Steel 
Cabinets will help you get started, or write us: 





Berger Steel Counter Cabinets are 
standardized units that assemble easily BERGER MANUFACTURING DIVISION 
to fit any-size kitchen space. REPUBLIC STEEL CORPORATION 


1038 BELDEN AVENUE CANTON 5, OHIO 
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"GERBER ENTERPRISES—232 N. Clark Street, Chicago 1, Miinois 





(C Please send Catalog on the big GERBER line. 


C) Have. your, roneesntntize co 9m se. | That’s a fact. No screws... no bolts... no fastening devices 


_ of any kind, yet the Gerber Shower Stall is rigid as a sky- 











ae sors scraper! 32” x 32” x 75” over all size, it's roomy enough 
| to satisfy your customer yet takes little space in bathroom 

Cope _ installations. Comes with everything required, even to the 
Plastic Curtain and the Pins to hang it up. 

Address 

City State. 














Gerber ...the complete Plumbing Fixture 
Line ... also offers an extensive selection of 
Steel Enamelware. Porcelain Enameled Steel 
Sinks and Cabinets, Flat Rim Steel Sinks and 
a wide variety of Gerber Brass fittings. 


SEE THE GERBER LINE AT YOUR WHOLE- 
SALE PLUMBING JOBBER, and don't fail to 
write for our value-packed GERBER CATA- 
LOG, today. 


3932239 0a ENTERPRISES 


232 NORTH CLARK STREET © CHICAGO 1, U.S.A. : 
New York Office. Empire State Bldg. * Suite 7322, 350 Fifth Ave. ' 
KOKOMO, INDIANA e¢ WOODBRIDGE, NEW JERSEY 
DELPHI, INDIANA 7 PLYMOUTH, INDIANA 


WEST DELPHI, INDIANA ° GADSDEN, ALABAMA 
Reprints of this ad are available 
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The Task Group of the Plumbing Brass Fixture Fittings and 
Trim Advisory Committee last month warned of an impending 
shortage in plumbing brass unless a more equitable alloca- 
tion of copper is made to the industry. 

In a letter to Manly Fleischmann, administrator of the 
National Production Authority, the committee emphasized that 
the plumbing brass goods industry will require a mini- 
mum of 160 million lbs of copper to manufacture the 
plumbing brass required to take care of all essential new 
construction and maintenance, repair and replacement needs 
during the first half of 1952. The allocation made by NPA 
amounts to only 62 million lbs leaving a whopping deficit 
of nearly 98 million lbs! 

For additional information about the impending shortage 
and what is being done to alleviate it, turn to page 89 in 
this issue. 











2 


- A partial answer to the threatened shortage gained momen- 
tum last month as the scrap mobilization committee for 
non-ferrous metals went into action. T. E. Veltfort of the 
Copper Brass Research Assn. was elected permanent chairman, 
with M. L. Tresswell of the Aluminum Company of America as 
vice-chairman. Paul Herzog of American Smelting and Refining 
Company is secretary-treasurer. 

Wheels were set in motion for the activation of a new 
scrap mobilization program for non-ferrous metals that will 
call on the ingenuity of all segments of industry to ferret 
out sufficient quantities of copper and copper alloy scrap 
to relieve the current shortage. 

The committee's action came on the heels of a plea from 
Mobilization Chief Charles Wilson for an intensified drive 
for all types of scrap. Wilson pointed out that further 
shortages would drastically disrupt the flow of civilian 
goods. 

Recent bad weather throughout much of the country has 
hampered even normal delivery of scrap to the mills. Auto 
graveyards are now subject to inventory control. Thé NPA 
order is expected to flush out several hundreds of thousands 
of lbs of the badly needed red metal. 

A special committee has also been formed to keep top- 
levels advised on the scrap situation. Members include 
Robert Warner, chairman; Edward W. Greb (director of NPA's 
Salvage Division) ; Marvin S. Plant and F. E. Russell. 

KORO 

Retail plumbing and heating dealers who install appliances 
they sell may now use priority ratings to obtain materials 
they need for installation of the appliances. 

An amendment to CMP Regulation 7 defines installers of 
domestic appliances as repairmen. Previously, repairmen had 
been granted the right to obtain materials on a priority 
rating, but not "installers". "Installation" is now defined 
as the setting up or relocation of appliances in position 
for service in existing buildings. 

To obtain controlled materials the dealer is permitted to 
"self-certify" his orders, using the symbol "RE". Ordering 
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FURTHER CUTBACKS 
FOR CONSUMER 
DURABLE GOODS? 


HOME 
BUILDING 


CONSERVATION 
PLANS 


FEWER 
MODELS ? 


WHOLESALER 
INVENTORIES 
TO BE WATCHED 


of more than the amounts actually needed is prohibited. 
Records of all transactions under the regulation must be 
kept for three years. 

ee 


There's little or no shortage now in the supply of 
straight chrome stainless steel for consumer durable goods. 
The Steel Products Advisory committee has suggested that it 
be decontrolled and there's some possibility this will be 
accomplished soon. 

Although the steel situation is clearing somewhat, con- 
tinued shortages of copper and nickel plague the industry. 
Further cutbacks in allocations for consumer durable goods 
can be expected. 

Current squabbles over proposed tapping of stockpiles to 
prevent anticipated shortages are growing hotter. Some 
Federal planners are for taking a bite out of the “rainy 
day" materials; the Munitions Board is giving out with a 
flat "no". President Truman is expected to make the final 
decision in the matter. 

KK KH 


Housing starts totaled 76,000 units in November, 10,000 
below the October level and 11,300 under that of November 
last year. 

However, with 1,022,600 units started in 11 months, 
1951's figure should be close to 1,100,000 — substantially 
above the 850,000 announced goal. 

Informal estimates for 1952 range from 800,000 units to 
close to 1,000,000. Housing officals are generally optimis- 
tic and look for an overall loosening up in the materials 
picture, with copper being the big question mark. 

KKK 


A plan to effect further savings in carbon, alloy and 
stainless steels is currently under discussion in Washing- 
ton. Conservation of materials and standardization practices 
in the manufacture of steel pipe fittings are expected to 
do the job. 

No formal order is expected on this proposal since many 
manufacturers have already reduced the number of sizes they 
produce in anticipation of such an order. 

eKK 


There's a possibility of the single-line producer of re- 
frigerators getting larger allotments of controlled 
materials for his production schedules than his competitor 
who produces more than one type of product. The plan has 
been under contemplation for some time and could conceivably 
lead to fewer models aimed at the broadest consumer needs. 

Here again, copper and aluminum shortages are forcing the 
issue. So far, however, the talk of fewer models is just 
that — talk. 


eK 


The National Production Authority will continue to watch 
wholesalers' inventories for a while longer before taking 
any definite steps toward further control. This means that 
plans to issue an order controlling inventories at the 
wholesale level are on the shelf, at least for the present. 

Some weeks ago, NPA thought seriously of reviving World 
War II's L-63 order. Under the terms of that order, whole- 
salers were able to replace badly depleted inventories and 
the inventories were then limited in what was an attempt to 
ration existing scarcities. 

The order was credited with eliminating the necessity for 
rationing of many types of consumer hard goods. 

Reason for the switch in thinking: the problem of the 
moment seems to be the disposal of backed-up inventories 
rather than a need for replacement of consumer goods. 
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Nothing but the best 
for the beautiful 


—— 


Architects 
Roy France and Sons, Miami Beach, Florida 
Consulting Engineers 
Jorgensen & Schreffler, Miami, Florida 
Contractor 
Feldman Building Corp., Miami Beach, Florida 


Another Prominent Florida Hotel Reports — 


‘NO HOT WATER COMPLAINTS Ns 


wits POWERS contro & 


POWERS NO. 11 
Preventing OVER-heated water supplied to plumbing fixtures and REGULATORS 
Control temperature of 


reducing the consumption of high cost fuel make POWERS auto- + ge Wainy Shaianethahers 
matic temperature regulators a highly profitable investment. Fuel ay ee 
. . . : j ; - ti ° 
savings alone often pay back their cost several times a year. a | ae b cthae FF pe 
' passed for— 
DEPENDABILITY. 


Better Control—Less Maintenance assured by durable construction 
and these features: Overheat protection; temperature adjustment 
has OILITE thrust bearing; valve stem lubricator and 
SILICONE grease provide more accurate control and 
minimum of maintenance. Bulletin 329 gives full 

information. May we send you a copy? 





Modern Plant at SKOKIE, ILL. + Off Over 50 Cities 
Chicago 13, Ill., 3819 N. Ashland Ave. ° ‘tow York 17, N. Y., 
231 East 46th Street * Los Angeles 5, Cal., 1808 West 8th Street 
Toronto, Ont., 195 Spadina Ave. * Mexico, D. F., Apartado 63 Bis. 
Honolulu 3, Hawaii, P. O. 2755—450 Piikoi at Kona 


THE POWERS REGULATOR COMPANY aa £ Ee 































Fedders Baseboard Radiation with exclusive 
directional louvers and anti-streak covers are 
welcomed by architects, decorators and home 


owners. 


without covers. 


oe 
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Miles of Fedders all-steel Wall Radiation are 
being used for commercial, institutional, indus- 
trial and residential heating. Available with or 










NAME IN 


ewe areca: 
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Fedders Series 16 Downblow Unit Heaters are designed for 
installations involving high ceilings, craneways, frequently 
opened factory and garage doors. 


Fedders Series 15 Horizontal Unit Heaters are widely used 
in factories, stores, service stations. 


Fedders code rated Convector-Radiators with compact, 
high efficiency heating elements are made in a wide range 
of free standing and semi-recessed models. Ideal for new 
and replacement work. 
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THE 
QUALITY LINE 
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@ Architects, interior decorators, contractors and home 
owners approve the Fedders line of modern quality radia- 
tion and unit heaters. 


Making Warm’Priends for euery Man 
whe Designs, Specifies, Sells, Justalls 


aud Uses Heating Equipment 


They combine every advantage and economy of handsome 
appearance, cleanliness, uniform heating, easy stocking and 
installation. 

Fedders complete line of Convector-Radiators, Baseboard 
Radiation, Wall Radiation and Unit Heaters offer well- 
graduated, standardized sizes and capacities. They meet a 
wide range of requirements for residential, institutional, 
industrial and commercial installations. 

Complete design and specification data are yours for the 
asking. Write: 























BUFFALO 7, N. Y. 


PERKINS & WILL 
architects and engineers 


CHELL & ANDERSON 
general contractors 


NORTHERN PLUMBING 
AND HEATING CO. 


plumbing contractor 


COLUMBIA PIPE AND SUPPLY CO. 
plumbing wholesaler 


The campus of BLYTHE PARK ELEMENTARY SCHOOL is a 5-acre public park. 
Adjoining the building is a lighted amphitheatre (above) for school 
activities and for many community uses. 


ADULTS, 100, 
ARE GROWIN UP... 


e Finally, we grown-ups are learning that ordinary — units for kindergarten children, older boys and girls, 
school rooms have more of a jail than joyous effect. and community adult activities, reflects the most 
We are realizing that emotional comfort is essential painstaking planning in every detail. At the begin- 
to mental development. For the new Blythe Park ning and continuing through to completion, highest 
elementary school at Riverside, Illinois, the de- standards of product quality and performance pre- 
signers used every possible device for making chil- vailed. As are a vast number of other schools and 
dren’s first separation from home undisturbing. This _ fine buildings of every kind, this Riverside school is 
unique and friendly building, incorporating separate equipped with SLOAN Flush VALVES. 


me ann Pteek VALVES 


are sold than all other makes combined 











-——— SLOAN VALVE COMPANY * CHICAGO « ILLINOIS —— (== 


Another achievement in efficiency, endurance and econ- 
omy is the sLoan Act-O-Matic SHOWER HEAD, which is 
automatically self-cleaning each time it is used! No clog- 
ging. No dripping. When turned on it delivers cone- 
within-cone spray of maximum efficiency. When turned 
off it drains instantly. It gives greatest bathing satisfac. 
— \\ tion, and saves water, fuel and maintenance service costs. 
\\ \\\ \ \\ \ \ Try it and discover its superiorities. 
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The only pearl seat that will 
not fade, peel, or tear. The 
Olsonite pearlescent seat is 
solid one-piece construction 
without sheet covering of any 
kind. Available in 32 colors 
Gnd white and black. 
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NOT HOLLOW + NOT CONCAVE » NOT CORED—BUT SOLID ORTON: 


SWEDISH CRUCIBLE STEEL CO. 
PLASTICS Bivtiseae 
HOG! BUTLER AVENUE + DEFROTE Tl MICTIVCAN 
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now you can 


reduce 





steam costs 
with the 


automatic 


Model 3 Powermaster — 15 to 
500,H.P.; high or low pressure 
models for steam or hot water. 


the Powermaster steam generator. Compare this unit 
with others and you'll see why users are saving hundreds 


of dollars on fuel bills. Only the Powermaster gives you 
these 3 definite ways to reduce your costs for steam or @ 
hot water— 


1. Use less fuel when boiler operates between 100% and 
30% of capacity. Special burner gives you full modulg- 


tion in a wide range between high and low fire. g 7 Ves yo u 


2. Save clean-up time and money because complete com- 

bustion of fuel gives practically smokeless and carbon-free / / 3 
operation. Case histories show that the Powermaster e | 

needs cleaning less often than other self-contained units. 


3. Change from oil to gas (or gas to oil) in just a few advan ta ges 


minutes. Take advantage of low fuel rates, enjoy freedom 
from worry about fuel shortages. 


Exclusive burner design (patent applied for) is yours with 
only the 





nd Prospects 


Write for this catalog Your Customers & | . te 


that gives you the entire story of the Powermaster 
steam generator. Just ask for Catalog 1218 and we'll 
put one in the mail for you. 
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ORR & SEMBOWER, INC., Established 1885 


920 Morgantown Road, Reading, Pennsylvania 
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Sell them all- 
with Carrier 
Unit Heaters 


Stores, shops, offices, factories, 


garages... Carrier heats them all 


efficiently, economically 


Carrier Propeller-fan Type Vertical Model 46S. 
Four-way Directed-flo design, recommended for high-ceiling 
buildings. Discharges heat from 1, 2, 3 or 4 sides. Steam or 
hot water. 7 sizes: 82,000 to 500,000 Btu’s. 


Carrier Propeller-fan Type Horizontal Model 46U. 
Ideal for wall installations; directs warmed air from heights 
up to 18 feet. Single-row Aerofin heating coil offers less air 
resistance, makes cleaning easier. Steam or hot water. 10 sizes: 
21,000 to 200,000 Btu’s. 


Carrier Gas-fired Model 46T, recommended for clean, 
economical heat wherever gas is available. Heat exchanger and 
combustion chamber of Aluminized Steel are welded into one 
tough, leakproof assembly for longer life. Needs no pipes, 
ducts, boilers. A duct type model 46TD connects to an air dis 
tribution system employing a centrally located fan, can be used 
to augment cooling systems. Both propeller-fan type and duct 
type models available in 7 sizes: 70,000 to 230,000 Btu’s. 
AGA-approved for all types of gas. 


The Unit Heater Industry is proud of the recognition 
accorded it by the armed services and procurement depart- 
ments of the United States Government. Proven in grueling 
use during World War II, unit heaters are now standard 
equipment in ships, plane hangars, living quarters, garrison 
buildings — wherever reliable, efficient heat is necessary for 
the completion of a task or the well-being of our fighting 
forces. On the home front, unit heaters serve equally impor- 
tant roles in industrial plants producing war material supply- 
ing the needs of the allied forces. 





Want to know how you can profit through a Carrier Unit 
Heater franchise? A card to Carrier Corporation, Syracuse 1, 
New York, will bring you details. 





AIR CONDITIONING + REFRIGERATION - INDUSTRIAL HEATING 
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PLUMBER'S PROFIT 
with Plumbingware 


NOT FIRST 
but Best . 


Fixtures of 
PORCELAIN ENAMEL STEEL 
and VITREOUS CHINA 




















“ATLANTIC” 


No. 501 5’ Left Hand Outlet, 5’ Recess Apron Tub—Seat Type 
No. 502 5’ Right Hand Outlet, 5’ Recess Apron Tub—Seat Type 


THE BATHROOM BEAUTIFUL— 
PLUMBINGWARE BATHTUB, 
LAVATORY AND CLOSET 


Plumbingware beautifully designed porcelain-on-steel bath- 
tub with wide rim seat—rigid construction. Acid resistant 
for lifetime service. Handsome appearance and utility. 
Flanged top prevents water seepage. For new installation 
or replacement. The ultimate for bathing sanitation. Made 
of 14 gauge deep drawing enameling steel. 


pLUMBING 







LUMBINGWARE 


Protects the Health of the Nation 
MANUFACTURING COMPANY 


Plumbingware 


66 WEST CARROLL AVENUE 


CHICAGO 10, ILLINOIS 
FIXTURES 
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For 50 years Frost 
Co. has helped 
the plumbers 
with new and im- 
proved products — 


NOW... 





To the trade on our 

anniversary year the 

No. 276 } modern bathtub installation 
: WASTE AND OVERFLOW 

t Type Patent Pending equipped with a 3-WAY 
' OFFSET TEE. 


+ Type 











SALES OFFICES 
George Barman, Charlotte, N.C. @ Albert Singer, Rochester, N.Y. 
Henry Miller, Fairhope, Ala. @ R. E. Russell, Union Grove, Wis. 
Sidney Spiegel, Millburn, N.J. @ T. A. Rockett, Cambridge, Mass. 
W. J. Frost, Jr., Granville, Ohio 
Jeu de Vine & Woodcox, Detroit, Michigan 
Pat O’ Brien and Associates, Dallas, Texas 


ROOST CoO. 


SINCE 1902 QUALITY PLUMBERS’ BRASS 


el bath- 
esistant 
utility. 
allation 
. Made 


| 
| 


Main Office and Factory — 6523 14th Avenue, Kenosha, Wisconsin 


Warehouses: Los Angeles — James A. Riordan Co. ® San Francisco — Earl H. Jones & Co., Inc. 








THESE 
FIVE SIMPLE 
STEPS 


make a solder-joint! 
“SEs 























Properly soldered connections between Chase 
Solder-Joint Fittings and Chase Copper 
Water Tube are exceptionally strong and 
pressure-tight. Assemblies of 14’’ Chase 
Copper Water Tube and Solder-Joint fittings 


have withstood over 3,400 pounds pull, and 
5,000 pounds water pressure per square inch. 


Jobs last longer, and look better, with Chase 
Copper Water Tube and Solder-Joint Fittings. 


Chase P: BRASS & COPPER 


WATERBURY 20, CONNECTICUT © SUSSIDIARY OF KENNECOTT COPPER CORPORATION 


e The Nation's Headquarters for Brass & Copper 


Albanyt Cleveland Kansas City, Mo. New York San Francisco ' 
Atiante Dallas Los Angeles Philadelphia Seattle 

Baltimore Denvert Milwaukee Pittsburgh Waterbury 

Boston Detroit Minneapolis Providence ( tsales 

Chicago Houstont Newark Rochester? 

Cincinnati indianapolis New Orleans St. Louis office onty) 


Send the coupon for folders on Mak- 
ing Solder-Joint, and Flared connec- 
tions with Chase Copper Water Tube. 
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Polish the outside of 
the tube and inside of 
the fitting with No. 
00 steel wool or fine 
grade sand cloth. 











Apply thin coat of 
flux to tube and in- 
side of fitting. Place 
fitting on tube and 
remove excess flux. 














Heat joint evenly with 
a blow-torch Remove 
flame and apply 
solder to joint Solder 
will melt from wire at 
correct temperature. 











Capillary attraction 
draws solder into 
joint When solder 
shows around edge 
of fitting, connection 
is completed. 
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Remove excess solder 
with a brush. Do not 
place any strain on 
the joint until it has 
cooled. 
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 PRESSURE-PROVED' 


AUTOMATIC 
WATER HEATERS | 











*The inner tank of every Rheem Water 
Heater is filled with water and fully 
tested at a pressure twice as great as ever 
needed for normal use. It must be per- 
fect before it leaves the factory. 










DOMESTIC ENGINEERING 


Sell the water heater 
that’s sure to work right! 



















“Every Rheem Automatic Water Heater is 
PRESSURE-PROVED!” This fact means 
as much to the Rheem Dealer as it does to 
the homeowner who buys a Rheem Water 
Heater. 


Works right 
to build sales! 


That’s because there’s a potent sales story 
in the Pressure-Proved test. The assurance 
it offers of complete satisfaction and year 
after year of dependable hot water service 
is just what you need to clinch the most 
obstinate sale. 


Works right to 
satisfy customers! 


Once the sale is made, and the Rheem 
Water Heater installed, you know it is sure 
to satisfy. You know there will be no re- 
peated complaints, no constant calls for 
service. 


If you want easy, profitable sales...if you 
want happy, satisfied customers... then 
feature the Rheem Pressure-Proved Auto- 
matic Water Heater Line in your store. 
Rheem means business! 


N 
\You can rely on RHEEM 


RHEEM MANUFACTURING COMPANY 
General Sales Offices 
570 LEXINGTON AVE., NEW YorK 22, N. Y. 


Manufacturing Plants 
in 22 Cities Around the World 
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YOU BUILD IN GOOD WILL 


with this most offictent, simple form of Radiant Heat 


| CRANE ‘BASEBOARD PANELS 
| keep customers warm and happy / 
! 
| 
! 


Here’s the most efficient, easy-to-install form of modern radiant heat. 
These are the proved customer benefits of Crane Baseboard Panels that 
can mean permanent good will for you: 
They project less than 2 inches into the room—leave more space for living 
... They give clean heat and lots of it, eliminating floor-level drafts and ceil- 
ing-level layers of overheated air . . . Built of cast iron for best radiation, 
they can be painted any color, withstand all the hard knocks of daily living 
a a ee .. And the large volume of hot water they hold makes them perfect misers 
front, for either floor or ceiling- at conserving heat! 
devel isncaliacion. Type “RC™ for Consult your Crane branch or Crane wholesaler for complete engineering 
installation at floor level only. % 2 : 
data and installation suggestions. 


GENERAL OFFICES: 636 SOUTH MICHIGAN AVE., CHICAGO 5 


( RAN a i O VALVES + FITTINGS += PIPE 
@ PLUMBING AMD HEATING 
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Lt Genuine... 


. HAMMOND VALVES 


This service means quick deliveries | 
: that save time and money for the | 
plumbing and heating trade. 
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. . . of packed type radiator valves for 




















; steam; gravity and circulator hot water sys- 
gs ~—s tems — balancing elbows and fittings for 
forced hot water heating systems and floor, 
s that ceiling, and wall radiant panel heating. 
living 
1 ceil- 
ation, 
living 
nisers 
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NiCAGO 5 ~- otandand of value with the trade for over SS years 
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HAMMOND BRASS WORKS wammono, indiana 


on Ei 
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guarantees 





every time! 
‘> 
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of Plumbers 


Tubular Brass 


THE CONNECTICUT STAMPING & BENDING CO. 


NEW BRITAIN, CONN., U.S.A. 
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Model showing food-cooling 
system with underground 
condenser grids of copper tubing 


te 
is 4D |e |e = Ff Ce xD < 


refrigeration condenser 


When discussing the refrigeration system of a 
planned new supermarket, the owner stipulated: 
I—Low operating costs 
2—Minimum use of city water 
3—Dry basement storage facilities 


The Charlton brothers of the Temperature Equip- 


ment Company, Hartford, met all 3 requirements 
very successfully and to the owner's complete satis- 
faction. 

The system was devised so that earth instead of 
water is used as the cooling medium. Copper tube 
grids, installed in the ground before the concrete 
basement floor was poured, serve as the condenser, 
The surrounding damp earth efficiently absorbs the 


modern plumbing calls for 
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Heat from these 
display cases 

1s disposed of 
through tubing 
buried below 
basement floor 


Installing condenser grid in wet clay 
prior to pouring basement floor 


heat and enough warmth reaches the basement 
floor to prevent the accumulation of moisture on its 
surface. 

In the first year of operation the owner estimates 
a saving. of $750 in water charges alone, plus the 
added savings afforded by the dry basement in 
eliminating moisture damage to stored goods. It’s 
another example of the versatility of ANACONDA 
Copper Tubes for all types of plumbing, heating 
and refrigeration piping. 

A complete description of this installation will be 
gladly forwarded on request. The American Brass 
Company, Waterbury 20, Connecticut. In Canada; 
Anaconda American Brass Ltd., New Toronto, Ont. 
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Get better radiant heating systems, savings, too, 
with Bundyweld Tubing 


Take those ceiling installations for 
instance. With Bundyweld you can 
pare fabrication costs, cut installa- 
tion time, get reliable, money-sav- 
ing performance year in, year out. 


At your shop or building site, you 
easily, safely bend standard twenty- 
foot lengths of ductile Bundyweld 
into coils. No structural collapse 





worries. You quickly join the formed 
tubing by soft- or hard-soldering the 
expanded (if specified) ends. Only 
two men needed to mount light- 
weight, rigid coils. No sags, no dips, 
no denting worries. 


In your finished ceiling installation, 
Bundyweld performs better, too. 
It transmits heat quickly. It’s leak- 


Bundyweld Tubing 


DOUBLE-WALLED FROM A SINGLE STRIP 





WHY BUNDYWELD IS BETTER TUBING 





Bundyweld starts as 
a single strip of 
copper-coated steel. 
hen it's . 


ously rolled twice 
around laterally into 
@ tube of uniform 


+. continu. thickness, and passed 





through a 
Copper coating fuses 


with 





t 
# SIZES UP ¥ 


steel tubing, dov- 
ble-walled, and 
brazed through 360° 
of wall contact. 





furnace. 


steel. Result 
Bundyweldé 





F310 %" 0.0. | 


proof (has great bursting strength). 
It’s scale-free, bright and clean, 
with uniform I.D. and O.D. 


Those proved advantages (and 
many more) are yours with Bundy- 
weld. It’s the on/y tubing double- 
walled from a single strip, with in- 
side and outside beveled edges. 
Walls are copper-brazed solid 
through 360° of contact, copper- 
coated inside and out. 


Check Sweet’s Architectural File 
for details. Or write for illustrated 
brochure. Radiant Heating Division, 
Bundy Tubing Company, Detroit 14, Mich. 





NOTE the exclusive 
patented Bundyweld 
beveled edges, which 
afford a smoother joint, 
absence of bead and 
less chance for any 
leakage. 
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Outstanding Features 
of Dunham Heaters 


1. Sturdy motor support cone 
effectively funnels air from heating 
element to fan; protects motor 
against heat and dust. 

2. improved header design 
requiresfewer solder joints;assures 
uniform steam distribution; elim- 
inates air pockets. 

3. Resilient motor mounting 
absorbs motor vibrations, prevents 
transmission of noise through 


piping. 


DUNHAM UNIT HEATERS 


direct heat where you need it 





quietly...economically... 


Dunham Vertical Discharge Unit Heaters are designed to maintain per- 
fect balance between air volume, velocity, and final air temperature. When 
you “buy Dunham,” you get: 

~ . . J . . 
Heat Where You Need It—Choice of four different types of air diffusers assures 


proper directional control of heat throw; high volume of air funneled 
through fan promotes uniform heat distribution in a wide pattern. 


Quietly —Rubber-mounted motor minimizes vibration and noise; fans operate 
at slow speeds. 

Economically— You cut installation costs. Location of supply and return tap- 
pings gives simplified piping hook-up with fewer fittings. 

Another good point to remember: Dunham Unit Heaters are available in 

Horizontal Discharge, Blower Fan, as well as Vertical Discharge Types. 

Their quality performance is typical of 2/] Dunham products. For example, 

Dunham Vacuum Pumps can pull ap fo 26 inches of vacuum year after year. 


For further information on Dunham Unit Heaters, write for Bulletin 
1301-3. Similar literature available on other products. 


C. A. DUNHAM COMPANY 
400 West Madison Street, Chicago 6, Illinois 

In Canada: C. A. Dunham Co. Ltd., Toronto 

in England: C. A. Dunham Co. Ltd., London 
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Horizontal Heater 

















Vacuum Pump 


heating systems and equipment 


Vari-Vac Differential Heating ° Baseboard Radiation ° Fin-Vector Radiation . Convector Radiation 


Condensation Pumps ° Traps . 


Valves 
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® FASTER HEATING 

» REDUCES NOISE, SMOKE, ODOR, SOOT 
® REDUCES FUEL COSTS 

© EXCELLENT DURABILITY 

e EASY TO INSTALL 





i ee 














ump e FITS ANY FURNACE 
Visit our booth at the 
OIL HEAT EXPOSITION - Philadelphia, April 14-18 
juipment oF 
on 
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COMBUSTION CHAMBER for oil-fired domestic furnaces 


LOTHERM is an improved type of refractory combustion 
chamber that heats up fast and holds its heat—thus 
providing the economy, quiet operation and clean burning 
characteristics so important for domestic furnace installa- 
tions. It is readily adapted to conversion burners and fits 
any furnace. LOTHERM is porous and light in weight, 
yet strong and durable. Because it promotes clean burning 
and complete combustion, LOTHERM responds quickly 
to thermostatic control. 


Write for full details, and name of nearest representative. 





HARBISON-WALKER REFRACTORIES COMPANY 


AND SUBSIDIARIES 
WORLD'S LARGEST PRODUCER OF REFRACTORIES 


General Offices . . . . . . . . Pittsburgh 22, Pennsylvania 
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YOU’RE OUT IN FRONT WITH 


MAT 
yelling Mf 


YOU'RE OUT IN FRONT with a powerful, 
retail-minded advertising program that tells 
the strongest product story in the business. It 
has the strength of 30 years of consistent 
advertising ... plus the impact of a dynamic 
new sales appeal, pounded home to your best 
prospects month after month! 


O1L-O-MATIC NATIONAL 7¥CesTdag/ 
Big, colorful ads in big, mass-circulation 
magazines tell the exciting facts about 
Metered Low Pressure and Oil-O-Matic’s 
LIFETIME GUARANTEE on the famous Model 
Fifty-Ten Oil-Air Nozzle. They are couponed 
to stimulate smmediate action... get inter- 
ested inquiries that result in sales. 


OIL-O-MATIC LOCAL Atvertiding / 


Planned Promotions give every dealer an 
effective, year-round follow-through, on a 
liberal co-operative basis. Hard-hitting news- 
paper, radio, television, and outdoor advertis- 
ing makes the most of the interest created by 
national advertising . . . leads prospective 
buyers to local Oil-O-Matic Headquarters. 
One more reason why Oil-O-Matic is the most 
valuable franchise in the industry. 
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THIRD In a series showing why 
“tt Pays to be an Oil-O-Matic Dealer”’ 













































Write for complete information 
about the Oil-O-Matic Franchise 









Ask any man who bas 
an O:l-O0-Matic Franchise. 
He'li tell you thes... 







WILLIAMS OlL-O-MATIC DIVISION 


~—\ Eureka Williams “ 


BISPOS-O-maTiC 
CORPORATION Waste food Dispos>: 
Bloomington, Ilinois 
Better Preducts. Better Made... ye hat. nig, 


ety 
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and RESIDENTIAL Heating 


APPLICATION 


Illustrated are Vulcan covers, Type 
K for residential, Type F for Com- 
mercial installation, 


Blueprint for Vulcan Service 


Vulcan Service is more than just expediting. Actually, Vulcan Service 
begins with a background of over 25 years of experience. It includes the selection 
of QUALITY MATERIALS; SKILLED WORKMANSHIP; EFFICIENT 
MANUFACTURING PROCEDURES; a PROVEN PRODUCT with patented 
features that make Vulcan unique in the field of fin-tube radiation; ENGINEER- 
ING RESEARCH facilities available to customers and prospects alike plus 
a hand-picked group of specialists with the qualifications listed above, repre- 
senting Vulcan from coast to coast. These Vulcan representatives have the 
“blue print” for Vulcan heating comfort and economy. Call on them for further 
information. 


@ real ENGINEERING know-how. 
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YOUR VULCAN REPRESENTATIVE: 
@ years of experience in COMMERCIAL 


@ detailed knowledge of PRODUCT 









Vulcan means 





economy from start 
to finish. 


Y) 


















The VULCAN Radiator Co. 14 Francis Ave., Hartford 2, Connecticut 





IN 


Jacksonville, Fia. 
John C. Pastor 


VielCaA NS REPRESEN TAT to 
Cincinnati, Ohio 
Harry A. Pillen 
Cleveland, Ohio Kansas City, Mo. 
Tomlinson Steam . H. Wright Co. | 
Specialty Co. 


Corpus Christi, Tex. Knoxville, Tenn. 





ay o 
ae & Co., Inc. 


Albuquerque, N. M. 
Boyd Engineering Co. 


ee, Georgia 
John A. Dodd Co. 


Baltimore, Md. 
| ae +s Clifford 


Birmingham, Ala. 


R. Dowdell & Co. Charles F. Sexton 


Dallas, Texas 
J. R. Dowdell & Co. 


Denver, Colo. 


Los Angeles, Calif. | 
Norman S. Wright & Co. 


Memphis, Tenn. 
W. K. Hornbuckle 





Prin Cif Ac 





Virgil A. Smith 
Boston, Mass. 
. R. Swaney Co. 
Sridqopert, Conn. 
Clement, Inc. 


Buftalo, N. Y. 
Frank J. Weber & Assocs. 


Charlotte, N. C. 
Kirk Cousart & Assocs. 


- a. 
Roy O, Nelson Co. 





Des Moines, lowa 
Fred E. Triggs 


Detroit, Mich. 
James A. Hughes 
El Paso, Texas 
Boyd Engineering Co. 
Houston, Texas 
R. Dowdell & Co. 


indianapolis, Ind. 
Jackson Engineering Co. 





Appleton Engineering Co. 





Milwaukee, Wis. 
Hamacher & Williams 


Minneapolis, Minn. 
hl Co. 
Missoula, Mont. 
W. M. Walterskirchen 


New Orleans, La. 
Devlin Brothers 


New York, N. Y. 
A. F. Hinrichsen, Inc. 








Ci Tt tees 
— Nebraska 
. E. McCulley 


Philadelphia, Pa. 
P. A. Cavanagh Co. 


Pittsburgh, Pa. 
Tutein Equipment Co. 


Portiand, Oregon 
Norman S. Wright & Co. 


Richmond, Virginia 
Robert S. Lovelace 


Sait Lake City, Utah 
Midgley-Huber Co 


San Francisco, Cal. 
Norman S. Wright & Co. 


Scranton, Pa. 

John P. Gilboy Co. 
Seattle, Wash. 

Norman S. Wright & Co. 


St. Louis, Mo. 
Bruce L. Evans Co. 
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s HARCRAFT 


She’s proud as a peacock, and always ready to 
“show-off” her kitchen and bathroom. The 
reason, of course, is the distinctive design and 
sparkling finish of her HARCRAFT fixtures. 
Women take pride in these things...and 
HARCRAFT gives them the beauty and quality 
that means lasting satisfaction. 


Plumbers find HARCRAFT fixtures easy and 
profitable to sell. Each HARCRAFT fixture is 
precision machined from solid extruded 
brass for extra strength. No pores, no hidden 
casting defects. Double plated chrome-on-nickel 
gives HARCRAFT fixtures a longer lasting, 
. sparkling finish. And HARCRAFT plumbing 
© fixtures are competitively priced! Easy to install! 















BORCTAN isiston: as 


a division of HARVEY MACHINE CO., INC. 


19200 $. Western Avenve, Torrance, Celif. 
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How to plan 


CONNECTIONS FOR 
COMMONLY USED 
TYPES OF METERS 


In practically all industries meters are used 
to compute, accurately and automatically, 
the amount of flow. Fluids measured may 
be liquid, gas, or vapor (water, oil, gaso- 
line, fuel gas, steam). Diagrams show 
the basic piping hookups for some of the 
more commonly used meters. 


Orifice Type — generally used to in- 
dicate, totalize, and record moder- 
ate quantities of liquids, gases, or 
vapors, 

Venturi Type — also indicates, total- 
izes and records. It is frequently 
used on condenser water supply 
units in power stations, water pump- 
ing stations, and sewage plants. 
Area Flow Type — or Rotameter is 
for indicating, principally, in lines 
carrying fluids in moderate quanti- 
ties. 

Displacement Meter — usually total- 
izes only; this is the type used to 
measure water supply from city 
mains to buildings. . 


Valve recommendations include bronze, for 
ordinary service, and stainless steel where 
corrosive liquids are handled. Jenkins 
Fig. 106-A Bronze Globe is especially 
suited for shut-off service as recommended 
in these hookups. Jenkins All-Iron Valves 
are also available where desired. 


Consultation with meter manufacturers 
is recommended to determine the type 
best suited for your particular service. 


A CHOICE OF OVER 500 VALVES 


To save time, to simplify planning, to get 
all the advantages of Jenkins specialized 
valve engineering, select all the valves you 
need from the Jenkins Catalog. It’s your 
best assurance of lowest cost in the long 
run. Jenkins Bros., 100 Park Ave., New 
York 17; Jenkins Bros., Ltd., Montreal. 
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JENKINS PRACTICAL PIPING LAYOUTS 





















@ onsPeacemenr METER 














































WIDE RANGE ELECTRIC 
FLOW METER INSTALLATION 







HIGH PRESSURE 
vTap 











Diagram by Huxley Madeheim 
Consulting Engineer 


VALVE RECOMMENDATIONS 
For details of valves to suit varying conditions see Jenkins Catalog. 
JENKINS VALVES 


Code | Quan. |Bronze Stainless Service 
A 4 106-A 


















ORIFICE 


METER 1 


6 
3 74 
4 
4 47-U 


VENTURI 
METER 


AREA FLOW 
METER 


COPYRICHT, 1951 — JENKINS BROS. 








ae 





an 
COMPLETE DESCRIPTION AND ENLARGED DIA- 
GRAM OF THIS LAYOUT FREE ON REQUEST. in- 
cludes additional detailed information. Simply ask for 
Piping Layout No. 57. 
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ladder... 








“The rung of a ladder was 


never meant to rest upon, 


Pit 
but only to hold a man’s foot ‘| 


long enough to enable him to \ | 


put the other somewhat higher.” 


Thomas Huxley 


tho ohandard of bho INAUCTY.... 
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OIL BURNERS 


AUTOMATIC BURNER CORPORATION 


1823 Carroll Avenue «+ 


Chicago 12, Illinois 
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Youll Pin a Medal on 
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FZ” (i) CONTROLS 








SS 





FOR THEIR PERFORMANCE AND DEPENDABILITY... 









Self-closing Pressure — 
Relief or Fusible Plug Type 


Temperature and Pressure Relief 


Self-closing 
Temperature Relief 


Plumbing and heating contractors 
everywhere give Klixon Controls 
high praise for their safety control 
and comfort. They know from ex- 
perience that these controls not only 
give lasting, dependable service but 
also build user goodwill, 


Klixon Relief Valves prevent hot water 
tank explosions. They are available in 
temperature, pressure, and combina- 
tion temperature and pressure types. 
Fusible plug types are also available. 
Built of highest quality materials, 
these valves assure positive protection 
for the full life of the tank. Use Klixon 


: 
SSE ieee ERRORS 





Hot Water Temperature 
Limit Controls 





Self-closing Temperature 
and Pressure Relief 


Relief Valves on all your jobs. 


Klixon Thermostats, actuated by the 
patented Spencer Thermostatic disc, 
assure controlled heating or cooling. 
Because they have no toggles, mag- 
nets, charged bellows or other mov- 
ing parts, they assure long-lived serv- 
ice. Use Klixon Thermostats for 
heating control, cooling control, or 
both, for complete systems, unit 
heaters and space heaters. 


Klixon Hot Water Temperature Limit 
Controls are applicable for installation 
as either limit or operating units. 
Direct acting or reverse acting all in 





Thermostats 






one unit reduces stocking costs. Sim- 
ple and easy to install... for surface 
(strap on) mounting or with adapter 
for immersion mounting. 


KLIxo 


> 
Tadd mam Ov. 8 Pa one 





SPENCER THERMOSTAT 
Division of Metals and Controls Corp. 


L081 FOREST ST., ATTLEBORO, MASS. 
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ENGINEERS 
















COMFORT-ECONOMY 
TONE 


Discharge air temperatures of 110° 


-120° F are correctly related to air 
velocities — assure perfect heating 


comfort, lower fuel costs. 


: : Direct-from-pipe suspension is 
Horizontal (IIustrated), Vertical safe and economical, with no hang- 
Delivery and Power-Throw types ¢ 
for steam and hot water. Gas- er-rods. Heated air stream may be 
Fired units also available. easily redirected over full 360°. 















| for comfort and economy 
| Modine Unit Heaters top the field 


| Yes, on every count, Modine Unit Heaters 
stand out. For balanced heating perform- 
ance... for high fuel economy ... for long 
years of trouble-free service— Modine is first 
choice of experienced heating men. Compare 
—you'll choose Modine everytime. Modine — Write for Bulletin 149-A. "Modine 


Unit Heating.’" Or contact your 


ry, © . M t listed i 
Mfg. Co., 1502 DeKoven Ave., Racine,Wis. — Moaige sepresentotive listed in your 


2 Built-in velocity generator effec- 
U RK iT a = AT E RS assures positive heat penetration 
of cold air strata near the floor. 


Y-1133 
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ATTACHED 


BOTTOM 
COUPLER 





VENTILATED 
AIR SPACE 


HOLES 
AND SLOTS 


FOR 


COUPLING 
SCREWS 


PERMANENTLY 
ATTACHED 
TOP COUPLER 


ALUMINUM ~ 
DOUBLE WALL 
CONSTRUCTION 








| 
a M ETA LB F il . Please send a copy of your new manual, “Venting of 
| MOE PPtonses 


WILLIAM WALLACE COMPANY 





CALIF NAME =>q TITLE 


) ~~ oF 
4 at — PERMANENTLY SAFE VEN } ING 


WITH 


0C METALBESTOS 


Improper venting of gas appliances always brings 
customer complaints and sometimes results in serious 
financial loss to contractors. Metalbestos’ unique pipe- 
within-a-pipe construction assures safe, efficient vent- 
ing. Precision made Quick-Couplings align pipe sections 
automatically and form a permanently gastight connec- 
tion. Even when unskilled workers install foolproof 
Metalbestos, you know the job is right and will give 
years of trouble-free operation. 


LOWER INSTALLATION COST 


Made of corrosion-resistant, lightweight aluminum, 
Metalbestos is easy to handle, simple to install. Only 
3 screws are needed to quickly connect pipe sections 
without using mastic, cement or banding material. No 
special tools are required. Adjustable lengths, adjust- 
able elbows and other versatile fittings permit rapid 
assembly and eliminate expensive, time-consuming 
cutting and fitting. 


NOW AVAILABLE! 

A new manual, “Venting of Gas Appliances”, is now 
ready for distribution. Published in the interests of better 
venting, this valuable booklet contains the important 
rules for venting gas appliances and other helpful 
information regarding good venting practices. Yours 
without charge — simply fill out coupon. No obligation. 





METALBESTOS bivision Department ¢ 
WILLIAM WALLACE CO. * Belmont, California 





COMPANY 





ADDRESS 





City ZONE ‘STATE 
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CAN DO PLENTY FOR YOUR CUSTOMERS! 
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Millions of bubbles swell the 
stream, increase its velocity, 
give more suds from less soap, 
speed washing and rinsing, 
cut out splash. Your cus- 
tomers will enjoy revitalized 
water with the Spring-Flo 
Aerator. 


Propte everywhere like faucets with the 

Spring-Flo Aerator. It makes cloudy water 

crystal clear — gives oxygen-enriched water 

that tastes better . . . washes and rinses faster 
. . Saves soap .. . and won’t splash. 


> 





Tell your customers about the wonders of 
this new patented aerator. Tell them about the 
millions sold so far. Have them buy — and 
enjoy faucets with the Spring-Flo Aerators. i 
Remember — a satisfied customer will buy | 
other plumbing goods from you. Spring-Flo 
Aerators are supplied with the lavatory and sink 
faucets of all leading faucet manufacturers. 


SPRING-FLO. AERATOR 


A CHASE PRODUCT 


Faucets with Spring-Flo 

Aerators are powerfully ad- 

vertised in such leading na- 
tional magazines as “Amer- 
ican Home” and “Better 
Homes and Gardens”. Help 
this advertising work for you. 
Display and sell faucets with 
the Spring-Flo Aerator. 
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CHASE 


The greatest thing in faucets 
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Ce complelaly NEW shalbw will waltr system 


Note These Features! 





® No bothersome air control required. 
© High capacity: 320 to 685 gallons per hour. 
© Self-priming ... completely automatic. 


® Compact...can be located in restricted areas (such 
as under kitchen sink.) 
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Self-Contained, 
PERMANENT 
Air Pressure 

Control 










— 





e High Efficiency, Multi-Stage Centrifugal Pump. 
e No Jet in the “CUSHIONETTE’. ; 
e No Stuffing Box difficulties. 


e Complete Packaged Unit... ready to hook up to 
well and house connections. 





The “Cushionette” is the latest development in the big line of Deming Water Systems 


Fig. 1975. 
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SANITARY-DASH 
SANITARY-DASH 
for SANITARY-DASH 
immedi dtd ARY- DASH 
deliv6ANITARY-DASH 


rie -DASH 
LEGS and Lecs & T RSD asi 
It’s an unbeatable combination! S-D quality...a $ = ‘ ‘ TA R Y ~ b A $ H 


standard in the industry since 1922 and S-D economy 


.. the watchword of every fine plumbing job. q Ak x iT A a Y- D A $ K 


S-D chrome plated Legs and Legs & Towel Bars are. —§ ©) 
individually aaa a Ga. .. delivered SANE | A i Y es Wy A $ H 
gleaming and sparkling. A complete assortment 

of fittings assure perfection of installation — just 

be sure to specify name of manufacturer 
of the enamelware. Choose from the 
complete S-D line—a quality and 

price for every job... but to 

be sure of the best — 

choose S-D! 
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QUARTER \ 
CENTURY OF ’ 
“= ©" DEPENDABLE AND 
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P. C. Abbott G Co. —_—‘Farwest Sales Co. REPRESENTED BY Clarence Slade Barnet = 


sig og 19, Va. Seattle, Washington 
H. Baro H. Gaebler Co. L. J. Grossman Co. Mitchell Love Co. Slaybaugh-Thompson Co bate a} 


R. 
New York, New York St. Louis 8, Mo. Cleveland 15, Ohio Philadelphia 30, Pa. Denver, Colo. ort Worth, 


R. R. Barril ee. A. S. Gibbons Co. Sam Hexter Shamrock Pibg. Sales Co. Watson ncies seal Zwire 
San Juan | 17, P Dayton 6, Ohio Los Angeles 48, Cal. Chicago, IIlinois Toronto, Canada Kew Gardens Hills, N.Y. 
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* ANOTHER REASON WHY SUNDSTRAND $5 FIRST IN FUEL UNITS °* 


MODEL''K”’ 


TWO STAGE 


MODEL "'J’’ 


SINGLE STAGE 


Two basic Sundstrand models 


solve all fuel unit problems... 


Here’s simplicity for you ... you can replace any fuel unit 
with a Sundstrand Model “J” or ““K’’! Each has the 
new Sundstrand anti-hum diaphragm . . . hydraulically EACH MODEL WITH OR WITHOUT 


: : ce SOLENOID 
equalized Rota-Roll action . . . easily removed, positive- Sor, fine. endian ask hea ida Meat 


> > > ‘ . * Sundstrand Solenoid valves are available on all 
seating Strainer... and simplified, more convenient porting. pump models and sizes. Terminal connections 
: . : : ; ‘i simplify wiring. Operates on only 15 watts. 
Each is available with or without Solenoid Cut-off Valve 
—in five sizes with maximum nozzle capacities of 3, 6, 9, 14, and 20 Gph. From this single, 
simplified Sundstrand line, you can select the right pump for any job, and be sure of getting longer 


life, better, quieter performance, and 


simplified field service—on every & SUNDSTRAND 
installation. Write today for free data. 
SUNDSTRAND FUEL UNITS 
- SUNDSTRAND MACHINE TOOL CO. 
HYDRAULIC DIVISION, ROCKFORD, ILL. 


Made in Canada by John Inglis, Ltd., 14 Strachen Ave., Toronto 
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1952—ANOTHER YEAR OF OPPORTUNITY for the plumbing, heating and appliance 











industry! That's the opinion of the majority of the experts queried by 
Domestic Engineering on the outlook for our industry during the coming 
year. 

The picture doesn't take on a 100 percent rosy hue, of course. There are 
some dark spots—the situation on plumbing brass for example. And some of 
the optimistic opinions are qualified with a big "if"-—depending on what 
the Government will or will not do in the way of further restrictions on 
construction and the use of critical materials. 

Here's a brief round-up of statements from industry leaders received at 
press time. Additional forecasts are given on pages 84-88. 


OUTLOOK FOR KITCHENS... 


"Employment and wage earnings are expected to maintain a high level. 
Despite the real shortages of some raw materials, supplies of equipment 
should be ample. Youngstown Kitchens will continue to exert the promotion- 
al pressure which in the past 10 years has developed the kitchen merchan- 
dising business into a major home appliance industry. 1952 will be good 
for those who work at it."—A. D. LeMonte, director of public relations 
department, Mullins Manufacturing Corp. 


HOME BUILDING... 
"We estimate the housing demand in.1952 will be just as great as in 


1951, when over one million new units were built by the private home 
building industry. With continued prosperity and high income levels, more 
and more American families will be looking for homes of their own. 
However, critical materials are the unknown quantity in 1952 and they, in 
the final analysis, will determine the actual number of homes built. 

"The major concern of all private builders during the coming year will 
be defense and military housing. We are cooperating in every way possible 
with military and government officials to make sure of an adequate 
supply for military and defense personnel."—W. P. Atkinson, president of 
the National Assn. of Home Builders. 


AIR CONDITIONING EQUIPMENT... 


"Every indication points to a continuation in 1952 of the rising demand 
for air conditioning equipment. that has been so marked during the last two 
years. If scarcities in vital materials can be overcome, it should be 
possible for the air conditioning industry to celebrate its golden 
anniversary with a record volume of business. 

"How much of the civilian portion of this high demand can be satisfied 
will depend primarily upon government allocations of various metals." 
—Cloud Wampler, president, Carrier Corporation. 





GAS HOME HEATING... 


"Awareness of the effect of gas restrictions will lead manufacturers to 
aim strong selling efforts at areas where no restrictions exist, and where 
none are likely to be imposed. 

"With home construction likely to drop considerably, gas heating 
manufacturers will have to shoot for a higher percentage of all-new 
installations. Product simplification—without impairment of efficiency— 
should enable gas heating producers to fill orders, and perhaps to improve 
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their positions."—H. Leigh Whitelaw, managing director, Gas Appliance 
Manufacturers Assn. 


ELECTRICAL APPLIANCES .. . 


"Next year our company hopes to produce three-quarters of the appliances 
it made this year despite the shortage of essential materials. 

"This forecast is based upon two factors: a liberal use of substitute 
materials, especially for copper, and the expectation that steel will be 
in fairly free supply during the last six months of 1952. Without the use 
of alternate materials, 1952 unit production would be only 50 percent of 
the total for the current year."-Ralph J. Cordiner, president, General 
Electric Company. 





LIQUEFIED PETROLEUM GAS... 


"The availability of liquefied petroleum gas, beginning with January 
1952, will be at an estimated monthly rate of 9,056,816 barrels, as 


compared with a monthly rate in 1951 of 7,825,953 barrels. This represents 
an increase of 15.7 percent. 

"The prospects for 1952, in other words, look good!*—Arthur C. Kreutzer, 
vice president, Liquefied Petroleum Gas Assn. 


ROOM AIR CONDITIONERS... 


"The sales picture for room air conditioners in 1952 is better than 
bright ; it appears that it will be the biggest year the industry has ever 


seen. The consumer is learning that, for moderate cost, summer comfort is 
available in a self-contained, fashion-wise appliance. 

"Recent sales figures add up to an amazing record for this relatively 
young industry, and bode well for the future."—B. A. Mitchell, president, 
Mitchell Manufacturing Co. 


* * * * * 


“ASK YOUR PLUMBER" CAMPAIGN TO BE LAUNCHED: Surveys made recently in the gas 


industry show that from 50 to 75 percent of the automatic gas water 
heaters sold today are sold through plumbing retailers and dealers. 
Capitalizing on this active market and determined to increase sales next 
year, the American Gas Assn. will sponsor an industry-wide promotional 

io sg in February and March, based on the theme "Ask Your Plumber- 
ealer. 

Crux of the campaign will be a consumer guessing contest. The focal 
point will be a display of a gas water heater set up in a dealer's 
window. Consumers will be invited to guess how many hours, minutes and 
seconds the connected gas water heater can deliver hot water at the rate 
of flow of the water heater in the window. 

A supplementary kit for dealers, containing pennants, easel backed 
cards, window valances, etc. is available for $3.50. Orders should be ad- 
dressed to American Gas Assn., 420 UWexington Avenue, New York 17. 


INDUSTRY FiGURE PASSES AWAY: E. B. Kleine, a past president of the NAMP (1932- 





53), passed away on December 24 in Cincinnati. He presided at the annual 
convention held in New Orleans in 1933. 


Ed Kleine was long active in local, state and national affairs in the 
industry and his loss will be keenly felt. 


Je PHILLIPS COSGROVE: Word was also received at press time of the death of J. 





Phillips Cosgrove, executive vice president of American Radiator & 
Standard Sanitary Corp., who passed away on December 13. 

Mr. Cosgrove resided in Locust, N. J. and had served in various 
capacities with American-Standard prior to 1951 when he was named 
executive vice president. He was a well known figure in Europe, having 
been associated with the company’s foreign divisions for a number of 
years. 


THE THIRD ARTICLE IN THE SERIES ON _SELF-SIPHONAGE OF PLUMBING FIXTURES, 





originally scheduled for this issue, will be presented in the forthcoming 
February issue. 


The current series deals with trap research and enables contractor- 
dealers to keep abreast of the latest developments. 
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There are many types of couplings — 





CAPITOL 
makes them ALL 


As coupling specialists, we take pride 
in furnishing the right coupling for every 
need. That’s why you can specify Capi- 
tol couplings for every job. 





























Capitol couplings are made to the speci- 
fications of the Association of American 
Railroads, the American Iron & Steel 
Institute and the American Petroleum 
Institute. 


Save time. Have Capitol’s complete price 
list No. 1250-C handy at all times. You'll 
always find the right type of couplings 
available, quickly. Shipment can be 
made promptly from stock. Whether it’s 
a special or a merchant, Capitol can sup- 
ply your emergency as well 
as regular stock require- 
ments. 


Capitol has served industry 
through recognized whole- 
salers for more than a 
quarter century. 





SAVE ON INVENTORY— 


plings cartoned at no extra cost. 


GET OUR NEW SPECIFICATION 
SHEET NO. 451-C 


COLUMBUS, OHIO 





— UNIONS — RADIANT HEAT FITTINGS 
WELL SUPPLIES -— STEEL PIPE FITTINGS 


order Standard Merchant Cou. PR Om PT 














You keep main-line efficiency when switching fuels | 5 
with Smith-Mills Cast Iron Boilers 


Ideal for installation with 
combination gas-oil burners 


Stand-by service offers very real fuel economy — 
provided the boiler maintains uniformly high 
efficiency with either gas or oil. When the call 
comes to switch fuels there is no change in the 
demand for constant, uniform heat. A Smith-Mills 
Cast Iron Boiler responds, maintaining top per- 
formance whether the switch is from gas to oil 
or oil to gas. 

This is one of the reasons why Smith-Mills Cast 
Iron Boilers are “following the pipe lines.” Their 
unique fuel design absorbs heat quickly from any 


fuel, with low draft loss, and high efhciency. Their 





mith__CAST IRON BOILERS 





smooth, uniform cast iron water tubes resist gas 
corrosion — are practically self-cleaning. 

Now add the other advantages: Over-all savings 
in initial investment, high heating efficiency with 
fuel economy, low maintenance cost, installation 
and expansion without structural changes — and 
extra long boiler life — and you have the perfect 


combination for your conversion gas-oil sales. 


Pictured at the left is the boiler room of the 
Commercial Motor Freight Terminal in 
Columbus, Ohio, showing two #440 Mills 
Boilers. They are now burning gas but can 
convert to oil in a few minutes should emer- 
gencies arise making it necessary to restrict 
the use of gas. Below is an exterior view of 
the new Commercial Motor Freight Terminal. 
Saver Co., Columbus, Heating Contractors. 





THE H. B. SMITH CO., INC., WESTFIELD, MASS. .....:..0 0: 
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uels / Smith-Mills Cast Iron Boiler Maintains High Efficiency 


Low Maintenance Costs — High Heating Efficiency — 
Faster Steam. These are features that appeal to: build- 
[ T] ers and owners when they are buying steam boilers. 
And these are the advantages they acquire when they 
install Smith-Mills Cast Iron Boilers. 
ht The unique design developed in Smith-Mills Cast 


Iron Boilers provides more heating surface and longer 


flue travel. That means lower stack temperatures, hence 
greater heating efficiency — rated at an over-all effi- 
ciency of 80% with combustion conditions of 10% CO» 


whether fired with oil or gas. 

Smith-Mills Boilers steam faster, too. That means 
sist gas quicker, faster heat with the burning of less fuel, 
advantages accomplished by their vertical tube con- 
rf struction which makes them virtually self-cleaning and 
a allows for the faster circulation of heated water. Draft 


cy with loss through the boiler is much less than average, hence Notice how the hot flue gases really get around the vertical 


; i chi li 1 ind i-draf 1 cast iron water tubes: to top of boiler, across to each side, 
allation tall chimneys or complicated induced-dralt controls then to front through upper side flue channels, then down and 
are not necessary. back through the lower channels to the smoke outlet. 


; — and 
Precision machined, they can be quickly erected at 


fect ; sa ; , 
ai low costs with additional sections easily added for in- 


sales. creased capacity later on. The sections can be taken in 
through the boiler-room door, réquiring no expensive 

major plant rebuilding operation. 
Quick fuel conversion is another feature that has 





wide appeal. Conversion from oil to gas, gas to oil, or 

to a solid fuel, whichever is in most ample supply, 
om of the 7 
minal in 
40 Mills 
s but can 
Id emer- 


can be quickly and easily made. 


© restrict 
r view of 
Terminal. 
ntractors. 








The quick fuel conversion feature was but 
one of the many reasons why the American 
Can Company chose H. B. Smith Co. Boilers 
for their new plant at Milwaukee, Wiscon- 
sin, shown on the left. Equipped with 
quickly convertible gas-oil burners it can 
be easily changed from one to the other 
or to the use of solid fuels. Shown above 
is their boiler room with 60-series Smith 
Boilers installed. 


: WORLD'S MOST COMPLETE LINE OF CAST IRON BOILERS FOR HEATING 
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THROUGH AND THROUGH 





NEW ELJER COUNTER LAVATORY 
ESPECIALLY DESIGNED FOR EASY INSTALLATION 


Again Eljer leads the way with a new product that 
has been especially designed with the problems of 
the plumber in mind. The new Eljer Priscilla 
Counter-top lavatory with its polished, metal frame 
can be installed quickly and easily. Made of top- 
quality Eljer vitreous china, it is supplied with both 
regular punching or unit punching for center set 
fitting. The latter comes in white or colors, the 
former in white only. Size is 20” x 18”. 

For your convenience the Priscilla comes complete 


with frame and lugs. Use the Priscilla on your next 
job ... see for yourself how easy it is to install. For 
complete details see your Eljer Distributor or write 
Eljer Co., Ford City, Pa. 

* One-Piece Polished Metal Frame 

* In White or in Color 

* Concealed Front Overflow 

* Top-Quality Vitreous China 

* Front Anti-Splash Rim 


fe PEPE FOU, Mt, (Ys “d- because we specialize in Plumbing Fixtures and Brass 
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Ourselves 


Odds and Ends. . . 


Apropos of nothing, we note that 
there are towns called Bath in 
New York, Drain in Oregon, No- 
wata in Oklahoma and Plummer 
in Minnesota. 

In Fitchburg, Mass., one Alfred 
P. Cate has invented a bathtub that 
will aid the “aged, crippled, young 
and lazy.” Mr. Cate’s tub, for which 
a patent application has been made, 
has a 20 in. door in the side. Once 
the bather is inside and has the door 
closed, rubber gaskets keep it in 
place. 

In St. Joseph, Mo., 19 veterans’ 
families were about to move into 
new housing units when they dis- 
covered that, due to material short- 
ages, the bathrooms had no doors. 

Here’s an item that might make 
John D. Rockefeller blush. Louis 
Ludwig Narowetz of Chicago re- 
cently turned his 24million dollar 


LETTERS 10 


OF GREAT VALUE 

Binghamton, N. Y.—I am thor- 
oughly convinced that we could do 
a much larger volume of appliance 
business if we employed outside 
salesmen. Therefore, I am now 
greatly interested in your series of 
articles on “How A Salesman Is 
Made,” and will certainly be look- 
ing forward to each new article in 
the series. : 

Domestic ENGINEERING is the first 
magazine I read each month and 
the only one I file. It is especially 
of great value to those of us who 
have recently entered the appliance 
field. A. Roy AUCHINACHIE 





NEED NEVER GREATER! 


Dayton, Ohio — In commenting 
on your current series entitled 
“How A Salesman Is Made,” I’d 


A 


heating company over to his 200 
employees. Said Narowetz, who is 
retiring, “They earned it. I never 
would have gotten anywhere with- 
out their help.” * 


Visitors from Abroad 

A delegation of plumbing and 
heating contractors from France 
made a five day visit to Chicago 
last month. The group, together 
with representatives of French 
Labor Management, is in the Unit- 


Plumbing and _ heat- 
ing contractors from 
France are greeted 
by Mayor Kennelly at 
their official wel- 
come to Chicago. 
Shown from left to 
right in the front row 
are Peter Munn, sec- 
retary of the Plumb- 
ing Contractors’ Assn. 
Stephen Bailey, May- 
or Kenelly and Ber- 
nard Tunzine, French 
leader. 


THE EDITOR 


like to say that the need for out- 
side salesmen has never been 
greater than the present market 
today. 

The past war period, grouped to- 
gether with merchandise scarcities 
following the war and our current 
defense program, keeps many a 
salesman from actually perceiving 
the true concept of salesmanship to 
a buyer’s market. 

Therefore, we must constantly 
remind dealers to utilize the best 
manpower available to them, the 
best sales tools available for their 
use, the best methods of securing 
prospects for them, and the best 
method of utilizing the most pos- 
sible number of hours before the 
customer and prospect. 

Certainly these things sound 
basic and repetitive, but actually 
they are the problems of the manu- 
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— HIGHLIGHTS OF THE MONTH IN OUR INDUSTRY 


ed States under the auspices of the 
Economic Cooperation Administra- 
tion. 

During their visit the group met 
various officers of labor and man- 
agement in the plumbing and heat- 
ing trades, including Ludwig H. 
Koepke, president of the Plumbing 
Contractors Assn. of Chicago; 
Peter M. Munn, executive secre- 
tary; Walter J. Plotke, secretary- 
treasurer of the Chicago Journey- 

(Please turn to top of next page) 





facturer, the distributor and con- 
tractor dealer alike. 
V. E. Houston 
_ manager of sales training 
Chrysler Airtemp Div. 
See page 102 for the third article in 
this series.—Ed. 
WORTHWHILE IBEAS 
Santa Barbara, Calif—For some 
time I have wanted to write you 
regarding some of the articles in 


“your much appreciated magazine. 


In fact, ever since I have received 
your monthly editions, there have 
been articles I have clipped out for 
future reference, and I have often 
wondered why such worthwhile 
ideas and informative material 
could not be bound so that it could 
more readily be removed and 
placed in another binder where its 
further use would be greatly facili- 
tated. 

At any rate I’m taking time out 
(Please turn to center of next page) 































































(Continued from preceding page) 
men Plumbers Local 130; Thomas 


E. Cunningham, executive secre- 
tary of the Heating, Piping and Air 
Conditioning Contractors Assn. of 
Chicago, and many others. 

The group visited the Chicago 
Plumbing Laboratory, “Plumbers” 
Hall, Washburne Trade School and 
various housing and industrial pro- 
jects during their visit. Climax of 
the visit was a radio broadcast in 
which the French leader, Bernard 
Philipe Tunzine, expressed the ap- 
preciation of the visitors for the 
information and education they 
had received. 


Gerber “In-Plant Worship” 


Employees of the Plymouth, Ind., 
factory of the Gerber Plumbing 
Fixture Co. of Chicago have been 
attending church servies held in 
the plant on company time for over 
one year. Becoming known as the 
“Gerber Plan” for in-plant reli- 
gious participation, the services are 





(Continued from preceding page) 
for this letter to give you my com- 
ments on the article entitled “Will 
These Ideas Increase Disposer 
Sales” which appeared in your No- 
vember issue. (Reader Booty’s com- 
ments appear on page 100 in this 
issue.—Ed.) 

Wishing continued success to 
your fine magazine! 

Siwney H. Booty 


SUCCESS STORY! 

Lancaster, Ohio—Somewhat less 
than a year ago we wrote you for 
advice in planning our new build- 
ing and showroom. The “showroom 
book” which you sent proved to be 
most helpful. We are enclosing 
some pictures and newspaper arti- 


cles which will give you an idea , 


of the result. 
Previous to building our new 
showroom, we operated from an 


Shown here is a close 
up view of the hymn 
quintet, organist, and 
Rev. Armstrong par- 
ticipating in the wor- 
ship services at the 
Plymouth, Ind. plant 
of the Gerber Plumb- 
ing Fixture Co. The 
company feels the 
“loss” of half an hour 
once a week more 
than pays for itself 
in better production 
and improved em- 
ployee relationship. 


held at 7:00 A.M. each Wednesday. 

The plan was inaugurated last 
January when employees. ex- 
pressed a desire to hold some sort 
of services. They took the matter 
up with Chester H. Thompson and 
C. Leo Williams, executive vice- 
president of Gerber Enterprises. 
The result was a ten-minute inter- 
denominational service held each 
day with different ministers rotat- 
ing their cooperation. Recently the 
30 minute once-a-week service was 





office in our own home with vari- 
ous warehouses scattered around 
wherever we could get them. 
Needless to say, we found this ar- 
rangement undesirable and so con- 
ceived the idea of a new building. 
We had a grand opening on the 
third of November and moved in. 
We have received many compli- 
ments on the design, decoration 
and display arrangements. In the 
six weeks we have been in our new 
showroom, we find that our busi- 
ness has increased to a considerable 
extent. 

We subscribe to Domestic EnarI- 
NEERING, of course, and also have 
issues sent to a number of key 
employees so that they may have 
it for their own personal use. 

Frank L. GorsucH 
® The material submitted by Reader 


Gorsuch, who is president of the Fair- 
field Plumbing and Heating Co., as 


instituted at the employees’ request. 

“The company feels that the 
‘loss’ of half an hour once a week 
more than pays for itself in better 
production, improved employee- 
management relations (there’s been 
a noticeable decrease in grievance 
problems) and better understand- 
ing all around,” states Thompson. 

The Gerber Plan has received 
wide public attention across the 
country in recent weeks as it nears 
its first anniversary. 





evidence of the success of his new 
operation is rather overwhelming and 
will form the basis for a story in a 
forthcoming issue of Domestic Engi- 
neering.—Ed. 


PAY BIG DIVIDENDS 


San Francisco—I am quite inter- 
ested in your articles “Look at 
Your Letterhead . . . Everybody 
Else Does!, and thought you might 
be interested in my own. 

I used to have a very ordinary 
letterhead in one color, but finally 
hit upon this one. While it cost a 
bit more than previous stationery, 
I can assure you that it has paid 
big dividends, and has proven to be 
a good investment. 

J. L. STULSAFT 


e We're in agreement that Reader 
Stulsaft has a nice letterhead and can 
certainly believe that it has been well 
worth the cost and effort. Next month 
we will present-additional examples of 
good letterhead design.—Ed. 
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| Now— RICHMOND Vogue Lavatory 
comes complete with the 








THE VOGUE 
plate G-141 
(10" punching) 
plate G-143 
(4"* punching) 















When you use the Vogue, you’re sure of a 
top-quality vitreous china lavatory, that 
is easily installed with the special Rich- 
mond “F-543” Rim, which comes com- 
plete with special mounting lugs and bolts. 

The fashionable Vogue is ideal for 
counter-top installations 
using plastic, linoleum or 
wood dressing table materials. 
It comes in ‘‘Whiter-White’’, 


Bermuda Coral, Azure Blue, Fern Green, 
Oriental Ivory and Mellow Red... with 
recessed soap dishes, rectangular bowl, 
spacious slab, and built with concealed 
front overflow. 

Remember—whenever you use a Rich- 
mond fixture, you’re sure of outstanding 
beauty of design and finish—plus the 
trouble-free service that builds complete 
and lasting customer satisfaction. 





See your wholesaler or Mail Coupon Today: 








AE 








19 East 47th Street, New York 17, New York 





Please send me additional information and literature ! 
on the Richmond Vogue Lavatory with ‘F-543" Rim, | 
No obligation, of course. 


Ccecccceccccccecs ZONE. « STATE. cccccce 


We are plumbing wholesalers () plumbing con- { 
tractors building contractors. 
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Sours Mig te... loreated igh? 
” <T OLEDO 


. 


SPEED - PRODUCT sel 
een CUT COSTS! 


Any way you look at it—you’ll do better with 
TOLEDO Pipe Tools and Power Pipe Machines 
on the job! 

Better workmanship... good mechanics for fifty 
ears have found they can always depend on 
OLEDO to produce clean-cut threads for tight, 

leak-proof joints. 

Faster production . . . whether it’s hand wiih 

or power pipe machines, Toledo gives you top- 

speed threading, cutting and reaming . . . ease of 
operation . . . accurate, efficient performance. 

Lower costs ... it all adds up to big savings for 

you in job-time and labor with Toledo depend- 

ability! Write for catalog on complete line. The 

Toledo Pipe Threading Machine Co., Toledo, 

Ohio. New York Office: 165 Broadway, 

— >, Room 1310. 


Toledo No. 999 2” 
» pipe machine, wheel 
o or knife cut-off. 


Toledo SIMPACT—self-contained, adjustable 


threader, 1”’ to 2” pipe. 


Toledo Small Ratchet Threaders made in three 


models, 


¥%”’ to 2” pipe. 


— “i OWER PIPE MACHINES ...POWER DRIVES 
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AS THE EDITOR SEES IT! 
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Are They Problems . . . or Opportunities? 


IN MANY WAYS, 1952’s biggest problems in the 
plumbing, heating and appliance industry are the 
biggest opportunities for the contractor-dealer to 
further strengthen his business. This seeming 
paradox can best be understood when the results 
of Domestic ENGINEERING’S year-end survey of 
nearly 2000 contractor-dealers, manufacturers and 
wholesalers, representing every branch of our in- 
dustry, are analyzed. 

Before looking at the problems turned up by 
our survey, and how they can be translated into 
opportunities, it should be pointed out by way of 
background that nine out of ten industry leaders 
foresee a favorable selling climate ahead. Their 
opinion is based, in part, on the expected high 
rate of construction, the continued high purchas- 
ing power of 62 million employed (a new record 
for the nation, plus the expectation that there will 
be adequate supplies of most raw materials to 
manufacture the products to sell. 

There are dark spots in the picture to be sure, 
such as the impending brass shortage, but the fact 
that substantial moves are now underway to effect 
additional allocations of copper to brass manufac- 
turers (page 89) holds out promise that relief may 
be forthcoming. 

Bearing in mind the factors outlined above, and 
detailed on the following pages, let’s take a look 
at the problems and how they can be translated 
into opportunities. 


Skilled-Labor Situation 
Problem: The already tight skilled-labor situa- 
tion will be worse in most localities in 1952. 
Opportunity: As the shortage of labor grows, 
more and more contractors will find it necessary to 


Those who 


permit 1952 


action, they may get 


hen 


streamline their operations through wider use of 
power machines and other labor-saving devices as 
an effective method of stretching the available 
labor supply. 

In other words, many contractors will be lit- 
erally forced into adopting efficiency methods that 
perhaps they should have been using all along. 

The Knab Company of Milwaukee, typical of 
37 percent of the contractors replying to the sur- 
vey, increased its 1951 business considerably 
(nearly 50 percent over 1950, though its labor 
force increased only 7 percent) through the addi- 
tion of such power equipment as hydraulic lift 
gates on part of its truck fleet, portable welding 
equipment, more power threaders and cutters, 
materials handling equipment in the shop, trench- 
ing machines, and so on. Knab’s use of power 
machines, detailing comparative cost factors, be- 
tween manual and mechanized methods, will be 
presented in a forthcoming issue. 


Cut-Price Competition 

Problem: Cut-price competition, particularly 
from straight appliance dealers, is not likely to 
increase during the year, although it will continue 
to be a troublesome factor in many communities 
during the first half of 1952. 

Opportunity: The domestic engineering dealer 
has all the best of it in this problem. He has busi- 
ness stability (due to the wide diversification of 
products and services); he has entree to the home; 
he offers distinctive service in his year-round busi- 
ness (he sells, installs, services and guarantees); 
he has community standing and a reputation for 
quality products and workmanship. He can, there- 

(Please turn to top of page 136) 
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Despite shortages of raw materials in some 

lines, the output of plumbing, heating and 

appliances is not expected to be off sharply 
in 1952, as compared with 1951 


OST leaders in the plumb- 
ing, heating, air condition- 
ing and home appliance 


industry believe that 1952 will be 
a good year, both production and 
sales wise. There are dark spots, 
to be sure, such as the impending 
shortage of plumbing brass—but 
moves are now underway to allevi- 
ate this and similar conditions (see 
page 89). 

To assist contractors and whole- 
salers in charting sales and man- 
agement courses for the coming 
year, Domestic ENGINEERING sur- 
veyed representative associations, 
manufacturers and government 
agencies in an effort to compile 
first-hand, factual data on produc- 
tion and sales possibilties. A sum- 
mation of their viewpoints is pre- 





sented in capsule form on the fac- 
ing and following pages. 

The significant economic factors 
which are likely to have an impor- 
tant bearing on business conditions 
at the retail level during the com- 
ing year were also studied as part 
of this forecast section, and are re- 
viewed below by Peter B. B. An- 
drews, noted economist and chair- 
man of the board of Future Sales 
Ratings. Mr. Andrews’ analysis 
follows: 


ASED on the production ma- 
terials likely to be obtained by 
plumbing, heating and appliance 
manufacturers, and the 1952 de- 
mand potential for these products, 


the writer and his 300-man board 


of future sales ratings associates 
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have assigned one of the top sales 
ratings for plumbing and heating 
for 1952. 

An industry which must be con- 
sidered essential, particularly in a 
military economy which demands 
efficient heating and plumbing for 
the best health and industrial pro- 
ductiveness of the nation’s popula- 
tion, the industry has a consensus 
of estimates from the Board of 
Analysts of Future Sales Ratings of 
a 1952 .sales potential totaling 
$2,010,500,000. 

The attainment of that potential, 
which is believed quite possible, 
would mean a gain of 4.3 percent 
over 1951 sales, estimated at $1,925.,- 
000,000. That would be a sales gain 
of $85,500,000 in the year 1952 over 
1951, with only a small part of this 
gain considered as likely to be at- 
tributable to price increases. 

These estimates are based on the 
writer’s survey among the 300 Gov- 
ernment and industrial experts who 
comprise the Board of Analysts of 
Future Sales Ratings and who de- 
termine the ratings of sales pros- 
pects for the 100 leading American 
industries including plumbing and 
heating. The ratings of the com- 
plete list of these industries are 
published quarterly in Sales Man- 
agement. 


Material Supply Outlook 

Supply of plumbing and heating 
equipment in 1952 is, of course, a 
major question mark in the trade. 
The majority sentiment of the 
Board is that, whether it be even- 
tually by actual allotment, by ap- 
peals because of the basic necessity 
of plumbing and heating, by effec- 
tive use of some substitute ma- 
terials, or by a combination of all 
these factors, the output of plumb- 
ing and heating supplies (viewed in 
conjunction with high inventories) 
will be such that heavier advertis- 
ing and promotion will be necessary 
to move some of this equipment 
into end-use channels. 

Assuming no major world war, 
the Board feels that the national- 
defense program and overseas-help 
program will move along more 
slowly than now preliminarily pro- 
jected, relieving the heavy drain on 
raw materials. Consensus of the 
Board is no world war in the fore- 


(Please turn to center of page 86) 
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Branch of Industry Spokesman Production and Sales Outlook 
“, « » With a record of approximately 625,000 units produced in 1951, 
: H. C. ANCSTER and acceptance by the Department of Agriculture that water systems 
Electric Director are basic equipment in the production of food and fiber by the 


Water 
Systems 


National Assn, of 
Domestic and Farm 


Pump Mfrs. 


American farmer, we expect to equal and perhaps better the 1951 
production figure. 

“Plans for 1952 include the most aggressive educational and mer- 
chandising program ever adopted by the water systems industry. Only 
production curtailment by the government could alter what now 
appears to be the prospect for a most successful year.” 





Steel 


R. A. LOCKE 
President 


“.. . The volume of orders for steel boilers to be used in connection 
with the defense program has more than offset the loss of orders due 
to the curtailment of non-defense construction. However, the volume 
of shipments for 1952 is dependent upon the ability of the steel mills 





. Steel Boil to furnish the necessary material. 
Boilers - = ee “Because the material now received from the mills is insufficient 
Institute aa , ‘ 
it is probable that there will be a serious shortage of boilers by the 
third quarter of 1952.” 
Vitreous I. J. FAIRCHILD 


China 
Plumbing 


‘Secretary 


Vitreous China 


Piumbing Fixtures 


“The outlook for the production of vitreous china plumbing fixtures 
in 1952 is excellent, except for blue color due to shortage of cobalt. 
Opportunity for sales is likewise excellent. 

“Although private residential construction is not expected to equal 
1951, the difference should largely be made up by housing in critical 





Fixtures pa areas and by increasing construction of schools and hospitals.” 
“High incomes, a large backlog of personal savings, and a boom in 
home modernization should assure a favorable and profitable selling 
° E. R. TAYLOR climate for appliance merchandising in the year ahead. The prospect 
Electric Vice President of shortages should not be given undue importance, because it is now 


Appliances 


Hotpoint, Inc. 


indicated that new raw material facilities will be coming into pro- 
duction next year. 

“The need for selling will increase, and it séems likely that the 
production of civilian goods will expand while meeting all defense 
demands.” 





Oil 
Heating 
Equipment 


R. H. L. BECKER 
Managing Director 


Oil-Heat Institute 
of America 


* .. The outlook for sales in 1952 is good. It is hoped and expected 
that the industry will receive at least as much controlled materials 
for manufacturers and installers as it did in 1951, which will thus 
permit an equal amount of automatic oil heating equipment to be 
installed in 1952. 

“Oil demand and supply continue to grow and there is no forseeable 
shortage of fuel oils in the near future. It is expected that prices will 
remain fairly stable during the year.” 











Gas 
Water 


Heaters 





L, RUTHENBERG 


President 


Gas Appliance 


Manufacturers Assn. 





‘ 


‘. . . There’s a serious problem ahead for manufacturers and sellers 
of gas water heaters, for this product uses very critical copper, monel 
metal or steel, and all models will not be available to meet the de- 
mand. However, in those that are produced, standards of performance 
and construction will remain unchanged. 

“The recent trend to larger sizes offers the suggestion that pro- 
ducers might concentrate on such sizes.” 








Continued on following pages ... 
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Branch of Industry Spokesman Production and Sales Outlook 

' “ .. It is generally believed that 1952 will not be a peak year, but 

: R. E. FERRY will be a satisfactory one for the hot water and steam heating indus- 

Boilers General Manager try. The demand for heating equipment has firmed up in recent 

eee cig IE weeks, but there will probably not be as much inventory buying in 

and The Institute of 1952 as there was late in 1950 and early in 1951. 

. Boil d Radiat “It is the unanimous opinion of industry members, however, that 

Radiators ved a — unless serious shortages of raw materials develop, the volume for 1952 
anufacturers 





should at least equal that of 1951.” 








“. . The quantity of copper water tube and brass pipe to be used 
during 1952 will depend on the need of the rearmament program for 
the available copper which is at present in short supply. 

“If the Government further restricts building construction and the 
use of tube and pipe, a decline in copper tube production in 1952 
will follow.” 


T. E. VELTFORT 
Manager 


Copper 
Water 
Tube 
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Copper and Brass 
Research Assn. 
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“Prospects are that production will be adequate and that there 


H. L. WHITELAW will be opportunities to profit by strong promotional efforts. Industry- 





Gas Managing Director wide promotions such as the Spring Style Show and the Old Stove 

| a TIS | Round-up will help to create a favorable sales climate. 
Ranges Gas Appliance “The ‘CP’ group has increased its promotion budget for 1952, indi- 
cating a belief that there will be sufficient production and sales 


Manufacturers Assn. 
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| Warm 
Air 
Heating 


Seessemnsenemene 


(Continued from bottom of page 84) 
seeable future; Russia is considered 
to have gone well past its strategic 
timing, and it is felt that by next 
spring we will be vastly stronger 
and more obviously an unconquer- 
able opponent. 

Thus, substantial production of 
plumbing and heating supplies in 
1952, large inventories of many 
lines in the hands of manufacturers, 
wholesalers and contractors, as well 
as high wages and the expectation 
of increased advertising and sales 
promotion expenditures, are the 
principal bases for the estimate that 


| GEORGE BOEDDENER 

Managing Director 

National Warm Air 
Heating and Air 


Conditioning Assn. 


“Manufacturers in the warm air heating industry believe that there 
will be a plentiful supply of steel during the last half of 1952. How- 
| ever, galvanized sheet for installation work will apparently be tight 
| regardless of what the overall steel supply situation might be. 
“From all indications, this industry will produce upward of 800,000 
| central warm air heating furnaces, a good figure by any standard. 
In general, however, it can be said that material supply holds the real 
key to 1952’s business successes.” 


/ 


1952 has a great potential for 
plumbing and heating sales. 
Foundation for new high sales 
records at any time is, first and 
foremost, to have plenty of a prod- 
uct to sell, and the plumbing and 
heating industry looks as though it 


will be fairly well qualified in this ° 


respect for the year 1952. The year 
should start with a considerable in- 
ventory on hand—close to the high- 
est on record for this time of year. 

Comparatively high prices are 
something of a sales deterrent for 
the months ahead, but this is re- 
garded as more than offset by 
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opportunity to justify the extra effort.” 











strong public buying power, a com- 
paratively substantial total of over- 
all building and the favorable wage 
and salary trends which will be an 
important supplement to antici- 
pated record-high employment in 
1952. 

These trends will be sparked by 
the heavy spending for armament 
in the months ahead. Government 
purchasing now is running at the 
rate of about $67,000,000,000 a year. 
By late spring of 1952, this spending 
will be running at the rate of $80,- 
000,000,000 a year, and in the latter 
part of 1952 it may reach as high 
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The Outlook for Plumbing, Heating and Appliances at a Glance 





Dryers 





L. RUTHENBERG 
Gas President 
Gas Appliance 


Manufacturers Assn. 








Production and Sales Outlook 


“The gas dryer is in a rapidly growing market, and it is doubtful 
that manufacturers will be able to keep pace with the ever-increasing 
demand. 

“However, there’s still a missionary job to be done on this product, 
and manufacturers, dealers and distributors will go in for extensive 
promotion to cultivate a market which has a tremendous sales 
potential. The long term prospects are excellent.” 


“The market potential for sales of enameled cast iron plumbing 
fixtures in 1952 looks very promising at this time, barring further 


“Housing starts may not equal 1951 but the impetus to housing in 
critical defense areas plus industrial expansion, increasing need for 
schools and hospitals, and modernization of kitchens and bathrooms 
should come close to making up the difference. The production of 
enameled cast iron plumbing fixtures should be ample for all needs 


“We are confident of a continued high demand for unit heaters 
in 1952. Defense and defense-supporting plants are taking a very 
large portion of our output, and in general the industrial heating 


“Engineering work now sponsored by the association is expected 
to further the knowledge and proper application of this product and 








Equipment 








“With record sales of over 50 million dollars in 1951, the water 
conditioning industry has achieved the first stage of consumer accept- 
ance as a necessary and essential household utility. The industry, 
faced with only 6 percent of market saturation, looks forward to 
greater sales and merchandising effort in 1952, with a sales total 


——E 


Water Conditioning 
Equipment Mfrs. 


HENRY J. HELD | 
Enameled | 
Chairman | government controls or other impediments to production. 
Cast lron ila | 
, Enameled Cast 
Plumbing Iron Plumbing 
Fixtures Fixtures Assn. | 
in 1952.” 
| 
i . 
Industrial L.0. MONROE | 
° ; Secretary 
Unit market for unit heaters is expanding. 
Heaters Industrial Unit 
‘ i 
neon ean thus increase sales. Production will not be seriously curtailed.” 
+ ee et ee ee ee 
| 
r W i JOHN HOSFORD 
2 a er Executive Secretary | 
Conditioning National Assn. of 


perenne ne a 





as a $92,000,000,000 annual rate. 

Rising armament outlays will 
represent the principal basis for this 
growth, being likely to advance 
from the current rate of $37,000,- 
000,000 a year to a $50,000,000,000 
rate in the first half of 1952, and on 
up close to a $60,000,000,000 rate in 
the second half of 1952. 

Effects of this will spread 
throughout the entire economy; 
total spending for goods and serv- 
ices in the country should attain 
the unprecendented total of about 
$345,000,000,000 for 1952, a new, all- 
time high comparing with a current 


rate of about $327,000,000,000 an- 
nually. The magnitude of this total 
may be appreciated more when it 
is realized that only a few years 
ago, the most optimistic consensus 
of economists was a gross national 
product figure of $300,000,000,000, 
with many considering such a figure 
as out of reach for the present gen- 
eration. 

Residential building in 1952 is ex- 
pected by the Board to be much 
better than current pessimists in- 
dicate. The residential construction 
industry turned out about 1,400,000 
homes in 1950, including some pub- 
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considerably above that for the year just passed. 

“Manufacturers are employing every possible method of maintain- 
ing greater production in the face of government restrictions by the 
use of substitute materials and redesigning for efficiency.” 


lic projects, and for 1951 some pes- 
simists visualized as low an output 
as 500,000 homes. In the latter part 
of 1951 the Government was trying 
hard to hold it down to 850,000, and 
the final figure for 1951 is more 
likely to be closer to 1,000,000. 

The Board foresees approximate- 
ly 900,000 homes as likely to be 
built in 1952, possibly more. A 
minimum of 1,000,000 homes a year 
is considered needed to house new 
families and replace dwellings that 
become obsolete each year or are 
destroyed by fires, storms and 

(Please turn to top of next page) 























(Continued from preceding page) 
floods. It is noted that defense 
workers and service families are 
clamoring for homes around newly 
activated defense areas, while the 
pressure of high marriage rates, 
high birth rates and rapid family 
formations is also stimulating 
housing demand. Particular note is 
made of the disparity between 
home building of recent years and 
the marriage totals as an indication 
of the underlying plumbing and 
heating product demand. (See 
table below.) 


Facts Prove the Need 

The table’s figures graphically 
portray the inevitability of demand 
for homes and plumbing and heat- 
ing equipment. It will be observed 
that the cumulative difference be- 
tween homes started and marriages 
is 11,972,032—an all-time, record- 
breaking backlog of demand. The 
aggregate figures are not entirely 
applicable to potential demand, of 
course, since these home-building 
starts represent non-farm dwelling 
units, and home building on farms 
is not included. Some of these mar- 
riages, moreover, break up through 
divorce. 

A large percentage of these mar- 
riages, nevertheless, have yet to be 
satisfactorily housed and outfitted, 
and the pressing fact of the need is 
there. Besides the large number of 
new dwellings which must sooner 
or later be built, there are probably 
more than 5,000,000 old homes in 
need of repairs and replacements, 
requiring great amounts of plumb- 
ing and heating equipment. About 
85 percent of the country’s 46,000,- 
000 dwelling units are over ten 
years old and therefore in some 
way likely to be possibilities for re- 
pairs and modernization. Regard- 
ing the need for replacing parts in 
aged heating equipment, it is noted 
that about 50,000 fires per year are 
caused by defective or overheated 
equipment. 


The Marriage Rate Is Up 

The marriage rate is up again this 
year, continuing far above the rate 
of pre-war years, and there is every 
indication that it will continue at a 
rate that will add to the backlog of 
couples wanting homes of their 
own. Reflecting the disparity be- 
tween home-building and the mar- 





1952 — A Year of Opportunity . . . 


. .. Says GrorGE UNDERWOOD, secretary of the American 
Institute of Wholesale Plumbing and Heating Supply Assns. 


ANOTHER YEAR OF OPPORTUNITY is before us in the plumbing, heating 
and appliance industry—a year in which the contractor must exercise 
all of his ingenuity and direct his operations in an intelligent and ag- 
gressive manner if he is to take full advantage of the tremendous 
potential market for his service and product. 

This will be a year for the wholesaler to prove his true value to his 
customers and his community by procuring and maintaining adequate 
stocks of supplies and materials his customers will require for the 
huge volume of maintenance and repair work, which is a continuing 
factor, and for an immense volume of new construction which will be 
only slightly less than in 1951. 

Regardless of what happens in Korea as a result of current peace 
talks, our defense program will continue to expand and make greater 
inroads on the available supply of materials for civilian use, but 
enough plumbing, heating and other construction materials will be 
produced to maintain a high level of business for our great industry. 

We suggest that all of us in the plumbing, heating and appliance 
industry have a tremendous selling job to do, but if we attack the 
problems which will be present with confidence and energy, we 
should end up the year with a completely satisfactory and profitable 
volume of business. 


... A Year for Old-Fashioned Selling 


. says Norman J. Rapper, secretary of the Plumbing and 
Heating Industries Bureau. 








PRODUCTIVE CAPACITY in the plumbing, heating and appliance industry 
is at an all-time high. With demand curtailed by government re- 
strictions on new housing construction, the stage is set for a revival 
of good old-fashioned sales effort. 

An important aid in sales work at all levels is publicity. Editorial 
publicity in newspapers, magazines and other media provides the 
prospect with the basic information about modern and adequate plumb- 
ing and heating that he must have to create a favorable climate for sales. 

Education is the basis of all selling. In 1952 as in previous years the 
Bureau will carry on “Operation Understanding.” 








HOME BUILDING MARRIAGES CUMULATIVE 

(Starts) (U. S. Total) DIFFERENCE DIFFERENCE 

ee 1,396,000 1,669,934 273,934 11,972,032 
Eee 1,025,100 1,579,798 554,698 11,698,098 
SU: ip 'sicace igi 931,300 1,811,155 879,855 11,143,400 
ET Sa 849,000 1,992,354 1,143,354 10,263,545 
WONG! es eae 670,500 2,291,045 1,620,545 9,120,191 
| Sn 209,300 1,612,992 1,403,692 7,499,646 
| Seer 141,800 1,452,394 1,310,594 6,095,954 
Se 6.6 deen 191,000 1,577,050 1,386,050 4,785,360 
DOE ies camene 366,000 1,772,132 1,416,132 3,399,310 
SOR. .s's he naee 706,100 1,695,999 989,899 1,983,178 
eee 602,600 1,595,879 993.279 993,279 
TOTALS 7,078,700 19,050,732 11,972,032 11,972,032 
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riage rate, many married couples 
are living doubled up with friends 
and relatives. They are of consid- 
erable marketing significance, in 
that their needs for plumbing and 
heating equipment have barely 
been dented. 

Besides the potential sales stimu- 
lation from residential building, 
there is an overall stimulus to the 
plumbing and heating trade by the 
record-breaking expenditures for 
construction as a whole. The 1950 
total of new construction of all 
types was $27,715,000,000, up 23 per- 
cent over the $22,594,000,000 total 
of 1949. The final 1951 figure will 
show a new record of close to $30,- 
000,000,000 for construction in that 
year, with 1952 regarded by the 
Board as likely to surpass that fig- 
ure. This should involve a record- 
high demand from building other 
than residential. 

Much of this building, including 
some of the residential, is of a de- 
fense-type nature, and therefore 
having a strong basis for obtain- 
ment of additional allotments of 
critical materials through a) peals. 
Size of recent plant expansions may 
best be visualized in the perspec- 
tive that $84,000,000,000 was spent 
in the great plant expansions fol- 
lowing World War II, but there is 
now being spent on new plant and 
equipment a huge total of $25,000,- 
000,000 annually! 


Supplies Can Be Increased 


Supplies of plumbing and heating 
materials, therefore, can be in- 
creared logically via the appeals 
route. That is an avenue that might 
not generally apply to the majority 
of industries, but plumbing and 
heating is visualized by the Board 
as rating high essentiality, not only 
for the new plants that our country 
needs but also for the nation’s 
homes as the primary fundamental 
for sanitation, comfort, health and 
efficiency. Thus, since the criterion 
of additional allotments of critical 
materials is whether the denial will 
adversely affect public health, 
safety or welfare, the argument in 
favor of plumbing and heating ap- 
pears strong. 

In any case, supplies of critical 
metals and other materials are 
gradually improving. The situation 

(Please turn to top of page 142) 












Darkest spot in the otherwise bright production 
outlook for 1952 is... 


The Brass Situation 
But something is being done about it! 


N A LETTER to Manly Fleischmann, administrator of the Na- 
tional Production Authority, a committee representing the 
Plumbing Brass Goods industry warned last month that unless 

an equitable allocation of copper is made for the production of 
plumbing brass, the nation could easily face a breakdown in its 
sanitary facilities. 

“A nation ravaged by disease, caused by lack of sanitation, would 
indeed be a weak nation,” the committee said. “We emphatically 
state, therefore, that sanitary facilities and cleanliness go hand in 
hand with morale, guns, ammunition and other implements es- 
sential to an impregnable defense.” 

The committee (officially known as the Task Group of the 
Plumbing Brass Fixture Fittings and Trim Advisory Committee) 
emphasized that the plumbing brass goods industry will require 
as a minimum 160 million lbs of copper to manufacture the plumb- 
ing brass required to take care of all essential new construction 
and maintenance, repair and replacement needs during the first half 
of 1952. The allocation made by NPA amounts to only 62 million 
Ibs, leaving a deficit of nearly 98 million lbs. 

Readers will recall the situation which existed during World War 
II when newly constructed homes remained empty for lack of a 
few pounds of plumbing brass. It is apparent that 1952’s proposed 
850,000 housing starts and the 98 million lb deficit could easily 
result in a similar situation today. 

The committee’s letter also asked that the plumbing industry be 
realistically recognized as an essential industry, and given an 
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(continued ) 


The Brass Situation. . 


equitable allocation of copper, not at the expense of military production, 
but rather in proper balance with other civilian industries—many of 
which have not been cut in their allocations nearly as much as the 
plumbing brass industry. 

The letter further stated that the plumbing brass industry is deeply 
concerned about the loss of skilled labor which has already occured 
because of production cutbacks. Replacements for this lost labor will 
be impossible to recruit when sub-contracts in behalf of the defense 
effort are made available to the plumbing brass industry. 

“We of this industry do not believe it was the intent of Congress that 
any essential industry be given preferred treatment over another,” the 
letter concluded. “We firmly believe in full allocation of all materials 
needed by the defense agencies for our military preparedness program. 
We feel, however, that we deserve more coordinated consideration in 
the allocation of materials and insist that our problem be realistically 
approached and that some relief be provided promptly.” 

To assist in the job of obtaining a more realistic allocation, Domestic 
ENGINEERING circulated questionnaires in December to 1800 plumbing 
and heating wholesalers; first, to obtain for the committee a vast amount 
of evidence taken from local levels which can be used in follow-up ap- 
peals to government agencies and second, to alert the entire industry 
to the situation so that the influence of everyone can be brought to bear 
should it be needed. 


Within one week of the mailing of the questionnaire, nearly 25 percent 
of the wholesalers had already replied. Of these, 80 percent answered 
“yes” to the question: “Are your inventories on plumbing and heating 
brass presently out of balance, with shortages in some instances?” 
Seventy-eight percent answered “yes” to the question: “Do you believe 
that the inventories of your contractor-customers are similarly out of 
balance with respect to plumbing and heating brass?”; seventy-two 
percent reported that the delay in delivery of these materials is length- 
ening noticeably; and seventy-four percent stated that building pro- 
jects in their localities will be stopped by shortages of plumbing brass 
in anywhere from four to 12 months, unless relief is provided. 

These facts, and others pertaining to the essentiality of plumbing and 
heating, will be presented to officials of the National Production Au- 
thority in support of the industry’s demand that more equitable alloca- 
tions of copper be made for the manufacture of plumbing brass. 

Complete results of the survey, and Washington’s response, will be 
presented in the forthcoming February issue of Domestic ENGINEERING. 


Leaders Call for Industry-Wide Action 


of our problems is to impress 
officials of the National Production 
To THE EpDITor: Authority with the seriousness of so 
Your proposed survey of the great a reduction. 
forthcoming shortage of plumbing __I would like to impress all plum- 
and heating brass is very timely. bing and heating wholesalers with 
First quarter 1952 copper alloca- the importance of answering your 
tions to the plumbing and heating questionnaire. The results will 
industry have been cut to less than enable our industry committees and 
one-third of the amount used in plumbing and heating sections of 
the first quarter of 1951, and I the NPA to properly support their 
understand plans for the second demands for a more equitable dis- 
quarter of 1952 will be similar. tribution of copper. A factual in- 
Our industry realizes the danger ventory report, coupled with re- 
of such drastic reductions but one duced production schedules, would 


90 


THE JOB: TO CONVINCE NPA 








no doubt point out the necessity of 
increased allotments for the pro- 
ducers of plumbing and heating 
brass. 

J. H. Peery, secretary 
Central Supply Assn. 


QUESTIONNAIRE WILL HELP 


To THE EDITor: 

Your questionnaire to whole- 
salers on the brass situation and the 
information that will be provided 
by the replies you receive should 
be of great value to the Plumbing 
Section of the Building Materials 
Division of NPA. 

J. F. Wricut, sales manager 
Speakman Company 


Re 
i¢ 


SPEAK WITH ONE VOICE 


To THE EDITOR: 

Your support of the efforts of 
the brass manufacturers in our in- 
dustry is most welcome and, I am 
sure, will carry weight in Wash- 
ington. 

There has apparently been no 
effort made to coordinate the 
amounts of controlled materials 
allotted with the government’s own 
estimates of new housing which 
will be started in 1952. In addition, 
requirements for maintenance and 
repair are also expected to be 
taken care of out of present allot- 
ments, 

The material simply will not 
stretch that far, and it is to be 
hoped that all segments of the in- 
dustry, speaking with one voice, 
can impress this fact on Washing- 
ton before it is too late. 

D. D. Coucu, vice president, sales 
American-Standard 


SAYS ALL SHOULD TAKE PART 


To THE EDITOR: 

I have just learned of the letter 
and questionnaire which you pro- 
pose to send to plumbing and heat- 
ing wholesalers in an endeavor to 
develop important data concerning 
inventories of plumbing brass goods 
in the hands of wholesalers. This 
is certainly a sound idea and I am 
sure the information gained from 
such a survey will be used to the 
benefit of the entire construction 
industry. 

One of the weaknesses which the 
Plumbing Brass Goods Industry 
Advisory Committee has revealed 
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in their appeal to the administrator 
of NPA has been the lack of sup- 
portable inventory data. 

Because of the law, officials in 
NPA may not officially require 
wholesalers to file data pertaining 
to inventories without going 
through a lot of red tape. Conse- 
quently, it is not possible to obtain 
official inventory figures. 

It is apparent, therefore, that 
your scheme to develop facts for 
the Plumbing Brass Goods Indus- 
try with respect to wholesalers’ 
stocks is most timely and will serve 
a real purpose in alleviating a very 
serious situation with which the 
industry may be faced within the 
next six months. 

I should like to urge every 
wholesaler who receives your ques- 
tionnaire to fill it in completely 
and return it to you promptly in 
order that the Plumbing Brass 
Goods Task Group, who have 
worked so hard to convince NPA 
of the requirement for additional 
copper allocations, will have figures 
to support future pleas for proper 
consideration for the industry to 
the end that adequate allocations 
of copper will be made. 

The Washington office of the 
American Institute has furnished 
to all member wholesalers copies 
of the letter which the Task Group 
sent to Manly Fleischmann in order 
that they may be aware of what 
lies ahead insofar as plumbing 
brass goods supply is concerned 
unless copper allocations are in- 
creased substantially over what is 
being planned at the present time. 

If NPA would issue a limitation 
order restricting the production of 
plumbing brass goods to certain 
essential types of trim, eliminating 
all frills, manufacturers would find 
it possible to increase their out- 
put of standardized items. Indeed, 
a great many manufacturers have 
in effect set up their own limitation 
orders for the purpose of stretching 
their copper allocations to the 
maximum. 

Fortunately for the industry, 
wholesalers’ stocks of plumbing 
brass goods were in very good 
position last summer, and it was 
possible to supply a great deal of 
the demand from the pipeline 
which is now beginning to dry up. 
(Please turn to center of page 219) 





Brass Situation Holds Spotlight at 
Institutes Annual Meeting 


bes serious effect of the copper shortage on the plumbing brass goods 
industry dominated the discussion at the annual meeting of the 
Sanitary Brass Institute in Chicago on December 4. 

Speakers at the meeting included Hugh L. Woll, Chief of the Plumb- 
ing Branch, National Production Authority, Washington, D. C. 

Mr. Woll told members of the Institute that the “copper situation is 
not getting any better.” 

“Military demands are increasing,” he said. “We don’t look for im- 
mediate relief. The copper situation is likely to be tight for three or 
four years.” 

Members of the Sanitary Brass Institute attending the meeting ex- 
pressed the opinion that wholesalers are still selling more faucets, 
shower heads, drain controls and other plumbing brass goods than they 
are buying. 

Some manufacturers of plumbing brass goods, it was indicated, are 
operating their plants on a reduced schedule because of the scarcity of 
materials. 

The present NPA allotment of copper for plumbing brass fittings 
for the first quarter of 1952 is only half of the production need, several 
speakers reported. 


Low Allocation Will Cause Delays in Construction 


This drastic cut in the copper allotment, they said, is sure to cause 
delays in defense housing and other construction projects in view of 
the fact that general construction in terms of dollars is running ahead 
of 1950 and the government target announced by HHFA is 850,000 home 
starts in 1952. 

Manufacturers of plumbing brass have already simplified their lines, 
have stretched their copper allotments to the maximum and have in- 
troduced “alternate” materials at every possible point consistent with 
their responsibility for reliably serving the primary health and cleanli- 
ness needs of the nation. 

It was pointed out that plumbing fittings manufactured in the first 
quarter and passing through the normal channels of trade would not 
be available to the building industry before the end of the second quar- 
ter, or more likely in the third quarter—periods when home building 
is at its crest and when plumbing fittings are most needed. 

Doubt was expressed that the plumbing brass goods industry on the 
basis of its first quarter allotment can meet the HHFA target of 850,000 
new homes in 1952 plus schools, hospitals, necessary replacements, 
maintenance and repairs, not to mention alterations, modernization or 
export quotas, with copper allotments representing less than half of 
production requirements. 

At this low level of production the supply of fittings will be insufficient 
for the number of plumbing fixtures likely to be produced, plumbing 
brass goods manufacturers said. 


Primary Health Needs Will Suffer 


With such a meager allotment, the industry cannot maintain employ- 
ment at a reasonable level or serve the primary health and cleanliness 
needs of America. 

K. C. Bulkeley, American Sanitary Manufacturing Company, Abing- 
don, Ill., presided at the meeting. In his report as president, he stated 
that 23 manufacturers are members of the association. He also added 
that most of the activities of the Institute in 1951 have been devoted to 
contacts with the NPA in an effort (Please turn to top of page 169) 
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Products 
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Plastic “Glider” Bath Drain 

To meet the demands of the indus- 
try for bath drains, the Bloch Brass 
Company is offering an improved 
“Glider” bath drain made of buty- 
rate plastic. Streamlined, it fits en- 
tirely within the tub, blending with 
the tub background and allows am- 
ple room for cleaning. It holds firm- 
ly in place, yet is easily removed. 
The Glider requires no _ storage 
closets, no back-of-tub drainage 
piping, maintains the manufacturer, 
— and can be installed on any make 
= of tub. 

In operation, the Glider is drain and overflow in 
one. It glides up and down on a pin which fits into 
a hole in the crossbar in the drain plug. When the 
glider is raised, water drains through teeth at bot- 
tom which act as strainer; when lowered it seats 
against the drain plug, with a ball and socket action, 
shutting off drainage from tub. If water rises too 
high, it empties through the overflow at top. Plastic 
of which drain is made is said to be tough, resilient. 

Manufacturer: The Bloch Brass Company, Cleve- 
land. 


Gas-Fired Unit Heater 
| A new gas-fired unit heater is 
being offered by United States 
Radiator Corporation. The heater 
features maximum heat transfer 
through the use of unique in- 
ternal baffles and_ individual 
burners for each heat exchanger 
tube, states the manufacturer. 
Five models with heat input of 
55,000 to 200,000 Btu capacities are approved for 
natural, mixed, manufactured and propane gas by the 
AGA, it is reported. 

Manufacturer: United States Radiator Corporation, 
300 Buhl Bldg., Detroit 31. 











Counter Top Lavatory 


An enameled cast 
iron flat rim lavatory, 
called the Highlyn, in- 
tended for quick, easy 
installation in large or 
small counter-tops has 
been introduced by 
American-Standard. 
A standard mounting 
frame, which forms a 
completely water tight and sanitary bridge, maker 
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affirms, between the cabinet top and lavatory, may 
be used (with all types of top covering material) 
when installing the unit. The fixture features a 
removable, modern shaped bowl that permits two 
convenient integral soap dishes without sacrificing 
its capacity; a beaded rim near the outer edge of 
the flat rim to prevent water from standing against 
the mounting rim or counter surface; and an out- 
of-sight overflow positioned in the front. Unit 
measures 20 by 18 in. and comes in white and five 
additional colors. 

Manufacturer: American Radiator & Standard 
Sanitary Corp., P. O. Box 1226, Pittsburgh 30. 


Seat Reforming Tool 


Reforming jobs on remov- 
able faucet seats are made pos- 
sible by the new type cutter 
for the patented Bibb seat re- 
forming. tool, introduced by 
J. A. Sexauer Manufacturing 
Co., Inc. With this new re- 
movable seat cutter, reseating 
can be done in three minutes, 
it is reported. The same removable seat can be re- 
formed 3 to 4 times with this cutter when used in 
conjunction with a Bibb seat reforming tool, thereby 
saving cost of 3 to 4 seat replacements. Reforming 
with this cutter widens the seat—thus increasing 
the surface contact with’ the washer, resulting in 
doubling and tripling the life of the washer, easier 





, Shut-off that reduces wear on the spindle threads, 


and prolongs the life of the faucet, the maker avers. 
In addition to a complete set of seat cutters, the tool 
comes equipped with standard patented saddle seat 
or raised seat cutters. 

Manufacturer: J. A. Sexauer Manufacturing Com- 
pany, Inc., 2503-05 Third Ave., New York City 51. 


Luminous Toilet Seat 

Development of a toilet. seat 
that is luminous so that it will 
glow in the dark is announced by 
Swedish Crucible Steel Com- 
pany. Designed primarily for 
residential and private bathroom 
installations, the seat is a part of 
the “50” series of Olsonite seats. 
Solid Olsonite construction throughout, this seat is 
available for regular bowls and comes with cover 
only. Offered in off-white pearlescent, this seat is 
designated as Olsonite Number 50-L. 

Manufacturer: Swedish Crucible Steel Company, 
Detroit. 
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better tools to increase efficiency for contractors 








Oil-Fired Furnace 


Conco Engineering 
Works has added a new 
model to its heating line. 
This unit, the Ranchief 
Lo-Boy, is an_ oil-fired 
basement model rated at 
70,000 Btu at bonnet. A 
choice of vaporizing or 
pressure oil burner is 
offered. Features include 
a large heat exchanger 
surface, easy accessibility 
for cleaning and servicing, 
continuous air circulation 
and a low-placed wrap around radiator. This model 
rounds out a line to provide coverage of homes up to 
2000 sq ft, with or without basements. 

Manufacturer: Conco Engineering Works, Mendota, 
Ill. 








Baseboard Radiator Fitting 

Designated as “Special Tee”, a 
new type fitting simplifying the 
installation of fin-tube baseboard 
radiators is announced by General 
Fittings Company... This return 
fitting has a ready-tapped air vent 
opening. An unvented type fitting 
is also available for installation on 
the supply end of the radiator. Used in pairs, the 
vented type is said to require no bushing, drilling or 
tapping while the unvented type allows room for in- 
stallation of a straight-pattern union-type valve on 
the supply end, thus providing positive shutoff for 
each radiator. 

Manufacturer: General Fittings Company, Dept. 81, 
118 Georgia Ave., Providence, R. I. 


Table bes. Gas Water Heater 


ee Waldorf Heater Company 

- announces a new table top gas 
-+ water heater featuring “flush 
| against wall” installation for 
use in the modern kitchen line 
with base cabinets, and sink 
and cabinet combinations. The 
unit has 30 gal. capacity with a 
recovery of 28 gph at 60 deg 
rise. Dimensions of heater are 
36 by 25 by 25 in. A porcelain 
enameled removable top per- 
mits easy access to all piping 
connections through ie top of the heater, with access 
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to burner and controls through a removable front 
door panel. The heater is particularly adaptable for 
use in the new ranch type homes without basements. 

Manufacturer: Waldorf Heater Company, Phila- 
delphia. 


Float Valve Series 


wes =. This new McDonnell & Miller 
ee float-operated valve is offered in 
wes. three variations—No. 18, 118 and 


2 518—adaptable to a wide variety 


of operating conditions. No. 18 
f ial consists of the valve mechanism 
<3 and float whereas No. 118 is a 
variation designed to offer pro- 
tection against back-siphonage. This model has the 
float mounted at right angles to the valve so that the 
valve proper is always far above the water level. 
No. 518 includes the float and valve in a die-cast 
chamber, with a well-fitting cover, and is designed 
for external applications, such as, on humidifiiers. 
Valve mechanisms consist of few parts, and, with the 
exception of the neoprene valve seat, are made 
entirely of copper or brass. The No. 18 series float 
valve can be used on humidifiers of warm air fur- 
naces; on evaporative coolers in air conditioning 
equipment; on wet and dry bulb hygrometers; and 
on ice cube freezers. Its capacity ranges up to nearly 
1500 gal. per hr, dependent upon supply pressure. 
Manufacturer: McDonnell & Miller, 3500 N. Spauld- 
ing Ave., Chicago 18. 


Space Saving Lavatory 


A space-saving lava- 
tory introduced as the 
“West Point” by Gerber 
Enterprises has a full 
size bowl—although 
measuring 14 by 11 in. 
—two integral soap 
dishes, wall brackets, 
anti-splash rim and 
overflow. Four in. cen- 
ter-set trim with and without pop-up are available 
for the lavatory. The manufacturer reports the lava- 
tory would fill the need for second bathroom lavatory 
sales where space and price are important. A space- 
saving (16 in. tank) close-coupled closet combination 
and a slightly larger 14 by 15 in. lavatory are also 
offered as new additions to this manufacturer’s line. 

Manufacturer: Gerber Enterprises, 232 N. Clark 
St., Chicago. 

(Please turn to top of next page) 



































































New Products 


(Continued from bottom of page 93) 


Automatic Trap Primer 

With an action akin to that 
of a bleed valve, a new trap 
primer developed by the J. 
A. Zurn Mfg. Co. affords 
positive protection against 
dangerous, unsanitary air 
arising from drains in which 
water seals have evaporated. 
When connected into a fresh 
water supply line serving 
frequently used fixtures, the 
flow of water in the line 
causes the valve of this primer to operate automat- 
ically, permitting a small quantity of water to be 
passed from the supply line, through a connecting 
pipe, into the trap requiring replenishment or re- 
placement of its water seal. 

The quantity of water expelled into the trap is 
regulated by a flow-metering pin connected to the 
valve stem of the primer. The valve stem is con- 
nected to a flexible diaphragm which operates from 
the combined efforts of water velocity and differ- 
ential static pressure. 

Manufacturer: J. A. Zurn Mfg. Co., Erie, Pa. 


Toilet ———— Unit 
sega  “Odor-Ridd” is the name 
given a new mechanical 
© method of removing offen- 
| sive bathroom odors. Suc- 
tion fans placed at the back 
of the toilet bowl pull 
odors into wall vents con- 
nected to the soil pipe. In- 
conspicuously attached to 
the toilet seat, the device does not interfere with nor- 
mal toilet operation in any way. Test introductions 
of the unit were made in Des Moines, Salt Lake City, 
and Tacoma where no difficulties were encountered 
in getting plumbing code approval. Distribution is 
intended entirely through plumbing and heating chan- 
nels, jobbers and contractor dealers. 
Manufacturer: Utah-Idaho Petroleum & Manufac- 
turing Co., Inc., 235 Atlas Bldg., Salt Lake City, Utah. 


Winter Air Conditioner Unit 

Furnace units with a wide 
face-shallow depth “new look” 
are being produced by Sequoia 
Manufacturing Company. The 
new and as yet unnamed line 
has dimensions of 28% in. 
width, 14 in. depth and 61 in. 
height, permitting the units to 
be used for either first floor or 
basement installation. The 
manufacturer points out that 
the size of this furnace will be 
of value in making the most of 
space in home planning. 
Models will range from 65,000 
to 200,000 Btu capacities. 

Manufacturer: Sequoia Manufacturing Company, 
1001 Brittan Ave., San Carlos, Calif. 
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Bath Tub for Limited Space 

Low-cost housing and apart- 
ments usually have small bath- 
* rooms and pose a problem 
when including full-sized fix- 
tures. A practical solution is 
offered by Kohler Co. in manu- 
facturing the Potomac, a full- 
sized bath tub with inside di- 
- mensions of a full-sized tub, 
ae * but with a substantial decrease 
in exterior dimensions that results in space conserva- 
tion. Visible surfaces are enameled for smart ap- 
pearance and easy cleaning. Other features include 
the sloping end which permits comfortable bathing, a 
rim to facilitate getting in and out of the tub safely, 
easy-to-clean surfaces and a flat bottom for safety. 

Manufacturer: Kohler Co., Kohler, Wis. 





Boiler Compound 

A new organic compound for preventing corrosion 
and removing scale and other foreign matter from 
boilers is being manufactured by the chemical 
division of the Portland Shingle Company. Called 
Borgana, the compound will be available in spite of 
chemical shortages because it is made directly from 
cedar waste. 

Manufacturer: Portland Shingle Company, 9038 
N. Denver Ave., Portland, Ore. 


Multi-Purpose Vise 
. A new vise as versatile as 
the jobs handled by its owner 
has been announced by the 
American Implement Co. 
Among the many possible uses 
of this tool are: as a pipe vise, 
since it has reversible jaws to 
handle up to 5% in. pipe; as a 
giant pipe wrench; as a drilling jig; as a massive 
C-clamp. Marketed under the name Multi-vise, the 
unit weighs a portable 28 lbs and yet is of all steel 
construction. Models are available with a 360 deg 
swivel, a horizontal swivel, or a double swivel with 
both horizontal and vertical swivels. The Multi-vise 
has removable, replaceable, reversible jaws. Jaw 
capacity is 6 in. square, 5%4 in. round. 
Manufacturer: The American Implement Co., 2523 
Taylor St., Omaha. 





Residential Baseboard 


A “high-output” 
baseboard designed 
“== for residential use 
has been announced 
by Brown Products 
Co. A rating of 1100 
Btu at 215F (4.6 sq 
- miata ft E.D.R. per lineal 
ft) is ods aids ~ a new fin design. Diagonally 
opposed fin tips are folded down and the entire heat- 
ing element (fins and tubes) is tilted to allow air 
circulation. This effective Tilt-Fin design is an ex- 
clusive feature and results in low fuel consumption. 

Manufacturer: Brown Products Co., Forest Hills, 
N.Y, 





(New products continued on page 173) 
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follow the Leaders 


..BE A LEADER! 


for Water Heaters 


e Part 2 of a Series e 


HAT DOES it take to sell automatic water 

heaters? For some, it takes a spacious show- 

room, copious newspaper advertising and a 
barrage of special promotions. But, for Russell’s 
Plumbing of San Diego, Calif—who sell two auto- 
matic water heaters a day—the biggest thing that 
counts is salesmanship. 

With a relatively obscure 14 foot showroom front, 
Earl and Luke Russell have used a number of traffic 
items, such as paint and small hardware items, to 
bring customers into their small store. Once the 
customer enters the door, the salesmanship begins. 

Every person that walks into the showroom is a 
potential water heater customer as far as the Russels 
are concerned. In every bit of conversation, con- 
stant, subtle mention is made of water heaters. 

When customer interest is aroused, Earl Russell 
gives a short course on the technical and sales 
features of the units. Sixteen floor models are shown 
to the customer, with a brief description of what they 
will do, how much can be expected, etc. And before 
a water heater is sold, the customer is shown several 
models of water heaters that will fit the exact re- 
quirements of his home. 

Once the water heater is sold, the Russell sales- 
manship follows through with the tenacity of a bull- 
dog. Numerous check-backs and special service calls 
are made to insure the customer of a perfectly work- 
ing water heater. At each call back, inquiries are 
made about friends of the customer interested in a 
water heater ... and other appliances and plumbing 
fixtures. Using the user is one of the main reasons 
why the Russells sell two water heaters a day. 

Another factor in the Russell salesmanship pro- 
gram is service. The firm guarantees all of its work 
in order that even the slightest complaint is turned 
into a satisfactory relationship. Often, customers who 
call for service—or complain—are those who are 
quickest to buy again. 












CUSTOMERS WHO COME JN 
TO BUY PAINT... 











































. . . OFTEN PURCHASE A WATER HEATER 


Above: When selling “traffic” items, Luke Russell never fails 
to bring up the subject of water heaters. Below: Once the cus- 
tomer becomes interested, Earl Russell points out the salient 
features of the 16 units that are displayed in the showroom. 




















Should I Keep Separate 
Records for Each Dept. 


of My Business? 


You may wonder how a contractor can lose money 


and make money at the same time. This explana- 


tion may help you to recognize, and eliminate, the 


profit-eaters in your own business 


ROM our field experience, we 

find that only about 10 per- 

cent of the members of this in- 
dustry departmentize sales; in 
other words, list the sales and 
cost of sales, also the proportion- 
ate overhead separately, to arrive 
at the net profit in each depart- 
ment. 

In discussing this matter with 
contractors, we find that the main 
reason why they by-pass depart- 
mentization is the assumption that 
it is a difficult process. On the 
contrary, however, it merely takes 
a few columns more in the journals 
which record cash and credit sales, 
and additional pages in the ledger, 
one for each department. Instead 
of one column for sales in the 
journals the contractor allots a 
column to each sales classification 
or department. In the ledger, in- 
stead of having one page for 
“Sales” and “Cost of sales”, he 
carries these accounts for each de- 
partment. 


More Lines Require 
More Records 


Years ago when the contractor 
sold a limited variety of lines, de- 
partmentization was not so impor- 
tant. Today, the contractor sells 
automatic heat, air conditioning, 





electric water systems, appliances, 
kitchen cabinets to be sold with a 
modernized kitchen and other lines 
in addition to conventional plumb- 
ing and heating merchandise and 
its service and repair. The lines or 
departments vary with the estab- 
lishments, but the contractor who 
has a variety of offerings will find 
it profitable to know whether he 
is earning or losing money in each 
department. Even if he sells only 
plumbing and heating goods, the 
bathtub and boiler variety, and 
gives repairs and service to boot, 
he should record income and outgo 
separately in order to keep track 
of the profit in each department. 


How fo Tell the Profit-Makers 
From Profit-Pilferers 


Unless the contractor depart- 
mentizes he has no way to separate 
the profit-producers from the pro- 
fit-pilferers. Lumping the figures 
for the business as a whole pre- 
vents him from obtaining informa- 
tion that he needs badly to enable 
him to operate most profitably. 
We have analyzed many accounts 
where the business as a whole 
showed a profit considered satis- 
factory by the contractor, and after 
breaking down the figures to de- 
partmental profits, found that one 


96 





or more departments were operat- 
ing at a loss, whereas, others were 
turning in substantial profits. The 
“weak sisters” were absorbing 
some of the earnings made by the 
productive lines, but because this 
action took place behind the “iron 
curtain” of composite bookkeeping, 
the contractors assumed that all 
lines or departments were profit- 
able because the net profit on gross 
sales showed black. Had these con- 
tractors utilized departmentization, 
they would have earned more 
money because this would have 
revealed the losses and they could 
have applied correctives, either 
through elimination of certain 
practices that contributed to the 
loss or better promotion of the 
“weak sisters” to switch from red 
to black. 


Overhead Expense Should Be 
Classified Too 


Some contractors do classify the 
sales figures according to depart- 
ments, but they stop there. They 
know what their sales are in each 
department, but this is only part 
of the information they need to do 
a good job of departmentization. 
They should classify their cost of 
sales and their overhead expense 
departmentally also, so that they 
can arrive at the departmental net 
profit. 

Departmentization differs with 
the business, depending upon the 
lines sold. The best way to illus- 
trate this subject is to describe the 
formula in operation for a mythical 
plumbing and heating contractor. 
Let’s call him Jim Wilson. Let’s say 
he has four departments, including 
one for service and repairs, but in 
the books he lumps his figures for 
all departments. His profit and loss 
statement showed these composite 
figures for the past year: 


WN oe een oo, b toshes $50,000 
Ce GENUS 5 dns. a'c.k ss aceite 30,000 
Margin of profit........... $20,000 
Overhead expense......... 15,000 
Net profit on sales......... $ 5,000 


Let us assume that when these 
figures were broken down de- 
partmentally, this was the result: 
(Please turn to top of page 211) 
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“With separate records, we can distinguish the profit- “Keeping separate records for each department of our 
producers from the profit-pilferers. This makes it pos- business is really a simple process, despite opinion to 
sible for us to apply correctives—either through the the contrary. It merely takes a few columns more in the 
elimination of certain practices that contribute to the journals which record cash and credit sales, and addi- 
loss, or by better promotion of the weak-sisters.” tional pages in the ledger—one for each department.” 








“With separate records for each department, we are 
able to pinpoint the cost of making sales for each 
type of product or service. If the costs become ex- 
cessive, we are in a position to determine where 
economy should begin, and to what extent. Without 
separate records, it is possible to increase sales to 
the point where the entire’ business loses money. 
This is because sales of no-profit lines very often 
increase losses instead of stemming them.” 














The Departmental Breakdown Sheet shown above provides a sim- be designed to provide departmental information. The heads on 
ple means of departmentizing a business. The information is taken this form may be adjusted to suit the particular needs of a con- 
from job costing forms, sales slips and suppliers’ invoices; it tractor’s operation. At the end of any given period, the contrac- 
details the sales, cost of sales and margin earned on each trans- tor deducts the allocated overhead expense for each department. 
action. The other books and accounting records should, of course, The details involved in using this form are given in the article. 


How a Typical Contractor Keeps Separate Records... See Tables, Page 211 
97 




















... and How it 


NEW five-room resi- 
A dence, constructed almost 
entirely of concrete prod- 
ucts, presented a severe heating 
problem several weeks ago to 
heating contractor C. Quinton 
Smith of Chambersburg, Penn- 
sylvania. 
Not only were the outside 
walls constructed of concrete 
blocks, but the inside partitions 


also were solid concrete. This 


raised several heating problems. 

Also, the heating requirements 
stipulated by the customer and 
the builder (T. K. Nitterhouse, 
Chambersburg, Pennsylvania) 
were high, but the budget was 
low. The heat loss was exces- 


Heating Problem... 



























sive, but warm floors were de- 
sired. 

Limited space also complicat- 
ed the situation. There was no 
basement, and the only available 
location for the heating unit was 
in the long, narrow utility room. 
(See drawing on facing page.) 
A small, compact, yet highly ef- 
ficient unit was required. 

The threat of condensation was 
also present. Furring strips, 
however, with their intermit- 
tent air spaces between the con- 
crete outer wall and plastered 
inner wall, helped to solve this 
condensation problem. 

The heating contractor solved 
these heating problems by in- 
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was Solved! 


stalling baseboard radiation with 
an oil-fired boiler. The heating 
plant, a “packaged unit compris- 
ing a boiler, burner, domestic 
water heater, accessories and all 
controls,” was placed near the 
outside wall of the utility room. 
One convector was utilized in 
the kitchen. 

The problem of fastening the 
baseboard radiation to the con- 
crete wall was solved by drilling 
into the concrete blocks. Ex- 
pansion plugs were inserted. 
Screws were then driven into 
the back panel of the baseboard 
to hold it snug against the plas- 
ter wall that had been laid on 

(Please turn to top of page 172) 
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EXTERIOR WALLS AND PARTITIONS 
ARE OF CONCRETE BLOCKS, FLOORS 
AND ROOF OF CONCRETE SLABS. 
ONLY WOOD USED WAS FOR FURRING 
STRIPS, DOOR CASEMENTS, ETC. 
HEATING SYSTEM OPERATES AT 190 F. 
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The problem of installation on concrete walls 
was solved by screws driven into expansion plugs set into the 
blocks of the outer wall. Baseboard heating was used throughout 
the house, and in the kitchen one convector was added. The 
customer is reported “pleased” with the heating system. 














—" 


The problem of limited space was solved by the in- 
stallation of the packaged heating unit shown above. The heating 
system includes a burner, circulator, insulation, and controls. Be- 
cause there was no basement, it was located in the utility room 
near the outside wall. (See floor plan drawing above.) 
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Reproduced above is an 
article from our Novem- 
ber issue (pages 90, 91) 
on simplified hook-ups 
for food waste disposers. 
Below are a reader's 
comments on these in- 
stallation ideas. 





N THE November issue we in- 

troduced an article, written by 
Ralph Lake, chief plumbing in- 
spector of Rockford, Illinois, in 
which several new food waste dis- 
poser installation ideas were dis- 
cussed. According to Mr. Lake, 
these ideas were advanced to en- 
courage the industry to focus at- 
tention on the problem of lowering 
installation costs of disposers in 
existing structures. At this time, 
our readers were asked to contrib- 
ute their thinking on this im- 
portant subject. 

Typical of reader comments on 
this article is the one from Sidney 
H. Booty, instructor of plumbing 
apprentices, Santa Barbara Junior 
College, Santa Barbara, California, 
which follows below. (It is sug- 
gested that readers refer to pages 
90, 91 of the November issue in 
order to get the full sense of Mr. 
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Booty’s comments. If required, 
tear sheets of Mr. Lake’s article 
will be made available upon re- 
quest to the Editor.) 


To the Editor: 

In commenting upon these in- 
stallations of combinations of sink, 
dishwasher and disposer, first let 
me state (and I quote from Rec- 
ommended Minimum Require- 
ments for Plumbing)—“The com- 
mittee has less faith in plumbing 
regulations than in the education 
of plumbers and the cooperation 
between sanitary engineers, 
plumbers, and architects. That in 
many ways the whole matter of 
plumbing has been put on a com- 
merical rather than an engineer- 
ing plane . . . Simplifying regula- 
tions should not be a matter of 
‘letting down the bars’ to encour- 
age simpler designs; but better and 
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simpler designs, resulting from 
scientific work, should make simple 
regulations sufficient.” 

Here in Santa Barbara the city 
plumbing code requires the same 
installation as required in Rock- 
ford, Ill., and Mr. Lake’s commen- 
tary I heartily agree with. 

In type D, F, and H installations 
would require a basement, which 
is something seldom seen here, and 
I understand you wish me to com- 
ment on such work as we would 
have to do now, or which has al- 
ready been done here. In the ma- 
jority of our construction, existing 
work is shown in my sketch and 
would necessitate a Y being in- 
stalled on an existing line which 
is either horizontal (% per ft) or 
at a 45 degree angle under the 
floor. 

This would hardly compare to 
your illustrations, as within 2 ft of 











a fixture the discharge enters a 
horizontal run which would re- 
tard the flow, and as the original 
pipe of 2 in. diameter cast iron (15% 
in. diameter would be more cor- 
rect) has now become very much 
smaller with incrustation and cor- 
rosion from previous use, a stop- 
page quickly occurs. 

In the next popular type of con- 
struction which is of recent origin, 
there is the cement slab, and to 
make this installation as at D or 
H would be more costly than as 
shown at F. 

It seems to me the whole ques- 
tion evolves into—Can we stack 
the fitting successfully? According 
to the Bureau of Standards ex- 
periments, only under limited con- 
ditions, and those were made with- 
out disposers being considered. 
Far better to use a “crowfoot” fit- 
ting or a double fitting. 

Where a condition arises as in C 


The drawings below were supplied by the reader whose com- 
ments on Mr. Lake’s food waste disposer installation ideas appear 
above. The plumbing code in his community (Santa Barbara, 
California) approves these installations, according to our reader. 









and E, why not use such a fitting as 
Hero No. 72 (a sink and disposal 
fitting) that can be cut into the line 
at the back of the sink, which gives 
a first class job. The plastered wall 
can be replaced with a piece of 3 
ply at nominal cost. 

(The reader was invited to score 
each of Mr. Lake’s suggested in- 
stallations as follows: 

(1) Do you approve of it? 

(2) What, if anything, is wrong? 

(3) Have such installations been 
made in your immediate area? 

(4) Was trouble experienced? 

(5) If so, what was the nature of 
this trouble and how corrected?— 
Ed.) 

My comments on Type C and D. 

(1) Yes 

(2) Too long a fouling chamber 
at disposer. 

(3) Yes 

(4) Yes 

(5) Bad odor at disposal and 





stoppage in less than one month 
due to pipe line’s being in bad con- 
dition internally before installation. 
Complete new line required below 
floor. 
Type E and F 

(1) No 

(2) The disposer with trap ad- 
jacent should be run to vertical 
stack directly, tying sink into house 
side of trap. 

(3) Yes 

(4) Yes 

(5) As waste line became par- 
tially stopped, the wastes from dis- 
poser entered sink. Condition was 
corrected by reversing installation, 
and using electric auger to clear 
waste line thoroughly. 
Type G and H 

(1) No 

(2) Disposer tee above dish- 
washer tee. 

(3) Yes 

(Please turn to top of page 172) 


The majority of cases encountered, he claims, necessitates a Y 
being installed on an existing line which is either horizontal (14 
per ft) or at a 45 degree angle under the floor. (Readers are 
invited to comment on Mr. Lake’s ideas and submit suggestions.) 
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HOW A 
SALESMAN 
IS MADE 


e Part 3—Selection 


NE of the great miscon- 
ceptions prevalent today 
is the belief that the 
products of one company com- 
pete with products of another 
company. The truth is, accord- 
ing to John A, Patton, president 
of Management Engineers, Inc., 
that managements of various 
companies and stores compete 
with one another, not their prod- 
ucts. And perhaps the most im- 
portant single element in good 
management is the skillful hand- 
ling of people—particularly the 
sales force. 

In finding a good salesman, 
domestic engineering dealers 
should realize that salesmen are 
the heart of any business, retail 
plumbing, heating and appliance 
stores included. They do, in 
many instances, actually deter- 
mine whether a dealer’s opera- 
tion is profitable or not. 

It’s obvious then, with each 
salesman playing such an im- 
portant part in the success of a 
business, that only the best will 
do. There just isn’t room for any 
second-raters, as many dealers 
have discovered. Selection of the 
wrong man for a sales position 
can be a costly and sad experi- 
ence. But it isn’t always easy for 
dealers to spot a good salesman 
—unless they know how! Ap- 















WHICH ONE WOULD YOU SELECT? 


They look alike—but underneath there’s a 


difference! Here are some tips to help the 


dealer spot the right man for the sales job 


pearances are frequently deceiv- 
ing. 

The first important step for a 
dealer in selecting the right man 
for a sales job is to know what 
he is looking for. Unless he 
knows what sort of a man he 
wants, he’s apt to go off the deep 
end. One thing to remember is 
that the mere fact that a man 
can do the job is no guarantee 
that he will do it. Many people 
have a lot of ability, but they 
don’t make good use of it. Other 
people who don’t have anywhere 
near as much to go on are very 
successful because they make 
the most of what they have. 

Most dealers will probably 
find that they want a man who 
can do the job because (1) he 
has an acceptable appearance 
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and manner, (2) he has some 
related selling experience, (3) 
he is intelligent enough to learn 
the methods and _ procedures 
peculiar to the dealer’s opera- 
tion; and he will do the job be- 
cause he has developed the habit 
of (1) staying on his jobs for 
reasonable periods of time, (2) 
working hard, (3) getting along 
with people and, (4) using good 
judgment. 

Naturally every contractor- 
dealer has his own particular 
problems. So he will probably 
want to add something to the 
list. The important thing though, 
is for him to be sure in his own 
mind exactly what he is looking 
for. 

The next step then is where 

(Please turn to top of page 104) 
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APPLICATION FOR SALES POSITION 


(All information treated confidentially) 












































Date. aii 
Name. Home tel. no. 
(PLEASE PRINT PLAINLY) 
Present address__ How tong have you lived there? 
STRERT crTy STATE 
How long did you live there 
STREBT city STATE 
Business cel. no 
STREET city STATE 


Are you currently 
1 A> 











If ‘yes,’ how long have 














you had in the | ployed No() YesQ) you been out of work? tee hain 
Social Security No. Draft Status? cc hice A ao 
Do you have full use of a car for your work? Yes____No Make, model and year of car___ 














What type of license do you have? Ordinary driver's Chauffeur's_____ Whar state2_ ee eee 
MARRIED = [} | Number of | Number of mee es Are you a ce eee tea ae 
SINGLE Oo — Placer Do you Rent House?(]_ Apt >] ce How much Life Insurance do you have? $ 

‘. } See 
WIDOWED [J inder 18 pendents Room? (] Live with Relatives?) of the U.S.A 
nosmonm i Own your Home?) How much Accident & Health Insurance? $__ 








| 








EDUCATION AND SPECIAL TRAINING 





NAME AND LOCATION 





Grade School Attended 





High School 








College Degree 





Technical Training 





Correspondence School 





Any Other Training 





Whar, If Any, Subjects Are You Studying Now? 








COURSES TAKEN | DATE 
PINISHED 


cf ete 


YEARS 
ATTENDED j 














MILITARY SERVICE 


Branch Rating 


Have you ever served with the armed forces of the U.S.2__ 








Date in Date out 














Type of discharge 














SALES EXPERIENCE 


(Summarize below specific types of sales experience for all jobs you have held) 


CLERKING IN STORE. No. of years 


For what firms? 

















Products sold___ 





FOLLOWING LEADS: No. of years 





For what firms?_____ 


Products sold 





CANVASSING HOMES No. of years For what firms? 





Products sold 











SELLING TO RETAILERS No. of years 


For what firms?__ 








Products sold 








SELLING TO WHOLESALERS & INDUSTRY No. ak a eee 
Products sold 


what firms? 
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(Continued from bottom of page 102) 
to find a good salesman—and it 
isn’t easy! He isn’t likely to 
come wandering in the store and 
ask for a job; the dealer will 
have to hunt for him! 

Last month Domestic ENGI- 
NEERING published the results of 
an industry-wide survey which 
established a pattern of the re- 
cruiting methods used by con- 
tractor-dealers who have been 
successful in finding the right 
man or men for the sales job 
(see pages 104, 105 December 
issue.) 

On the basis of the survey, the 
following methods produced the 
best results: (1) selection from 
among present office and shop 
personnel, (2) ads in the classi- 
fied columns of local newspapers, 
(3) technical schools and em- 
ployment agencies and, (4) per- 
sonal “spotting” of likely pro- 
spects on the part of the owner 
himself. The first method pre- 
sumes, of course, that employees 
were originally hired with their 
sales potential in mind. 


Look Over the Field 

It is advisable to look the field 
over pretty carefully; the more 
prospects for the job, the more 
improved are the chances of get- 
ting a really good man. 

Assume then, at this point, 
that our dealer now has five or 
six prospects for the sales job. 
He’s remembering, of course, 
that since he is selling, his sales- 
man must have an acceptable 
appearance and manner. Some 
candidates obviously won't fit 
the bill and the dealer shouldn’t 
consider them any further. 

But, this brings us to one of 
the real danger points in select- 
ing a good salesman. Appear- 
ance has little to do with sales 
ability. Our dealer runs the risk 
of weeding out a not-so-good- 
looking prospect and getting 
stuck with a handsome non- 
producer! A good salesman does 
not have to be handsome, nor 





Name of applicant. 





Tel. No. 





Name of firm called 





Person talked to 





Was Mr 
What were dates of his employment? From. 





ceaployed by your company? Yet —— NO ee 


To 





What was nature of his work?. 





If “no” what were his earnings? 


He states he was earning $__________. at the time he left. Is this true? Yes No 








What did you think of him?. 





How hard did be work?. 





How did he get along with others? 








What were his reasons for leaving? 
Would you rehire? Yes No 





If “no” why not? 











As far as you know, did he have financial trouble? 


Have his income garnisheed or assigned?. 





Did he have any domestic trouble which interfered with his work? 








. 


How were his ethics, morals and habits with respect to drinking and gambling?. 

















9 AC-01.96 








Copyright, 1949, Servel, Ine. 








The telephone or personal checkup form shown above is designed to verify the 
information given by the prospect on his application blank and during the interview. 
Since people are prone to report facts in a light favorable to themselves, it is a 
necessary part of selection procedure. Usually one or two brief calls will do the job. 


4 


does he have to be a six-footer. 
And he doesn’t even need to have 
a “gift of gab!” A sincere and 
earnest manner goes a lot farther 
than smooth talk. 

A salesman needs an accepta- 
ble appearance and manner. But 
a dealer should not insist on more 
than that. If he does, he is cutting 
down his chances of finding a 
really good man. 

The next step is to give each 
prospect an application form to 
fill in. Some dealers use standard 
sales application forms purchased 
from a stationery store; others 
have designed one themselves to 
fit their own particular needs. A 
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great many dealers take advan- 
tage of forms which have been 
especially designed by manufac- 
turers for use by their dealers. 
These forms represent consider- 
able research and background 
thinking on the subject and are 
usually available from the manu- 
facturer at a nominal sum. 

The application for sales po- 
sition form reproduced on page 
103 is an example of one avail- 
able from a manufacturer. Ex- 
amination will reveal its com- 
pleteness and the wealth of 
useful information contained. 
The back of the form is devoted 

(Please turn to top of page 156) 
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Fig. 1: The thermometer and hot water Fig. 2: A weak, lean flame causes under- Fig. 3: Pressure control with inlet below 
control may not agree. This difference heating and fuel waste. Nozzle may be too the water line. The inlet clogs with float- 
might be caused by their location, faulty small, dirty, defective. Also, the pressure ing matter from boiler. This condition may 
adjustment, etc. (See details in article.) regulating valve may be worn or defective. keep burner off for hours, until detected. 


Oil Burner Servicing 


e Part 24 of a Series—Domestic Burners e 


department receives an increasing percentage 

of complaints of inadequate heating. The 
causes of such troubles are varied, but the customer, 
especially the owner of a new oil burner installation, 
is very apt to place the responsibility with the oil 
burner company. The company has no alternative but 
to investigate, even though it may be revealed that 
the cause is remote from the burner. And it is diffi- 
cult in such cases to convince the customer that there 
is a charge for the service. 

However, a goodly number of these problems are 
chargeable to the oil burner, its control system, or to 
some factor in its installation or operation. In the 
first place the oil burner behaves quite differently 
from hand-fired coal while supplying heat to the 
boiler or furnace. With coal there was some constant 
heat maintained even when dampered off, or banked 
for the night. The oil fire is extinguished the instant 
one of its controls shuts it off. There is little leftover 
heat to be circulated. 

New owners don’t get adjusted to this change easily. 
When they hand-fired their heating plants they gen- 
erally overfired them, particularly in mild spring or 
fall weather. The consequence was some degree of 
overheating the house. With the thermostat watching 
over the new system, and the fire going out com- 


A S THE weather becomes colder the service 


pletely between operations, a somewhat lower room 
temperature is maintained. 

Because there is no sensation of heat at the regis- 
ters or radiators during shutdowns the owner feels 
that he is somehow being cheated of a comfort he 
formerly had. The thermometer may indicate 70 or 
more during these “off” periods, but the occupants 
of the house may be actually uncomfortable. This 
condition is sometimes called “cold-70.” While a per- 
fectly normal result of automatic on-and-off opera- 
tion it gives rise to many service calls. 

The simplest and most accessible means of correct- 
ing “cold-70” is to increase the thermostat setting. 
This will cause the radiators to be warm for a greater 
part of the day. Many people are not comfortable at 
70 degrees, warm or cold. The writer has seen many 
thousands of operating thermostats and found very 
few set as low as 70. An average would probably be 
around 73, with many set at 75 or higher. 

Thermostat manufacturers have developed methods 
of overcoming “cold-70.” Very sensitive bimetals are 
used in some thermostats, adjustable to 1-degree 
differential between on and off. Other thermostats 
incorporate heat-accelerators or heat-anticipators to 
bring about more sensitive response to changes in 
room temperature. These are small electrical heaters 

(Please turn to top of page 170) 








5:00 AM “Wake up, Otto, wake up!” said Mrs. Vogt as she shook her 
husband, “There’s an angry woman on the telephone who insists on talking 
to you about her heating system.” That was the way the morning of De- 
cember 18 began for Otto Vogt, well-known Chicago heating contractor. 
Pulled abruptly back to reality from a beautiful dream of mountains of 
copper tubing, he stumbled sleepily to the telephone. Yes, it was trouble. 
An Italian woman who did not understand the operation of her heating 
system had been tampering with the thermostat and as a result there was no 
heat in her small home nearby. 
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This typical day in the life of a 
heating contractor shows that 
he must be a merchandising expert, 
ornithologist, design engineer, 
expeditor, linguist and 


public relations specialist 


it was very cold and dark in Chicago. The 

snow-covered streets were nearly deserted; an 
occasional truck, out on early morning deliveries, 
rumbled along the boulevards and a few lonely taxis 
prowled the Loop. Most normal, civilized people were 
sound asleep in bed. But not Otto Vogt. 

Awakened by his wife from a beautiful dream of 
mountains of copper tubing, this heating contractor 
came to full consciousness listening to an angry femi- 
nine voice over the telephone. Trouble? You said it! 
Plenty of trouble. 

“Mr. Vogt!” the voice clamored in an Italian accent, 
“No heat! I gotta no heat in tha house.” 

“Whassa matter? Whossis?” 

“IT tella you who this is very queek! This is Mrs. 
Martinelli, and if you no fixa tha heat I tella my 
lawyer! You come?” 

“I come.” 

And so went scene one in the day’s drama. Scene 
two, at the heatless home of Mrs. Martinelli, con- 
vinced this Domestic ENGINEERING editor that the 
heating contractor must be a jack-of-all-trades . . 
but a master of all of them. 

The past history of the Martinelli case went some- 
thing like this: Otto had installed an oil burner in 
the home and had been paid in cash. He had ex- 
plained to the uncomprehending Mrs. Martinelli (her 
knowledge of English was limited) the mysteries of 
the thermostat. She had made certain experiments 
in his absence, and, reasoning that the lower the set- 
ting the lower the fuel cost, had settled on 55 as a 
happy compromise. 

With the mercury dropping below zero outside, 
the only warm spot in the house was Mrs. Martinelli 
and her volatile Italian wrath. (See photo above, at 
right.) With perfect tact and considerably less per- 
fect Italian, Otto attempted to explain to the lady the 
reasons for the lack of heat. A simple adjustment of 
the thermostat concluded the matter, satisfying all 
concerned. But Otto took no chances. Fearing fur- 

(Please turn to top of page 212) 


‘ T FIVE o’clock on the morning of December 18 
















6:00 AM “No heat! | tella my lawyer if you no fix!” The 
thermostat, Otto quickly noted, was set at 55. Patiently, he ex- 
plained to the woman (her understanding of English left much to 
be desired) once again how the thermostat worked, and that it 
should be left at the desired setting. “‘Thanka you so much!” 
she smiled as he left for his office. This was the third such call 
at this home. 





7:30 AM Arriving at the shop, Otto quickly gathers a crew 
together for an informal conference on a new radiant panel job. 
This heating contractor maintains very close contact with his 
journeymen and with the job itself. He also likes to explain all 
of the details of the installation to the entire crew. “This way,” 
says Otto, ‘‘we operate as an efficient cooperative team.” 





9:10 AM After signing a few letters and making a few tele- 
phone calls to prospective customers, Otto gets to work on -the 
design of another new radiant panel heating installation. (He 
designs over 90 percent of his own jobs.) When the design is 
finished he immediately contacts his suppliers for the necessary 


materials. Farsighted ordering has paid off in ample supplies. 





ALL IN A DAY’S WORK . . . continued 


11:15 AM A prospective customer drops in. Otto has been 
recommended to him by a friend for whom Otto had installed a 
radiant panel job. “I can trace 75 pescent of my business to 
satisfied customers,” says Otto. “That’s why | always make the 
customer happy—no matter what it costs in time and money. 
If he likes you and your job, he'll send you plenty of business. 
I've got hundreds of these ‘salesmen’ working for me.” 


6:00 PM Trouble again! This job, in a large ranch type 
home, had worked well at first, but now, according to the cus- 
tomer, the heat shuts off each evening just as the family sits 
down to dinner. Otto checks the inside controls, pokes his nose 
into the burner, examines the pumps, etc. All OK, but still no 
heat! As a last resort, Otto goes outside to look at the anticipat- 
ing thermostat. A pigeon was the culprit! (See article for details.) 
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3:20 PM On the way out to make a “trouble call” Otto drops 
in to make a performance check on a large and complicated 
radiant job in an industrial plant. This is standard practice for 
Otto. After the job is installed he is on the spot when the heat 
is first turned on; then, after it has: operated for a short time, 
he goes out and checks the job again. He talks with the owner 
about the system’s performance, noting carefully any comments. 


9:00 PM Home at last! It had been a long day, and Otto 
had had his share of trouble. “But | don’t mind trouble,” he 
claims. “A ‘trouble job’ to me is definitely not a nuisance call. 
Instead, it presents me with an opportunity to do a good selling 
job. If | can take an angry man and make him happy, I’ve made 
a friend, and friends make business.” And so ended the day— 
unless, of course, he should happen to get another no-heat call. 
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FOR THE PRACTICAL MAN 





Air in Heated Water 


To the Editor: 
We would appreciate it if you can 
suggest why water becomes milky 
looking after it has been heated to 
a certain temperature in a water 
heater of the storage type. We have 
very soft water in our community 
and we are wondering if this could 
be the cause. 
Georgia 


To the Reader: 

Water often appears milky in 
color when it comes from a pneu- 
matic water system in which the 
water is stored under air pressure. 

The water picks up small parti- 
cles of air which, when the pressure 
is released by drawing out of the 
faucet, expand and give a whitish 
color to the water. 

Heating the water would in- 
crease this effect, for it causes the 
air to expand still more. It may be 
in your case that, if you do not em- 
ploy a pneumatic system, the water 
itself contains small particles of air 
or gas which are insufficient to 
cause noticeable discoloration until 
expanded by heating. 

This can be tested by taking some 
of the whitish water, allowing it 
to cool and clear itself of air, and 
then reheating it to see if, when 
warm, the color appears again. 


C. C. Z. 


Iron Pipe Takes a "Tanning" 


To the Editor: 

Recently I was called in to make 
plumbing repairs at a shoe repair 
shop, and I discovered an interest- 
ing condition upon which I would 
like your opinion. A section of 4- 
in. cast iron soil pipe, run directly 
under the floor on which was fixed 
a shoe repairing machine, had a 
surface which was flaked off, the 
condition resembling rust scale. 

Dust and dirt had sifted through 
the floor from beneath the machine 


BOO 


to the pipe, and the only section of 
pipe affected by this scale was that 
upon which this dirt had fallen. 
Most of the debris contained finely 
pulverized scraps of leather. I won- 
der if there is something in the tan- 
ning process for leather which 
caused the failure of this pipe. How 
can I prevent this from happening 
again in the same location? 
Nebraska C.N. 


To the Reader: 

It is likely that the fine leather 
particles, as you suggested, were 
responsible for the corrosion of 
this particular section of cast iron 
pipe. Tannic acid (used in the 
preparation of hides for the leather 
industry) attacks ferrous materials. 
Indeed, in the tanning process itself 
wood or wood-lined tanks are rec- 
ommended. High humidity will also 
accelerate this corrosive action. 


. It is suggested that pipe installed 
under these adverse conditions be 
coated with a heavy coating of 
coal-tar enamel or a similar bitu- 
mastic coating. George D. Lain, 
research engineer; Committee on 
Steel Pipe Research, American 
Iron and Steel Institute; New York. 


Water Pressure in Tall Buildings 


To the Editor: 

Last year I contacted the Swiss 
Der Sanitar-Installateur and later 
addressed their society on the in- 
stallation and planning of the heat- 
ing of homes, farms, etc., in Amer- 
ica. During the discussion period 
that followed my talk many ques- 
tions were directed to me concern- 
ing how to maintain the proper 
water pressure on each floor of 20 
story buildings. -I wonder if you 


(Please turn to top of page 112) 
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Fig. 1: Two possible ways to maintain proper water pressure in 20-story buildings. 
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BUSINESS IN MOTION 





Tt ter CoLteagued on PY a onions ikon 


The fact that a Revere Distributor is now celebrat- 
ing its 125th anniversary year is an indication of 
the service the company has given its customers 
through those years: It is also another proof of the 
essential function performed by distributors for 
American industry. Most goods, whether industrial 
materials such as copper and copper alloys, alumi- 
num alloys, iron and steel, or consumer articles such 
as refrigerators, radio and television receivers, 
kitchen utensils and ranges, go through the hands 
of distributors. Generally speaking, only the large 
buyers are in a position to purchase direct from 
manufacturers, who do not find it economical to 
handle the smaller orders. Yet 
those orders when pooled in the 
hands of an organization set up 
to handle them attain sizable 
totals, and hence a good distrib- 
utor account is exceedingly at- 
tractive to a large manufacturer 
such as Revere. 

A distributor serves not only 
the factories from which he 
buys. He also performs an in- 
valuable service to his custom- 
ers by making quickly available 
to them the products they re- 
quire. A machine shop, for example, may need only 
a few hundred pounds of brass rod; there is a dis- 
tributor within easy reach who can furnish it almost 
immediately. Or a contractor may want a few pieces 
of steel pipe and a thousand feet or so of copper 
water tube. Again, the distributor has them. A metal 
products distributor has to carry such items and 
an infinite number of others. The Revere Distribu- 
tor who started in business 125 years ago actually has 
in stock 53,000 different items, cataloged, indexed, 
and held in warehouses ready for immediate shipment 
throughout its territory. Each month this stock is 
drawn upon by 5,000 to 8,000 customers, each order 
relatively small. There are many Revere Distribu- 
tors with similar stocks and offering equal service. 





Tc keep this distributor’s warehouses filled with 
a balanced inventory, 18 people are required in his 
purchasing staff, which includes specialists in vari- 
ous kinds of materials, machines, tools and supplies. 
And to serve customers with information, quotations 
and the like, 25 salesmen are on the go constantly, 
calling on manufacturers, contractors, builders and 
stores throughout the busy industrial area in which 
the distributor operates. The large business done by 
the company is in great contrast to that of 125 years 
ago, when it was little more than a hardware store. 
The enterprise has grown in the American tradition 
of freedom to prosper in accordance with the princi- 
ples of reliability and efficiency, 
fair dealing and integrity in per- 
forming a desired function. 

Revere Distributors are se- 
lected for their ability to serve, 
and also chosen as to location, so 
that no matter where you are in 
this big country of ours, there is 
aRevere Distributor within easy 
reach. Today metal stocks may 
be short due to defense demands 
but manufacturers are doing 
everything possible to keep dis- 
tributors supplied. 

If you buy from distributors we suggest you re- 
member that they are not only “central stock- 
rooms,” but have a great deal of special knowledge 
about the products they sell and can give you much 
helpful advice. Not only that, through the Revere 
Distributors you can be put in touch with the Revere 
Technical Advisory Service, which will cooperate 
with you on matters concerning the selection and 
fabrication of the Revere Metals. Our distributors, 
and those of every other manufacturer, render many 
essential services, both to those to whom they sell, 
and to those from whom they buy. The distributor 
system as it operates in the United States arose in 
response to the need for it. Today it fulfills that 
need more effectively than ever before. 


REVERE 


COPPER AND BRASS INCORPORATED 


Founded by Paul Revere in 1801 
230 Park Avenue, New York 17, N. Y. 





























Mills: Baltimore, Md.; Chicago and Clinton, Il; Detroét, Mich,; 
Los Angeles and Riverside, Calif.; New Bedford, Mass.; Rome, N. Y.— 
‘ales Offices in Principal Cities, Distributors Everywhere 


SEE "MEET THE PRESS” ON NBC TELEVISION EVERY SUNDAY 




















Questions and Answers 


(Continued from page 110) 
would suggest a few methods, for I 
am returning to Europe soon and I 
would like to be prepared for an- 
other discussion of this type. 

Tennessee H. H. 


To the Reader: 

Maintaining proper water pres- 
sure in a 20 story building can be 
done by several methods, depend- 
ing upon the conditions of the in- 
stallation. For example, if cast iron 
radiators and a low pressure boiler 
are to be used, the maximum height 
of the building would be about 5 or 
6 stories in order to stay within the 
30 psi allowable pressure on the 
boiler. 

Higher structures can be heated 
by using a steam boiler 





there is not enough heat. (The 
output of the new boiler is more 
than ample for the radiation of the 
system.) He says that one day it 
is an apartment on the second floor 
that complains about the lack of 
heat, and that the next day it is an 
apartment in the basement with 
the same complaint. It is rarely if 
ever the same apartment two days 
in a row, and the trouble seems 
to follow no logical pattern. 

After investigating the situation, 
I find that these complaints have 
been fairly constant and of the 
same type for a number of years 
before I made the new boiler in- 
stallation. 

Could it be that there is a water 
pocket in the line someplace? The 
lowest radiator in the system is 


has no steam regulator except a 
gage. Would it be possible to hook 
up the system so that this unit 
would be kept hot whether the 
thermostat is calling for heat or 
not? 

Nebraska Ci 


To the Reader: 

Your problem seems to be that 
either the system of expelling air 
from the piping and radiators is 
defective—and has always been so, 
or that the boiler cuts off before 
the system is entirely cleared of 
air and all of the radiators are 
heated. 

The fact that at one time it is 
one radiator which does not heat 
and next time another seems to in- 
dicate that the boiler periods of 
operation are too short. Shutting 

off the boiler before all 





and having converters lo- 
cated at various levels of 
the building as shown in 
Fig. 1, page 110. Another 
way would be to have a 
high pressure boiler and 
finned tube radiation, all 
fed directly from the 
basement as shown in 
Fig. 1 (drawing at right). 


Cold Radiators 
To the Editor: 


I am writing for some 
information on a vacuum 
low-pressure, steam 
heating system used in a 
14-unit apartment house. 
One large and one small 4 


radiators are hot would 
probably account for the 
roving” cold radiator 


I] popping up first in one 


CHIMNEY 





apartment and then in 
another. 

If your piping is other- 
wise correct, we suggest 
that you set the boiler for 
a longer period of oper- 
ation. This should be 
tried before any other 
corrective measures are 
taken. 


Radiant Heating 














radiator are installed in 
each apartment. In use 
for several years, this 
heating system was orig- 
inally serviced by a 
hand-fired coal boiler; 
then it was changed to a 
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- Problem 
To the Editor: 
THIS CEILING IS 18” LOW I am having a little dif- 
oc — 41 Ic > ficulty in connection with 
— | a radiant heat job that I 
SS | ————— 








CHIMNEY (=| 


am installing. Enclosed 
you will find rough 








sketches of my plans for 
the job. (See Figs. 2, A 





and B, at left.) 











== 


What I would like to 











stoker-fired, and 3 years 
ago the old boiler was re- 





know is this: How should 


I run the feed and return 








placed by a modern steel 
boiler with a low-blast 


gas burner. 

During all these alterations noth- 
ing was changed in the original 
piping of the single-pipe system, 
and shortly after the new burner 
was installed, my difficulties com- 
menced. Here is the trouble re- 
ported: 

The manager claims that he gets 
complaints from first one apart- 
ment and then from another that 


Fig. 2: 


(A) Rough sketch of a radiant panel heating layout for 
the first floor of a residence. (B) Rough sketch of second floor. 


about 4 ft above the water line in 
the boiler. How much drop should 
there be from the end of the main 
lead back to the boiler? 

I am wondering too if perhaps 
the “on” cycle of the burner is too 
short to generate sufficient steam in 
the system to flush the air from all 
the radiators. The boiler is wired 
through a low-water cut-off, but it 


112 


lines? I am using a gas 
boiler with a circulator. 
Any advice you can give 
me on the proper hookup for these 
return and feed lines would be 
appreciated. 


Pennsylvania A. B. 
To the Reader: 
If your coils are already installed 


as shown, the best way to make the 
supply and return connections 


would be to run risers to the points 
(Please turn to page 114) 
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SPECIFICATIONS 


SKIPPER DELUXE 
MODEL 180 











Sister 32" x32" x 76". 
Receptor: Semi-flat type, terrazzo 
made of black and white marble 





chips and white cement. Ground 





and polished. 


Walls: Bonderized, galvanized 
steel. 
Finish: Baked-on white synthetic 


enamel inside and out. 


Standard Trim: 2-386 chromium 
plated brass valves on 5” centers 
and shower head, curtain, hooks 


and soap dish. 


Important: Side panels of Model 
No. 180 Skipper Shower are 
reversible and valves can be in- 
stalled on either left or right side. 
Available, Neptune door is also 
reversible and can be installed 
either left or right. 


FIAT LD “UAE SKIPPER SHOWER CABINET 


MODEL NO.180 (can be equipped with Neptune door as shown) 


Now furnished with a terrazzo receptor and 5” center 
No. 2-386 valves, the Deluxe Skipper moves up to a 
position of new importance as a quality shower. Ever 
since the redesigned Skipper model was introduced 
several years ago it has led all other shower models 
in popularity. The beauty of smart styling combined 


with sound construction makes the Skipper top value 
in shower cabinets and suitable for any home or 
industrial installation. 

The Deluxe Skipper will be carried in stock by lead- 
ing plumbing wholesalers along with the standard 
Model 18 Skipper. 


FIAT METAL MANUFACTURING COMPANY 


Three Complete Manufacturing Plants 
(Chicago area plant) Franklin Park, tl. 
Long Island City 1, N. Y. 


Los Angeles 63, Calif. 


in Canada: Fiat showers are made by Porcelain and Metal Products, Ltd. Orillia, Ontario 









































Questions and Answers 





(Continued from page 112) 


marked “x” and “o” on the plans 
and to run a supply and return 
main around the basement ceiling 
to tie into them as shown in Fig. 3, 
below. 

Note that we have shown only 
the connections to the first floor 
ceiling coils on your sketch, be- 
cause your second floor plan does 
not appear to be drawn to the same 
scale as the first and it is therefore 
impossible to tell just how the 
rooms line up with each other. 

However, the additional connec- 
tions would be the same as we have 
indicated. Just as a matter of cau- 
tion, it is assumed that you have 
installed more coils than are shown 
in some of the rooms. For example, 
it would be impossible to adequate- 


over the top of the stack where it 
terminates above the roof) would 
not alleviate or correct the con- 
dition as it now exists. 

The proper procedure would be 
to properly clean the waste pipe 
between the sink outlet and the 
waste stack. This evidently has 
never been done; for merely run- 
ning a small rod or snake through 
the pipe may only clean a small 
passage-way in a heavily loaded or 
completely clogged pipe. And, while 
this would perhaps permit the sink 
to drain fairly well for a short 
period of time, after a while it 
would close up more and more, 
even if it were in constant use. 

Perhaps what happens when the 
tenant leaves from June to October 
is that the accumulation on the 
walls of the pipe dries sufficiently 
to crumble, falling down and caus- 
ing the waste line to stop up. Then 


area. I do not want a stoker, but I 
would like to have everything else 
modern, such as a valve control or 
shut-off in the heat pipe that leads 
to each room, and a clock-type 
thermostatic control. 

I would also like to place air- 
cleaning devices in the circulating 
duct. However, from what I have 
learned about furnaces so far, it is 
best to secure one in which most of 
these controls and devices are built 
in. Am I correct in this opinion? 

What other features should be 
considered in the selection of a 
modern, coal-fired warm air fur- 
nace? So far I have talked to two 
furnace men, and when the subject 
of a 36-in. fire pot was brought up, 
they both seemed to think that a 
much smaller one would do the 
work just as well. Hence, I would 
like to have some expert advice on 
this matter before contacting any 

more furnace men. 





ly heat a corner bath- 
room on the first floor 
with only four short runs 
of tubing as you have 


SUPPLY MAIN 


Another question: I 
9 work in an old office that 
is now heated by a small 
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shown in your sketch. 
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Clogged Sink Drain 


To the Editor: 
The tenant on a second 





ea ¥ 


RETURN 











floor two-family house is 
absent each year from 
June to October. When 








Farol _| 


SQUARE HEAD 
COCK ON EACH 


gas-fired unit heater. 
This has been installed 
without a vent or chim- 
ney. What, if any, are the 
ill effects from such a un- 
vented installation? 

The man who sold the 
heater to the owner of 








he returns, the water in 
kitchen sink will not 
drain out. 

The journeyman uses a snake 
from the trap to the waste stack and 
removes what appears to be quan- 
tities of caked rust or scale. He 
claims that if the apartment were 
in use during the summer, this 
condition would never arise. He 
believes, furthermore, that it is 
caused by dirt in the air which 
enters the system through the vent 
pipes on the roof. This contamina- 
tion, he asserts, would be washed 
away by the normal operation of 
the sink if the apartment were in 
use all year round. 

Would the use of a shanty pipe 
or filter of some kind help to 
alleviate this situation? 


New York 


To the Reader: 

We believe that the use of a 
“shanty pipe” (and here we are 
assuming that by this term the 
reader means a hood or cow! placed 


W.A.O. 


Fig. 3: Above is a rough sketch of the layout for supply and re- 
turn lines for the reader's installation (see Fig. 2, page 112). 


the tenant returns in October and, 
upon using the sink, finds the waste 
again clogged. 

No pipe size was indicated; but 
the idea suggests itself that such a 
condition might be considerably 
aggravated by a pipe line which is 
too small. In our opinion, the entire 
line should be taken down and 
cleaned thoroughly; and, if the pipe 
is too small, it should be replaced 
with a larger size. 


Remodeled Heating System 


To the Editor: 

I would like to replace a warm 
air furnace in an old, large, ten- 
room house with high ceilings. The 
house is not insulated, and has no 
storm windows. 

I would like to buy a new, mod- 
ern coal-fired warm air furnace 
which can later be converted to gas 
when gas is more plentiful in this 
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the building said that it 
would do no harm. How- 
ever, the plumber who 
was later called in for repairs said 
that such an appliance should be 
vented, and that otherwise it would 
cause colds and other troubles. 


Ohio CE. 


To the Reader: 

Apparently, much thought has 
been devoted to this particular 
problem, with considerable atten- 
tion being given to bringing an old 
style warm air heating system up 
to date. However, it is questionable 
if, when all the various parts of this 
plan are worked out to completion, 
the modern heating plant which is 
desired will materialize. 

The need for positive control 
over the branch ducts to each room 
by quad-damper (or similar meth- 
od) is good established practice. 
The requirement of air filtering is 
also sensible and modern. But it 
must be remembered that these ad- 

(Please turn to top of page 116) 
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Homemade storage rack cu 
pipe unloading time “3, 45/ 


mm oli Matoh Mcell Melt-met)| 
to hold channel irons 


At Milstead Co, Austin, Texas, pipe is unloaded 


inone third the usual time by the use of a special 





storage rack designed and built by the Milstead 
Co. Pipe is stored according tosize between up- 
right railroad rails imbedded in the ground two 
feet apart. The tops of the rails have been slotted 
with a cutting torch [see insert drawing}. This 
allows angle irons to be fitted end to end along 
the tops, forming a smooth double-rail “track.” 





WE DISTRIBUTE THROUGH 


DOMESTIC ENGINEERING 






One end of this track is level with the top of the gon- 
dola car in which the pipe arrives. The track gradu- 
ally slopes down away from the car, so that two men 
can quickly set the individual lengths of pipe on 
the track and let them roll toward their particular 
storage"slots”. The two short lengths of angle irons 
on this proper storage section of the rack are re- 
moved, and when the pipe lengths roll to it, they 


fall into place. Unloading time is cut to a fraction. 








“QUICKER UNLOADING GIVES US MORE TIME 
AND MANPOWER FOR CUSTOMER SERVICE,” 


says E.L Milstead. “And customer service American Sanitary products for ease of 
is the keynote of our organization. That's _ installation and trouble-free performance. 
why we have stocked American Sanitary “And American Sanitary’s central location 
brass goods and copper fittings for years. at Abingdon, Illinois, assures us of quick 
We know that our customers want transportation when our order is filled.” 





ABINGDON, ILLINOIS 
OVER FORTY YEARS’ LEADERSHIP IN THE PLUMBING INDUSTRY 











WHOLESALERS ONLY 




















Questions and Answers 





(Continued from page 114) 


ditions to the heating plant will re- 
quire the inclusion of a blower- 
unit, further converting the job to 
forced circulation warm air. 

The next logical step to be taken 
would be to remove all the present 
sloping ductwork in the basement, 
since it will no longer be needed to 
promote circulation, and to install 
rectangular ductwork. Of course, 
this need not be done and the 
change will add to the cost of the 
system, but when it is considered 
that the basement headroom gained 
will yield the equivalent of one or 
more rooms for laundry, workshop, 
etc., then it may be that the ad- 
ditional expense can be considered 
as an investment for the improve- 
ment of the home. 

Another valuable device which 
might be added, as long as air 
filtration is considered, is an au- 
tomatic humidifier. The addition of 
a controlled percentage of moisture 
to the dry winter air makes for 


greater comfort and is definitely an 
influential factor in better health. 

It is stated that no stoker is de- 
sired, but we wonder how hand- 
firing fits into the picture with all of 
the modern controls and devices 
desired. As long as it is necessary 
to go into the cellar several times a 
day to fire the furnace and to shovel 
ashes, reset dampers, etc., the 
really modern heating system is 
certainly non-existent. The heat- 
ing system should be a slave to the 
owner, not the owner to it. 

If a hand-fired coal furnace is 
definitely desired, then the reader 
should get into touch with the 
manufacturers of warm air equip- 
ment advertised in this issue, some 
of whom make furnaces which can 
be converted later from coal to gas. 
They will notify their local dealers 
in the reader’s area, and such deal- 
ers are in a better position to make 
recommendations of fire-box size, 
etc., than are we, for they can make 
an on-the-spot appraisal of the 
situation. In all probability, they 
will want to make a Btu survey of 
the heat losses of the entire house, 





Baseboard Noises 


To the Editor: 

We have installed a baseboard 
heating job on a forced hot water 
system equipped with a flow con- 
trol valve carrying a water tem- 
perature of 180 to 200F. Each time 
the circulator starts, there is a 
knocking noise heard on the run 
going around the south and east 
walls. The knocking starts at the 
point where the pipe comes up 
through the floor and continues all 
the way around the room. 

This noise is only heard when 
the circulator starts out and the 
water temperature is high. If the 
temperature is low when the cir- 
culator starts, no noise is heard. 

The line in the baseboard is the 
main line. This is 1%-in. pipe 
which is run through the floor and 
down, and then up again. The 
high points are all vented, and I 
do not believe that we have any 
air pockets in this line. 

Could you please advise us on 
how to eliminate this noise, for the 
homeowner wishes to carry a high 
water temperature in cold weather, 
and with such a temperature the 


noise is most unpleasant. 
Indiana E. L. 


To the Reader: 

The noise is probably caused by 
the rapidly expanding pipe rubbing 
against some structural surface of 
the building, or against the base- 
board hangers or covers. Enlarg- 
ing the hole where the riser comes 
through the floor and stuffing rock 
wool or some other soft, fireproof 
material around the pipe may elim- 
inate some of the noise. If the noise 
travels along the pipe as it heats 
up, it is evident that the pipe is 
sliding across the hangers as it 
expands. 

If you do not have the swinging 
type hangers to take up this ex- 
pansion, a few drops of grease on 
each hanger will probably cut 
down the noise considerably. 

Many jobs of this type are wired 
so that the thermostat starts the 
burner and pump simultaneously. 
This method prevents any sudden 
change in pipe temperature, but it 
cannot be used if domestic water 
is heated by the same boiler. These 
suggestions, we feel, will eliminate 
the noise. 
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and then they will recommend the 
proper size of a fire-box. 

They will probably explain that 
the burning characteristics of coal 
and gas are quite different. Coal 
firing demands a large-bellied fur- 
nace into which a large volume of 
fuel is placed, most of which will 
lie there a long time waiting to be 
burned. 

Because there is no such require- 
ment with gas, the inside shape of 
the furnace can be designed to 
make the best use of its more con- 
centrated flame, which is instantly 
available as demanded by the auto- 
matic control system. 


Advantages of Conversion Furnace 


They will very likely also state 
that their manufacturers provide 
many more models that can be con- 
verted from oil to gas, or vice versa. 
Burning area, flue travel, and other 
characteristics of these two fuels 
are very similar. And this type of 
furnace often has the controls built 
in, as you mention. There are also 
some recent furnaces which have 
instantaneous changeover from oil 
to gas, and vice versa. 

The use of oil should also be con- 
sidered as a possibility. It is clean 
burning, fast heating, completely 
automatic and leaves no residual 
ash. Like coal, several weeks sup- 
ply can be stored, and many dealers 
now have automatic delivering sys- 
tems based on the weather de- 
mands which save the bother of 
ordering. 

But whatever the choice of fuel 
or furnace, a thorough heating 
survey of the home and its present 
equipment should be made. Only 
then can a rational selection be 
made. 

In answer to the question on the 
gas-fired unit heater: all gas-fired 
appliances of this type should be 
vented to a chimney and provided 
with a proper stack-diverter. The 
gas flame normally produces a 
small amount of carbon monoxide 
(CO) along with other combustion 
products. Since the unit heater op- 
erates almost continuously (there- 
by differing from gas cooking 
appliances) the air in the room is 
constantly being polluted with this 
poison. It requires very little car- 
bon monoxide to make a person 
ill; a very little more is fatal. 
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Why is the 


scrap 


situation so 


critical? 





An interview with J. L. MAUTHE, President 
The Youngstown Sheet and Tube Company 


Why are you concerned about iron and steel 
scrap, Mr. Mauthe? 

Our inventories are critically low and 
the present scrap flow is not sufficient to 
maintain capacity steel plant operations. 
Furthermore, if the flow of scrap is not in- 
creased, a curtailment of steel production is 
inevitable. 

The industry is using all the pig iron and 
all the home scrap that is available. The 
balance of our metallic requirements must 
be made up through procurement of pur- 
chased scrap. Every ton of scrap that we do 
not get represents a ton of steel that we can- 
not make. 

How much scrap does the industry need? 

In 1950, 96,700,000 tons of steel ingots 
and castings were produced, requiring over 
61,000,000 tons of iron and steel scrap. 

In 1951, over 65,000,000 tons of scrap 
will be required, and even more will be 
needed in 1952. 

Where does scrap come from? 

About 58% of the total scrap required is 
produced by the ingot and casting makers, 
and is known as “home” scrap; the balance 
of 42% is “purchased” scrap and is procured 
from outside sources. 





The Youngstown Sheet and Tube Company 


DOMESTIC ENGINEERING 





Purchased scrap generally falls into two 
categories: Scrap from current fabrication 
and that which is the result of obsolescence. 

There are three important sources from 
which we get obsolete scrap, much of which 
is dormant:- 

1 - Obsolete machinery and equipment 
in every industrial plant, at the oil 
fields and on the farms. 

2 - Battlefield scrap, obsolete ships and 
war material, surplus machinery 
and equipment, which government 
can make available. 

3 - Countless old automobiles and 
trucks, which are rusting away in 
automobile wrecking yards in every 
section of the country. 


What can be done to increase tonnage of 
purchased scrap? 

This scrap must be made available im- 
mediately! All industry and government 
must awaken to the critical nature of the 
situation. They must realize that if we do 
not get the scrap, they will not get the steel! 


YOU CAN HELP - YOU MUST HELP! 
NO SCRAP - NO STEEL 


Youngstown, Ohio 


117 




















118 _ DOMESTIC ENGINEERING | January, 1952 


al (WAP. to Instal/ 
gi AMERIVENT 


ROUND OR OVAL 
DOUBLE Zaccé... DOUBLE Safe... DOUBLE Wad 


FLUE PIPE and FITTINGS 


ROUND AMERIVENT 


For Better Venting ... faster, specify and use AMERIVENT. 
AMERIVENT is the “hotter inside —cooler outside” flue pipe that 
gives maximum insulation, minimum heat loss and condensation, 
provides ideal draft, reduces fire hazard. 

AMERIVENT coupler ends are die-formed into mated precision 

couplings that “snap-lock” lightning fast into rigid, secure 
gas-tight joints by simply pressing together. 
No screws, no mastic, no cement is required fo install. 

With the complete line of AMERIVENT Pipe and Fittings, installations 


on any job are made simpler, easier and much 
faster. SAVES TIME...SAVES MONEY. 
























Dual-Purpose OVAL AMERIVENT 


Dual-purpose Oval AMERIVENT may be installed as a 
Type B gas vent or as a wall furnace vent. 
Oval AMERIVENT used in combination with Oval AMERIVENT 
Plate Spacers, is approved by Underwriters’ Laboratories as a wall 
furnace vent in a 2” x 4” stud wall. Plate Spacers provide automatic 
positive 3” clearance from combustibles... strap ceiling plate 
securely... absolutely center and hold flue pipe firmly in place. _ 
Balance of wall furnace vent may continue with Oval AMERIVENT, 
or, by the use of an oval-to-round adaptor, with Round AMERIVENT. 
With patented precision coupler ends, Oval AMERIVENT “snap-locks if 
into secure joints by merely pressing together. 
No screws, no mastic, no cement, are required. 




















AMERICAP 
The Natural Draft Vent Cap 


The perfect vent cap that prevents back draft 
—reduces condensation and is guaranteed to 
provide maximum efficiency under all weath- 
er conditions. Available in all sizes—Round 
or Oval ... Installs on all types of vent pipe. 
Adjustable neck... assures a “stay put” fit. 











See your wholesale plumbing and heating supplier for these and other 
American Metal Products —or write for complete information and catalog 


AMERICAN METAL PRODUCTS CO., INC. 


Makers of AMERICAP — the ‘‘Natural Draft'’ Vent Cap 
2911 COMPTON AVENUE : L.O S meee heS 11, CALIF, 
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They do for Benedict and Benedict, of Pasadena, California, 
to the tune of nearly 50 percent of the company’s total 


appliance sales volume. For the B & B formula, turn page.. 
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Journeymen CAN BE 
Your Best Salesmen... 


. says contractor Benedict—if they 


are trained in the art of selling and 


are given the proper incentives. Here's 
how Benedict does both 





technique right in the store and also big opportunity and he’s armed with 
visit manufacturers’ schools for briefing facts, figures and literature designed to 
on product advantages and sales points. interest the prospect in an appliance. 


] Journeymen are trained in sound sales 9 Entree to the home is the journeyman’s 





If the prospect wishes additional information on a food waste disposer, for 
example, she is invited to the store where an actual demonstration of a dis- 
poser in action is given. Here the advantages are apparent as she watches the 
ground up food waste disappear before her very eyes down the transparent waste pipe. 
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G HEATING 


AST month in Pasadena, 
» Calif., editors of Domestic 

ENGINEERING sat down with 
top-level executives of Benedict 
and Benedict to learn more about 
the firm’s appliance sales promo- 
tion. The primary purpose of the 
discussion was to determine how 
such an essentially simple plan—a 
five dollar bonus—could make dis- 
poser sales, for example, jump by 
leaps and bounds. 

The company’s plan is adapted 
from one used by department 
stores—that of tagging merchandise 
as PM’s, or Premium Merchandise. 
At Benedict and Benedict, mer- 
chandise tagged PM tells the sales- 
man that if he sells the item, he’ll 
earn a $5 cash bonus. 

Sitting in on the round-table 
were Walter Benedict, vice presi- 


ct & Benedict 
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customer’s home for installation. Chances are that this sale will result in a satisfied customer, who will provide Benedict 
& Benedict with additional leads for follow-up. The same technique demonstrated in the article with food waste disposers 
is applied to all appliances sold by journeymen. 


4 The food waste disposer sold as a result of the journeyman’s original contact and sales presentation is delivered to the 


dent; Vic Hermann, service depart- 
ment; and W. A. “Bill” Flood, cus- 
tomer relations. 

Question: You say PMs have step- 
ped up your disposer sales. Just 
how does the system work? 
Benedict: The serviceman is 
trained in salesmanship. For each 
disposer he sells on the job, he gets 
$5.00. Other items are also tagged 
PM, and the serviceman gets a per- 
centage on these sales too. 
Question: But doesn’t it take more 
than just a $5.00 bonus to sell a dis- 
poser? 

Hermann: That’s correct, it takes 
salesmanship. All servicemen at- 
tend monthly sales meetings, just 
as if they were inside salesmen. A 


few months ago a manufacturer 
gave a disposer demonstration dur- 
ing one of these meetings. A couple 
of months before that we all went 
out to the plant to see how the unit 
is made. 

Quetsion: Do you credit service- 
men with most of the disposer 
sales? 

Flood: Yes, we do. A disposer pros- 
pect usually comes to us in one of 
two ways. Either the prospect drops 
into our showroom or we're called 
out on a job to figure remodeling 
or to tear out an old kitchen waste 
line. Waste line replacement calls 
are signals for our servicemen to 
brush up on their sales techinque. 
Question: How does it work, this 
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converting servicemen into dual- 
purpose people? . 
Benedict: Well, I guess Pasadena is 
a lot like other parts of the nation. 
A great many lead waste lines are 
wearing out now. The lines were 
installed too high for disposer in- 
stallation, but when we replace 
them we rough-in automatically 
for disposer height. And our serv- 
ice men, trained as salesmen, are 
on the spot, plugging away after 
that disposer sale. 
Question: Where does the service- 
man first enter the salesmanship 
picture? 
Flood: The moment he enters the 
customer’s house he’s a salesman as 
(Please turn to top of next page) 

















(Continued from preceding pages) 
well as a repairman. He hands the 
housewife a dish scraper that has 
our name imprinted. There’s also 
a disposer sales message, a kind of 
reminder, on the other side. The 
service man also tells the house- 
wife that she ought to consider in- 
stallation of a disposer as long as 
the old sink piping is being torn 
out. 

Hermann: I think perhaps we skip- 
ped over another important lead. 
Many areas around Pasadena are 
getting rid of cesspools and are 
hooking up to the city sewer sys- 
tem. These people are all disposer 
prospects, every one of them. 
Flood: We also forgot to mention 
how we forewarn the serviceman 
about the prospect. Each customer 
has a card in our filing system, and 
servicemen are responsible for do- 
ing a little sleuthing while on a call. 
They’re supposed to tell us what 
kind of plumbing the customer has, 
make and serial number of the 
water heater, whether the custom- 
er has a dishwasher, disposer, etc. 
All this information goes on the 
customer’s card. Right now we’ve 
got 2000 of these cards. 

Hermann: Let me interrupt here to 
illustrate how these files build cus- 
tomer relations—and help sell dis- 
posers. Suppose that a Mrs. H. 
Jones calls. Most shops would ask 
Mrs. Jones for her full name, her 
street address and a volley of ques- 
tions about her home’s various ap- 
pliances. We don’t! We answer 
straight off, “Oh yes, Mrs. Jones. 
Let’s see, that’s Mrs. H. Jones, 7000 
Oak street. As I remember, you’ve 
got a disposer and dishwasher, 
which we sold you last December.” 
Mrs. Jones is flattered to think that 
we remember her, and know so 
much about her home. She knows 
that she’s only one of thousands of 
customers and that she _ hasn’t 
phoned us for nearly a year, yet we 
remember our last call, and her 
home. She doesn’t know of course 
that we’ve quickly turned to our 
file and are reading off information 
brought in by our serviceman. 


Every Phone Call is Considered 
a Disposer Lead 

Benedict: Suppose another hypo- 
thetical Mrs. Jones calls to tell us 
that her sink waste line is leaking. 


We check her card and discover, 
perhaps, that she doesn’t have a 
food waste disposer. Right there 
we may say, “While our service- 
man is out there, why not let him 
talk to you about a disposer?” 
Flood: When you send a service- 
man-salesman out, you can’t go 
wrong. At any rate, when we dis- 
cover that Mrs. Jones doesn’t have 
a disposer, we make a note of the 
fact on the job card which our 
serviceman takes with him. 
Hermann: And when you tell that 
to one of our salesmen-servicemen, 
he immediately sees a big $5.00 PM. 
Flood: Yes, a PM—an incentive to 
make the sale at the same time he’s 
going about his servicing routine. 
Question: Have you found it tough 
to train servicemen? 


Here's the Answer to the 
Question, "Are Journeymen 
Hard to Train?" 


Flood: No tougher than training 
anyone else. A few balk at this 
salesmanship idea, but everybody 
likes to make an extra $5.00. Be- 
sides, we select our servicemen 
now with salesmanship in mind. 
We're out for personable young 
men who know their journeyman’s 
trade and who can also be taught 
to sell. 

Benedict: We help the serviceman 
all along the way. We send out 
disposer stuffers in our monthly 
mailings. We hold servicemen’s 
classes. And instead of carrying 
one disposer line, we carry four. 
Question: Why four lines? 
Benedict: That allows us to sell al- 
most any kind of a job, including 
commercial, no matter how the 
drains are arranged and no matter 
what height they are. Besides, we 
find that housewives have definite 
brand preferences. 

Flood: We also give them a package 
deal, including electrical work, tile 
work and carpentry—the whole 
works. When we estimate an in- 
stallation, it’s all inclusive, and 
guaranteed by us for one-year, 
whether the manufacturer guaran- 
tees or not. 

Question: How else do you help 
your servicemen earn their PMs? 
Hermann: We have a floor model 
disposer with transparent piping 
and drains, which demonstrates to 
the housewife exactly how various 
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foods are ground up. 

Benedict: We don’t just teach serv- 
icemen how to sell, we go into great 
detail to place before him all in- 
formation about disposers. That’s 
because the first thing a housewife 
asks is “Will such-and-such go into 
my disposer?” 

Flood: It isn’t enough that a sales- 
man-serviceman know the me- 
chanical workings and specifica- 
tions of a disposer. He has to know 
all the answers to all the questions 
which the average housewife wants 
to know about the disposer. And 
you'd be surprised at the notions 
some housewives have. 

Benedict: Our servicemen tell the 
housewife the truth, that 98 per- 
cent, not 100 percent of all foods 
are proper for a disposer. He warns 
against such fibrous garbage as 
dried corn husks (not corn cobs, 
for they’re OK), artichokes, old 
celery husks and the like. We don’t 
try to oversell the disposer. 
Question: Do you ever combine 
these sales meetings we’ve discus- 
sed to include both floor salesmen 
and servicemen? 

Benedict: Yes, quite often. We 
think it makes for better intra- 
company relations. 

Flood: Almost forgot another im- 
portant point. Many of our sales- 
men and servicemen have disposers 
in their own homes. Makes a good 
talking point when a serviceman 
can say, “I’ve got one at home and 
it works fine.” 


Women's Habits are a Sales 
Factor Not to be Overlooked 


Benedict: Our servicemen are also 
trained in the working habits of 
women. You'll never find one of 
our servicemen walking in and in- 
stalling a disposer where he thinks 
the housewife should have it. He 
specifically asks her first. This is 
important, because often a cus- 
tomer doesn’t think to suggest a 
side—until after a unit is in, and 
then it’s too late. 

Question: Then you’re all agreed 
that PMs are a serviceman’s prime 
incentive for turning salesman on 
the job? 

Benedict: That’s right. After they 
get a few sales under their belts 
they like it. More merchandisers 
should turn to PMs—to make 
every serviceman a salesman. 
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What to say toa 
water softener prospect 





TELL THEM cash savings on soap and fabrics in a 
home with a Myers Softener is as much as $92 a 
year. Just as important, there’s no gummy gray 
hard water curd (which is a fine culture for 
breeding dangerous germs) on clothes, dishes or 


glassware. Clothes wash, snow-white too! infections. 





SHOW THEM an actual sample of replaced pipe so 
they can see what hard water scale does to plumb- 
ing. Explain that in a hard water home a family 
of four spends $19 a year more for plumbing 
repairs and fuel to heat pipes caked with scale. 


Myers ‘‘Autorinse”’ is semi-automatically regenerated. . 
Myers “‘Hydrochief"’ is same as ‘‘Autorinse"’ except for man- . 
ually operated regenerating valve. Both offer 44% greater 
softening capacity than any comparable make. 


It’s profitable to sell softeners as a basic appliance. 
Get in on the ground floor with Myers — write for 
complete trade information. 










THE F. E. MYERS & BRO. CO. 
249 Orange St., Ashland, Ohio 
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TELL THEM face, hands and hair are soft, smooth 
and beautiful after being washed in soft water. 
With hard water it’s hard to work up a lather and 
the sticky soap curd doesn’t rinse off. It clogs 
delicate skin pores—can and does cause skin 
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Integrated sales and promotion programs can help domestic engineering dealers 
obtain more dishwasher customers similar to the one above. 
on these pages were taken from national contests, and are designed to aid 
dealers take advantage of the trend toward consumer acceptance of dishwashers. 


Greatest Emancipator 


Since 19tt Amendment 


That’s what American women are calling 


the automatic dishwasher. With these sales 


points, you can do your part in freeing more 


women from kitchen slavery in 1952 


HEN women were given 
the right to vote, they 
hailed it as a “Great 


Emancipation.” Today the auto- 
matic dishwasher is being given the 
same type of acclaim by house- 
wives throughout the country. 
Significant is the fact that, al- 
though relatively new, the dish- 
washer is being sold at the rate of 
four and five a week by many do- 
mestic engineering dealers. This 


exemplifies the growing trend to- 
ward consumer acceptance of dish- 
washers. 

In several recent sales contests 
(Domestic ENGINEERING’s All-In- 
dustry Merchandising Contest and 
Youngstown Kitchen’s Dishwasher 
Contest) hundreds of dealers sub- 
mitted their best merchandising 
ideas for dishwashers. At the right 
and on following pages is a sum- 
mation of the best of these ideas: 
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The sales pointers 





LOCATING PROSPECTS 


Store Traffic 


Two major facts were brought 
out in connection with locating 
prospects. First, too many dealers 
and salesmen apparently depend 
upon store traffic to get prospects. 
Second, there are untold numbers 
of prospects who can be located by 
more aggressive methods. 

The successful store salesman 
attempted to demonstrate the dish- 
washer to everyone who came into 
the store, including the store per- 
sonnel, the suppliers of goods and 
services purchased by the store, 
and people who came into the store 
to shop for some other product. 

High on the list of prospect- 
securing activities was inviting 
groups of women to the store for 
mass demonstration and, if neces- 
sary, paying women’s organizations 
so much a head for members who 
attended. 

A few salesmen reported success 
in inviting home owners to bring 
dinner dishes to the store to be 
washed in a dishwasher. 


House-To-House Canvassing 


Well up on the list of prospect- 
getting activities was the good old- 
fashioned method of ringing door- 
bells. Probably the most time-con- 
serving method of doing this, ac- 
cording to the contest winners, is 
to canvass areas immediately sur- 
rounding homes where dishwashers 
have been installed. The primary 
purpose of the canvass is to invite 
the prospect down to the store to 
see a demonstration. Wherever pos- 
sible in this neighborhood canvass- 
ing, dealers obtained not only the 
name of the person who owned a 
dishwasher but also a testimonial 
letter. 

House-to-house calls were made 
more productive where the 
salesman succeeded in obtaining 
the names of possible prospects 
from users. In some cases gifts were 
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awarded the users when dishwash- 
er sales were consummated. 

House calls were also effective in 
neighborhoods with homes 10 to 15 
years old. These people were ap- 
proached with the idea of modern- 
izing their kitchens. Some salesmen 
watched for TV antennas as an in- 
dication of prospective customers. 
They used this as a means of sell- 
ing prospects on the idea of more 
time to watch television. 


Checking Established Lists 


A little ingenuity and extra effort 
paid off for many salesmen who 
went to the trouble of checking lists 
of people whom they considered 
‘logical prospects. Some checked 
builder permit lists, thereby secur- 
ing names of new home builders. 
Along the same line, others secured 
Dodge Reports for new construc- 
tion. Real estate agents were con- 
tacted in some cases for names of 
those buying old homes. Several 
salesmen reported excellent results 
by obtaining names of people with 
soap allergies from skin specialists. 

Several sales resulted from the 
work of one salesman who checked 
the society pages of his local news- 
paper for names of people who did 
a great deal of entertaining. He dis- 
covered such people to be far above 
average prospects. 

Journeyman plumbers were an- 
other source of leads. In several in- 
stances, journeymen were paid for 
leads that resulted in sales. In other 
cases journeymen furnished valu- 
able information and suggestions 
on prospects’ kitchens that they had 
recently worked in. Sources such 
as electric company meter readers, 
service and home personnel were 
also used to some advantage. 

Dealers who participated in cook- 
ing schools used the registration 
lists from these schools to locate 
prospects. 





Other Sources 
A multitude of methods of locat- 





ing prospects were used by the en- / bor- and time-saving features. One 


trants. Here are some of the most 
frequently mentioned: 


1. Names of influential persons | 


(like doctors or lawyers) from 
the telephone directory. 


2. Direct mail. One mentioned 
that he alternated mailings to 


Mr. and Mrs. 


3. Contacting customers who 
have purchased major appli- 
ances. 


4. Names from registrations at 
county fairs, home _ shows, 
cooking schools, etc. 


5. Names and addresses of new 
mothers (obtained from hos- 
pitals). 


PROSPECT FOLLOW-UP 


[ Following through with a minia- 
ture model kitchen demonstration 
at the prospects’s home after a store 
demonstration of the dishwasher 
| enabled the salesmen to give the 
prospect a visual idea of how the 
dishwasher would look in the home. 
This approach also gave the sales- 
ies an opportunity to discuss re- 
modelling or other changes that 
could be easily incorporated into 

he present kitchen. 

~ Leads resulting from radio spots 
and local and national advertising 
were also followed up with good re- 





the miniatures invaluable in such 
instances. 

The same tactics were used with 
names secured from registrations at 
farm and home shows, cooking 
schools, social gatherings, etc. 

. Some stores resorted to direct 
\mail once they thought a customer 
showed sufficient interest. 


sults in many cases. Salesmen “rh 


SELLING THE AUTOMATIC 





DISHWASHER IDEA 


in selling dishwashers was the la- 


b The greatest appeal used by far 
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salesman compared the dishwasher 
to the clothes washer, but added 
this note: You can always save time 
| washing clothes by sending them 


| out, but you can’t get rid of dishes 
the same way. In conjunction with 


| this same appeal, many stressed the 


appearance of the housewife. No 
more red dishpan hands—save 
money on lotion—save money hav- 
ing hair done (because the dish- 
washer reduces moisture in the air) 
—stay younger looking longer. 

In selling dishwashers, the ma- 
jority of salesmen discovered that 
the hygienic cleanliness angle ap- 
parently received the most favor- 
able response. One salesman sold 
to a doctor and dentist and in all 
future prospect approaches used 
the angle that Doctor so-and-so 
and Dentist so-and-so each had a 
dishwasher. 

Other standard appeals effective-) 
ly used by salesmen were: speed o 
cycle, water savings and mechani- 
cal simplicity. ~ 

Also stressed was the beauty and 
modern appearance. Some sales- 
men used an egotistical angle such 
as: “You can be the first in the 
neighborhood to own one.” 


TYPES OF DEMONSTRATION 


Here mention was made of actu- | 
ally washing dishes for the pros- | 
pect. This was done by having 
prospects bring their dirty dishes | 
into the store. One salesman, after 
looking at a burned skillet, used to 
fry steaks, was frankly dubious. 
But the dishwasher did an excel- | 
lent job on it and the dishes. . . 
and he sold the prospect. 

Several installed dishwasher units 
in the home on a free trial basis. 
After the trial they usually made a 
sale. 

In stores where a working model 
was not installed, salesmen who 

(Please turn to top of page 126) 




















Tested Sales Ideas for Automatic Dishwashers 


(Continued from page 125) 
owned a dishwasher invited the 
prospect to their homes for a dem- 
onstration. One installation was 
made in a small restaurant in a 
conspicuous spot, while another 
dealer demonstrated at a farm 
show where he registered pros- 
pects. 

Demonstration after installation 
paid off in several cases by build- 
ing additional sales. The salesmen 
in these instances took advantage 
of the time necessary to show the 
housewife how the unit operates by 
asking her to invite friends in for 
the demonstration. 

“In store demonstrations, many 
prospects were sold after being 
convincingly shown how the dish- 
washer would remove lipstick from 
glasses, rice from dishes, oatmeal 
from baby plates, egg yolk from 
dishes, and a number of other usu- 
ally hard-to-remove foodstuffs 
_and stains. 


SALES RESISTANCE AND 


OVERCOMING IT 





For prospects who considered a 
dishwasher a luxury, the salesmen 
used these points: first, actual 
comparison against the price of a 
clothes washer, refrigerator or 
ange; then an actual breakdown 
of the time saved with a dishwash- 
er, showing how many weeks of 
vacation time each year could be 
gained with an automatic dish- 
washer. They also stressed easy 
credit terms and economy of opera- 
tion. 

One ingenious salesman, at a 
demonstration, asked the group 
what objections they had to auto- 
matic dishwashing. After accumu- 
lating a variety of reasons he made 
no oral sales approach, but instead 
gave an actual demonstration of the 
dishwasher. This resulted in three 
immediate sales and three excel- 
lent prospects. 

Several entrants offered, if the 
customer bought a dishwasher, to 
place free ads in the local papers 
offering the customer’s old sink for 
sale. This eliminated the cus- 
tomer’s fear of not being able to 
sell the old sink. 


CLOSING THE SALE 


One dealer emphasized the time- 
and labor-saving features by point- 
ing out that he and his wife can 
entertain as many as eight guests, 
and only 15 minutes after the 
guests leave, the dishes are in the 
dishwasher and can be forgotten. 
Others used the clothes washer, 
ironer and dryer as examples of 
how the home is now automatic... 
so why not make it completely 
automatic with a dishwasher. Somé 
used specific appeals to the indi-+ 
vidual prospect, such as hygienic 
cleanliness for the doctor’s wife; 
capacity and baby bottles for the 
young mother; and the saving of 
the cost of domestic help, work and 
step-saving to the invalid or semi-| 
invalid. Another point stressed was 
the fact that kitchens can be bought 
in separate units, so if the customer 


cannot afford a complete kitchen , / owners’ homes, 


now, he can always buy units later 
to complete her kitchen. : 

Then, too, the prospect was told | 
how the housewife can secure free- 
dom from an endless task and 
greasy dirty dishes for less than 
50¢ per day, or the cost of a pack of| 
cigarettes daily, figured over a ten-/ 
year period. 


USING THE USER 


Some salesmen arranged with 
housewives who had _ purchased 
dishwashers to conduct demonstra- 
tions in their homes. In one case, 
arrangements were made with a 
cooking utensil salesman to actu- 
ally conduct a cooking class at a 
club meeting. After the class, the 
dishes were washed in a dishwash- 
er. This resulted in several sales. 

Another idea was to have a talk 
with a customer after she had used 
her dishwasher for some time. The 
customer was asked, “What influ- 
enced you to buy?” These points 
were used as sales clinchers on fu- 
ture sales. 

In one case where a dishwasher 
was installed, the salesman paid for 
the plumbing on the condition that 
the customer allow him to bring 
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prospects into the home for demon- 
strations. 

Many found it advantageous to 
offer the housewife with a dish- 
washer a free gift or cash for every 
one of her friends who bought a 
dishwasher. 


TYPES OF GROUP 


DEMONSTRATION 





Store demonstrations were pre- 
dominant. This was done by invit- 
ing groups to hold their meetings 
in the store or to hold an open 
house at the store and play it up 
through local advertising. Refresh- 
ments were usually served at such 
meetings. However, salesmen found 
that demonstrations at card parties, 
church functions and social meet- 
ings also produced good prospects. 

One salesman has developed a 
method of demonstrating that hand 


| dishwashing is not completely sani- 


tary. At group demonstrations in 
he requires each 
visiting lady to bring an old dish 
rag as price of admission. He ob- 
tains from a pharmaceutical sup- 
ply house 2% in. Petri-Plates that 
cost him about six-tenths of a cent 
each. These plates are sterilized by 
cooking them in a 250 deg. oven 
for ten minutes. 

Then nutrient agar solution is 
prepared with distilled water in a 
double boiler as per instructions on 
the bottle. He places some nutrient 
agar produced by the Difco Labor- 
atories in Detroit in each of these 
plates—one to each attendant. He 
then moistens the dish rag and 
squeezes a few drops of the water 
into the plate into which some nu- 
trient agar has been put. He tells 
the visitors to take the plates home 
and put them on the mantel for a 
day or two. A very unappetizing 
mold soon begins to grow in the 
agar on the plate, and thus he dem- 
cnstrates the germ-carrying possi- 
bilities of even a so-called “clean 
dish rag” and the value of washing 
dishes in water hotter than the 
hands can stand. 

Again, though, the housewife 
with a dishwasher played a promi- 
nent part in demonstrations. Sales- 
men indicated that these owners 


(Please turn to top of page 128) 
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AT HOME IN 


p | 
aundry.room>: “STUBBY”’ has 


20 gallon capacity with 
exceptional heat recovery 
(31 gallons per hour) 


Easy-to-clean, durable, spark- 
ling Dupont Dulux finish 


Grayson Unitrol Jr. Control 
assures safe and thrifty auto- 
matic performance 


Instant finger-tip temperature 
adjustment 


Amazing one-piece Banjo 
Burner equalizes heat distri- 
bution 


Lifetime Fiberglas insulation 


~ 


A.G.A. approved ... also a 
5 Year Republic Warranty 





HEATER CORPORATION 


2231 RANDOLPH ST. e HUNTINGTON PARK, CALIFORNIA 








Tested Sales Ideas 


(Continued from page 126) 


were more than willing to co- 
operate, whether they were offered 
gifts or not. 


UNUSUAL WAYS TO 
DRAMATIZE FEATURES 


An effective method used by one 
salesman was to rub his teeth with 
a toothbrush and then offer it to 
the customer to use. When the cus- 
tomer refused, the salesman ex- 
plained that this was practically 
the same thing that occurred when 
all the dishes were wiped with the 
same dish towel. 


APPEALS MOST EFFECTIVE 
WITH HUSBANDS 


C* “Here, the salesmen believed that 
the points most effective in talking 
}to husbands were (1) mechanica: 
‘simplicity and (2) easy accessibility 
for servicing. 

One salesman, while driving 
along after work one night, hap- 
pened to glance in a window and 
saw the husband doing dishes. The 
salesman stopped and sold him a 
dishwasher. Some discovered that 
the prospects’ wives were ill, and 
sold the idea of lessening the wife’s 
work. This was true in another case 
when the wife was ill and the hus- 
band had to do all the housework. 
The point also was made that the 
automatic dishwasher would re- 
duce the irritability of the house- 
wife and make her more pleasant 
and cheerful. 

Quite a number of mentions were 
made of the fact that customers 
coming into the store were partly 
presold by national advertising. 

Many enterprising salesmen 
stressed the fact that they were 
available day or night to service or 
otherwise-help with any questions 
the customer had. They followed 
through on-this by taping business 
cards, with office and home phone 
number, on the installed unit. 

“More women should be selling 
dishwashers,” was one comment. 
This person believed that the femi- 
nine customer was more inclined 
to believe a woman. 














Above: Newly elected officers of the Steel Kitchen Cabinet Manufacturer's Assn. include, 
from left to right: F. F. Duggan, vice president, M. M. Miller, president, and Arthur J. 
Tuscany, executive secretary and treasurer. 


Cabinet Makers Laud Trend To 
Complete Kitchen Merchandising 


WE ARE delighted to note the growing trend among plumbing 

contractors to get into appliance merchandising—particularly 
in the complete kitchen field. The plumbing contractor has unques- 
tioned entree to the home, which, if properly exploited along with 
his ability to install and service, is a big aid to sales.” 

So stated F. F. Duggan, vice president of the Steel Kitchen Cabi- 
net Manufacturer’s Assn. in an exclusive interview with Domestic 
ENGINEERING editors during the association’s first annual meeting 
last month in Cleveland. Mr. Duggan is also general sales manager 
of the American Central Division of Aveo Manufacturing Corpora- 
tion, one of the 19 founding members of the new association. 

In describing the objectives of the new association, Mr. Duggan 
said: “The completing of the organization is the outgrowth of 
industry meetings inaugurated in February of this year. More and 
more, kitchen cabinet people are convinced that a national trade 
association founded along the lines of other successful groups offers 
outstanding possibilities to serve the customers of the industry as 
well as the manufacturers and distributors.” 

M. M. Miller, president of Miller Metal Products, Inc., Baltimore, 
and president of the association, told Domestic ENGINEERING that 
initial committees to be appointed as the next step in organization 
will include: Sales Promotional, Standard and Simplification, Trade 
Statistics, Packaging, Transportation and Traffic. The entire Board 
of Directors serves as a Committee on Government Relations. 

Members of the Board, in addition to the president and vice 
president of the association, include: Thomas W. Hardy, Murray 
Corporation of America; Harry S. Lawrence, Capitol Kitchens; 
Robert A. MacNeille, St. Charles Manufacturing Company; 
Charles A. Morrow, Mullins Manufacturing Corporation; C. S. 
Motter, Morton Manufacturing Company, and F. E. O’Connor, 
Geneva Modern Kitchens, Inc. 
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Wy MAGNESIUM RODS 


mean Bigger Water Heater Sales for You! 











Reason I 


Magnesium rods add 


years of life to your 
water heater 












Reason 2 


Magnesium rods are 
your protection against 
leaky tanks due to 
corrosion 








Reason 3 


Magnesium rods offer 
inexpensive insurance 
against premature wafer 
heater failure due 

to corrosion. 





Here’s a wonderful opportunity for 
you fo offer your customers more for their money. And you know 
that means more satisfied customers —bigger sales for you. 


This cored magnesium rod developed by The Dow 
Chemical Company is the simple—the economical 
answer to destructive corrosion in domestic water 
heaters. When properly installed in the water 
heater storage tank, the expendable rod absorbs 
the brunt of the corrosive attack instead of the tank. 
It guards against rust and leaks in tanks due to 
corrosion—gives cleaner, purer water. Standard 
galvanized tanks are practically free from corro- 
sion after years of service. 


rods. Better contact your manufacturer today. 


THE DOW CHEMICAL COMPANY 
Magnesium Department ¢ Midland, Michigan 


New York « Boston « Philadelphia e Atlanta e Cleveland « net e Chicago 
St. Louis « Houston ¢ San Francisco « Los Angeles © Seattle 
Dow Chemical of Canada, Limited, Toronto, Canada 


With the simple, inexpensive protection, the 
customer can also take full advantage of the 
finer features in premium quality automatic 
water heaters with the assurance of longer tank 
life. That's why foremost manufacturers are 





equipping their water heaters with magnesium 
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Try this... 


SALES CLOSER 
On Your Male Prospects 


It works 9 out of 10 times, says Herman Moser 
of Philadelphia, when the job is to close the 


sale with the cost-conscious man of the house 


ESPITE many opinions to the 

contrary, it’s usually the man 
who pays! And E. Herman Moser, 
domestic engineering dealer from 
Philadelphia, takes full advantage 
of the fact to help build his appli- 
ance volume. Since many husbands 
have a habit of automatically veto- 
ing their wives’ suggestion for a 
new appliance, “because they can’t 
afford it,” the Quaker City retailer 
has worked out a_ psychological 
sales pitch that has proved a 


natural for closing direct mail leads, 








or any lead where the lady of 
the house has become interested. 

“On cold-canvass calls our sales- 
men always try to contact the wife 
first. They are usually successful 
in ‘selling’ her but sometimes they 
do not make a sale because the hus- 
band has to be consulted—and that’s 
right where many a sale bogs down 
and that’s where I come in with 
my ‘closer’, says Moser. 

“When my salesmen run up 
against this problem, I usually 
make the final try. It seems to be 
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“VIL make the first payment myself,” says 
E. Herman Moser, as he is about to clinch 
a dishwasher sale. Using a persuasive yet 
amusing sales pitch, he shows customers 
how tips by the husband for services ren- 
dered by the wife can be used as a painless 
way to buy new appliances for the home. 


good psychology to have the ‘boss’ 
call on the customer. I usually call 
in the evening or whenever the 
salesman tells me the man of the 
house will be expecting me. I make 
my call the same as any sales- 
man and promote the appliance in 
which the prospect has shown an 
interest. My only ‘prop’ is a pocket 
full of change.” 

In fact, the congenial Phila- 
delphia retailer is humorously re- 
ferred to as “Cash-Register Moser” 
among his dealer friends. But it is 
all part of the act—and here’s how 
it works: 

“The wife has usually spoken to 
her husband about the appliance 
in mind so that when I call he 
knows what the sales presentation 
is about. I then wait for my cue, 
which is when the husband in- 
evitably says, I think its swell, but 
I can’t afford to buy it right now. 
That’s when I start my closing 
drive.” 

As Mr. Moser usually has the 

(Please turn to top of page 132) 
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Here’s good news! This year American 
Kitchens is stepping up its continual pro- 
gram of hard-hitting promotions at dealer- 
consumer level. And, after all, that’s where 
sales are made; that’s where the pay-off 
comes. That’s where you come in! 
>» ‘boss’ During this 20th anniversary in the 
i eal! kitchen business, American Kitchens 
y dealers can look forward to a regular series 
er the of ‘‘bell-ringing”’ sales and traffic-building 
of the promotions. And remember, these promo- 
tions are proven...they are promotions 
make that work, that help dealers increase profits. 
sales- American Kitchens offer dealers many 
other advantages: The highest markup in 
the appliance field. Large unit sales. No 
wn an trade-ins. Sales training. Heavy adver- 
pocket tising. FHA financing of 10% down, 3 
years to pay. 

; This year ring the bell with American 
Phila- Kitchens. Tie into promotions that really 
sly re- work—to a line with advantages that pay 

off! Mail coupon at right. 
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Features that Build Sales 





k t Women like the high quality, the beautiful 
en to , styling and easy-cleaning features of Amer- 
sliance . y ‘ ican Kitchens. That's why they're easy-to- 
sil he sell, your top profit line! 
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Rounded drawer inte- 
riors ... easy to clean. 
Seamless—no cracks 
to catch dirt! 


Contour counters curve 
Out, toe space set back 
for close-up working 
comfort 


No dirt-catching han- 
dles on doors or 
drawers, Edges round- 
ed for easy cleaning! 


Faucet mounted on 
backsplash. No ledge 
to catch dirt. The bowl 
is 15% larger, 
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Sales Closer 


(Continued from page 130) 
couple in the kitchen where they 
discuss the range or refrigerator or 
whatever appliance it may be, they 
are usually seated around the 
kitchen table looking over litera- 
ture and pictures of the appliance. 
Mr. Moser then asks the husband, 
“How often do you eat out dur- 
ing working days?” In many cases 
the answer is a few times a week 
and in others the entire week. 

“Do you ever leave a tip under 
the plate,” asks Mr. Moser, and 
with that he slips some loose 
change under a plate that he places 
on the center of the table, “equal to 
what I have there?” The answer 
is always yes, maybe even more. 

“Well if you will take this tip 
money and place it in your side 
pocket or in a bank, do you know 
that it will pay for the range that 
your wife intends to buy?” says 
Mr. Moser to the husband; then 
continuing: “Tell me, did you ever 
tip your wife for a good meal?” 

The husband looks surprised and 
says no. “Well don’t you think that 
she’s worth tipping. Certainly her 
meals are as good as those which 
you eat out and I’m sure that her 
service to you is just as pleasing. 
How about you making a habit of 
leaving a tip under your plate; do 
you think that this is too much to 
do?” 

Amused, the husband looks at his 
wife and asks if she would want to 
be tipped. Mr. Moser picks up from 
here and says to the woman, “I’m 
going to give you a bank. All I 
want you to do is deposit the tip 
money that your husband leaves to 
pay for the range. Can you do 
that?” 

By now the entire conversation 
has reached an amusing stage and 
the husband doesn’t think in terms 
of dollars, but in the cents that he 
leaves for tips. If the woman has 
a small bank of some kind around 
the house, Mr. Moser inserts a few 
coins telling her that he is giving 
her a start. If no bank is avail- 
able, he acquires one at a nearby 
store and gives it to the customer 
as a present. 

“IT can truly say that I close nine 
out of every ten prospects for 
appliances this way,” he says, “and 


have overcome many objections 
that it costs too much to buy. The 
point is, that when I call on a 
prospect, the woman has already 
been sold by the salesman, and all 
I have to do is sell the man of the 
house. With the wife on my side 
and my overcoming his objections 
to high payments, a sale can usually 
be closed.” 

Of course there are other circum- 
stances, such as men who cus- 
tomarily carry a lunch pail. To 
them Mr. Moser asks if they make 
additional food purchases, which is 
usually the case, and depending 
upon the appliance in which the 
customer is interested, he asks if it’s 
worth having a new range that will 
give them a better-cooked meal or 
a new refrigerator that will chill 
certain foods so that they hold up 
better in his lunch pail. Its up to 
Moser to make the presentation to 


fit the situation and he usually 
has it all worked out! 

If a customer is interested in a 
clothes washer or a diswasher, the 
sales presentation takes another 
course of action. The husband is 
asked if he’s pleased with the way 
his shirts are currently done or if 
he sends them out. In the former 
case, telling him a better wash 
makes a cleaner shirt and makes 
finishing easier for his wife is a sell- 
ing feature and if the husband 
sends his shirts out, he is told that 
the money he saves on soft shirts, 
along with the dress shirts will 
pay for the washer. The husband 
is asked how many soft shirts he 
wears a week; during the warmer 
months it may be one every day 
and during the fall, two or three 
a day. By putting down a quarter 
for every shirt finished on the out- 
(Please turn to center of page 219) 


E. Herman Moser attracts customers by using his showroom window to emphasize 
the fact that he sells plumbing, heating and appliances. Once a customer is in- 


side, he is sold appliances on the “Moser Small Change Plan.” 
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(See article). 
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PRACTICAL WAY 10 SLASH OVERHEAD 


Successful plumbers know that their profits are greatly 
increased by economies effected in their truck operation. 


They have found that their Dodge trucks help keep 
overhead down, because they’re ‘“Job-Rated”’ for thrifty, 
dependable plumbing service. 


A Dodge truck high-compression engine, for example, 
is a money-saver from the word ‘‘go’”’! Such features as 
lightweight, aluminum-alloy pistons, chrome-plated top 
piston rings, and positive-pressure lubrication system 
combine to assure savings in gas, oil, and upkeep costs 
—plus long, trouble-free engine life! 





What’s more, chair-height seats are one of many 
reasons why these trucks are so comfortablé to ride in. 
And shorter turning diameters help make them amaz- 
ingly easy to steer and maneuver. 


You can get g¥rol Fluid Drive, too! This Dodge exclu- 
sive—the proved fluid coupling between engine and 
clutch— gives extra-smooth performance, makes driving 
easier, cuts upkeep costs, and lengthens truck life. It is 
available on 14-, 34-, 1-ton and Route-Van models. 


Ask your Dodge dealer to tell you more about how a 
Dodge ‘‘.Job-Rated” truck will help slash your overhead. 
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for beauty of design has been 
added to Whirlpool’s exclusive 


combination of features. 














... its beauty is surpassed only by its performance. 


Remember, Whirlpool is the home laundry line that 
creates “‘over-the-back-fence”’ selling for you. 


WHIRLPOOL CORPORATION 
For Over 50 Years. Manufacturers of the World's Finest Home Laundry Equipment 
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IT BROKE SALES RECORDS IN 1949; 
IT'LL BE A SENSATION THIS YEAR! 


Your egHloun hilehens 
NEW 1952 SPRING SPECIAL 

































Yes, a Youngstown Kitchens 54” Special Cabinet 
Sink like this . . . and at the same price . . . broke 
sales records in 1949. Now, in today’s higher-priced 
market, the new 1952 Spring Special is an even 
greater bargain! 








This tremendous saving for your prospects can 
make 1952 your big profit year! Just look at it! 
A giant, 54” Youngstown Kitchens Cabinet Sink 
in sturdy steel with selling features galore . . . at 
a low, low, 1949 price that opens up new market 
possibilities! 

Get the facts now! Only a limited number of these 
Cabinet Sinks will be available. Write, wire or phone 
your Youngstown Kitchens distributor today! 


BACKED BY NATIONAL ADVERTISING, HARD-SELLING 
PROMOTIONAL MATERIAL! 
National advertising, direct-mail material, tie-in mats, display 


pieces, posters, and other promotional material will help make 
this one of your biggest sales in Youngstown Kitchens history! 


~ ay 


MULLINS MANUFACTURING CORPORATION 


WARREN, OHIO 
A Youngstown Kitchens are sold throughout the World 
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Patented Snap Action 
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Problems . . . or Opportunities? * 
(Continued from bottom of page 83) A 
fore, sell appliances on the basis of value delivered of t 
—such as convenience, utility, beauty and pride of that 
ownership—without resorting to the use of price moc 
as sales bait. virt 
The dealer who seeks to obtain a profitable D 
volume by the price-cutting technique builds on the 
quicksand. Sooner or later he’ll go under—be- “ave 
cause cabinets, sinks, automatic dishwashers, food tinu 
waste disposers and other modern appliances are may 
permanent additions to the value of the home; they witk 
are rarely subject to impulse buying, and con- oute 
sequently require high-caliber salesmanship. The W 
dealer who plans to stay in the appliance business we | 
will, therefore, build on the rock of expert sales- ing 
manship. He will make full use of the opportun- AA 
ities provided by factory sales training and by edi- be s 
torial features such as the one beginning on page wha 
102 this issue, entitled “How a Salesman Is Made;” enol 
he will generate promotional ideas of his own, as batt 
well as take advantage of those offered by manu- to g 
facturers and wholesale dstributors; he will read He'l 
magazine articles which illustrate the successful appl 
promotional programs of other contractors. He Mrs. 
will, in fact, find it unnecessary to resort to Te 
price-slashing tactics and can sit back and wait to over 
take over the markets his cut-rate competitor is to pc 
eventually forced to abandon—because he priced ten I 
himself out of business. wea 
and | 
Material Shortages year 
Problem: Possible shortages of some materials, busi1 
particularly plumbing brass, could result in con- It 
tractors being unable to take over certain jobs that Perh 
might otherwise to available to them. shou 
Opportunity: The impending brass shortage, rials 
outlined on page 89, is the sparkplug of a new Th 
all-industry program to focus official Washington they 
attention on the essentiality of plumbing and heat- actio 
ing to the nation’s defense effort—which could 
very likely result in a more realistic allocation of 
copper to brass goods manufacturers. Precedent Bran 
established here would stand the industry in good Lec 
stead in making appeals for increased allotments hag : 
of other scarce materials. med ‘ 
otel 
Consumer Resistance Pm 
Problem: High taxes, high prices and general Bord 
economic uncertainity have contributed to an un- 
deniable reluctance on the part of Mr. and Mrs. Line: 
Average American to part with their money. Jan 
Opportunity: Despite the slowdown in con- Cleve 
sumer spending, statistics prove that the market Elect: 
is there—with particular emphasis on plumbing, — 
heating and appliances! For the first time in this ey 
country’s history, there are more homeowners Cee, 
than tenants. Fifty-five percent of the nation’s 40 Snel, 
million plus homes are occupied by homeowners. |) | 
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That’s an 11 percent gain over 1940—and it’s still 
going up. Plenty of new customers every day! 

And let’s not overlook the fact that 80 percent 
of the existing homes are over 30 years old—and 
that means old plumbing, old heating systems, out- 
moded appliances badly needing replacement. A 
virtually untapped market for modernization sales! 

Disregarding the staid statistics for a moment, 
the fact remains that Mr. and Mrs. AA are indeed 
“average Americans,” and as such they are con- 
tinually seeking an improved way of life. They 
may not talk so much anymore about “keeping up 
with the Jones’,” but they still don’t like to be 
outdated. 

What’s the answer then? The opportunity lies, 
we think, in more aggressive and intensified sell- 
ing tactics at the consumer level. Mr. and Mrs. 
AA aren’t going off the deep end. They need to 
be sold! The dealer who can show them exactly 
what comfort their money can buy and create 
enough desire on their part will have half the 
battle won. He’ll recognize the need for a return 
to good, sound, “old-fashioned” selling tactics. 
He’ll drag them off the shelf, brush them up a bit, 
apply vigorously in the right places—and Mr. and 
Mrs. Average American will fall in line! 

To those who might feel the above analysis is an 
oversimplification of serious problems, we hasten 
to point out that the opportunities listed were writ- | 
ten by contractors who have, up to now at least, | 
weathered the storm of hectic business conditions, | 
and who find themselves in a stronger position, at 
year’s end—measured by the. strength of their | 
business, than at the beginning of the year. | 

It is our belief that 1952 can be a good year. | 
Perhaps not a record breaker, but our industry 
should do all right provided it can get the mate- 
rials to do the job. 

Those who go into action can only get hurt if | 
they permit 1952 to trip them; if they don’t go into 
action, they may get hurt falling off their chairs. 


Brand Re-Elected to LPGA Post 


Lee A. Brand, vice president, Empire Stove Co., 
was re-elected chairman of the National Committee 
for LP-Gas Promotion at a meeting recently in the 
Hotel Jefferson, St. Louis. 

Ernest Fannin, president, Fannin’s Gas and Equip- 
ment Co., was named vice chairman and Robert E. 
Borden was re-elected secretary. 


Lincoln Heads NEMA 

James F. Lincoln, head of The Lincoln Electric Co., 
Cleveland, was elected 22nd president of the National 
Electrical Manufacturers Assn., at the association’s 
annual meeting in Atlantic City. 

Named as vice presidents at the 25th annual meet- | 
ing to the association were: Arthur A. Berard, J. W. | 
Corey, J. H. Jewell, Alan F. Sheldon and Hoyt Post 
Steele. { 
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WATER HEATERS 































with a top selling 
double feature in 
GAS... 


ay Exclusive Mushroom 


Burner operates automati- 
cally. Ninety-six side ports 
heat water faster but cannot 
clog. This burner gives re- 
markable recovery with maxi- 
mum economy. 





ult in Condensation 
Sump in the floor pan of 
the heater catches all moist 
ure. No water escapes 
to the floor. This feature 
makes Continental the 
perfect “housebroken 


gas water heater 


Continental Gas Water Heaters are designed for 


beauty, reliability and economy. Architects, 


builders and home-owners applaud Continental s 


yle feature value. Sold through leading 


GLADIATOR 


NATIONAL STEEL CONSTRUCTION CO. 
500 MYRTLE STREET, SEATTLE 8, WASHINGTON 
301 WATER STREET, LOGANSPORT, INDIANA 


CONTINENTAL WATER HEATER CO. 


1801 PASADENA AVE LOS ANGELES 31, CALE 
A MANUFA OIL FIRED WATER HEATERS «© RANGE BOILERS 
Ty Riese Se WATER STORAGE TANKS 





HYDRO PNEUMATIC 




















What Lines Are Available : 


Manufacturer: The Taylor Corpo- 
ration, Alliance, Ohio. 

Products: Clothes dryers, washing 
machines. 

Distributed: Nationally. 

To Get Line: Write directly to the 
manufacturer. 

Product Features: The Taylor auto- 


matic clothes dryer blows a warm 





breeze over the clothes and has a 
built-in germicidal lamp that leaves 
clothes with a fresh odor. The dryer 
plugs in regular socket and germicidal 
lamp turns off when doors are opened. 





Manufacturer: Kresky Mfg. Co., 
Inc., 2nd & H Sts., Petaluma, Calif. 

Products: Oil burning equipment. 

Distributed: Nationally, through in- 
dependent distributors. 

To Get Line: Write directly to the 
manufacturer. 

Product Features: Both gravity and 
booster fan type floor furnace units 
are offered in four size units. The 
“Pet” and “Economy” units are avail- 
able in flat floor register or dual regis- 
ter and are the gravity type. The 
“Evenheat” unit has a Btu output of 
72,800 and is equipped with all con- 
trols. A 10 in. booster gravity fan is 


furnished with all models, 





Manufacturer: Major Appliance Di- 
vision, General Electric Company, 
Bridgeport 2, Conn. 

Products: Home laundry equip- 
ment. 

Distributed: Nationally. 

To Get Line: Write directly to the 
manufacturer. 

Product Features: The new fully 
automatic washing machine has an 
instant stop and start control, water- 
saving small load control and a lighted 
interior. The unit is a top-loading 
free-standing machine with agitator 
action. Once started, it will auto- 
matically wash, double rinse, and 
spin-dry a load of clothes and then 
shut itself off. 


Manufacturer: Payne Furnace Di- 
vision, 801 Royal Oaks Ave., Mon- 
rovia, Calif. 

Products: Panelair wall heater, 
forced air furnaces, Superflo floor 
furnace. 

Distributed: Nationally and region- 
ally; Southeast, Southwest, North 
Central, South Central, Rocky Moun- 
tain, Pacific Coast. 

Major Dealer Requirements: Finan- 
cial stability, sales organization, size 
and wealth of area. 

To Get Line: Write directly to the 
manufacturer. 

‘Product Features: Panelair wall 
heater spreads a blanket of warmth at 
floor level through twin blowers. 
Adaptable to any floor plan: can be 
placed against wall, in a corner, or 
recessed in a wall. Two models: ffPa 
with single blower speed and 55,000 
Btu input; 60PA with two-speed 
blowers and 60,000 Btu input rates. 





Manufacturer: Prentiss Wabers 
Products Co., Wisconsin Rapids, Wis. 

Products: Gas and Electric Ranges. 

Distributed: Nationally, through 
combination of direct-franchise deal- 
ers and independent distributors. 

Major Dealer Requirements: Finan- 
cial stability, sales organization, ad- 
vertising support, excellence of store. 

To Get Line: Contact manufacturer 
directly. 

Product Features: Preway electric 
range offers one-piece, acid resistant 
top, diagonal truss frame construction, 
a one-piece welded sealed oven with 








removable oven and broiler units for 


quick and easy cleaning, automatic 
oven light, automatic timer and clock 


and appliance outlet. 





Manufacturer: Armstrong Products 
Corp., Huntington, W. Va. 

Products: Gas space heaters. 

Distributed: Nationally, through in- 
dependent distributors. 

Major Dealer Requirements: Finan- 
cial stability, sales organization, ad- 
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vertising support. 

To Get Line: Write directly to the 
manufacturer. 

Product Features: Series 900-V 
vented circulators have rounded lines, 
are fully vented and are equipped 
with side access door for convenient 
operation of valve and pilot. Body is 
finished in rich brown porcelain 
enamel. 





Manufacturer: Duo-Therm Div. 
Motor Wheel Corporation, Mount 
Hope at Washington, Lansing, Mich. 

Products: Oil and gas home heaters 





and water heaters. 

Disttibuted: Nationally, through in- 
dependent distributors. 

Major Dealer Requirements: Finan- 
cial stability, sales organization, ad- 
vertising support, service organiza- 
tion. 

To Get Line: Write directly to the 
manufacturer or contact the nearest 
distributor. 

Product Features: Fuel oil water 
heaters have an exclusive dual cham- 
ber burner and “flame in the flue” 
feature. The dual chamber burner 
provides both low and high fire effi- 
ciency. The “flame in the flue” pro- 
vides heat at many points simultane- 
ously, lengthwise as well as across 


the bottom. 





Manufacturer: Hotpoint, Inc., 5600 
W. Taylor St., Chicago 44. 

Products: Kitchen ranges, grilles, 
broilers. 

Distributed: Nationally. 

To Get Line: Write directly to the 
manufacturer. 

Product Features: Electric ranges 
have lighted pushbutton controls for 
surface units and ovens, including a 
clock-type oven times as well as a 
matching automatic time measure. 
The ranges are equipped with interior 
lights, two appliance outlets on the 
control panel, two large storage 
drawers and four surface units. 

(Please turn to top of page 140) 
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... made to meet your demands 


for INCREASED 
heater BUSINESS 








' to the 
900-V 
1d lines, With years of Investigate the WILSHIRE ake 
quipped proven quality and dependabil- Line for your complete satisfac- * 
venient ity engineered into the entire tion. WILSHIRE Standard Model 
—, be WILSHIRE line it is with pride Heaters are available in eleven 
that SOUTHERN HEATER CoR- sizes... 20, 30, 40, 50, 55, 
PORATION presents to you a 55HR, 75HT, 75, 75HR, 100 
heater fine that meets up with and I00HR gallon capacities. 
Div the very demands you would Finished in clean, sanitary 
oo make were you to set the re- baked-on enamel. 
Mich. quirements for increased heater Order from your Jobber Today! 
amine sales for 1952. 
m— GUARANTEE—— 
Ain # r rn So sure are we of the superior job g 
well done by our WILSHIRE spe- 
cialists that WILSHIRE Heaters are 






















































backed by 1, 5, and 10 year (pro- g 
: CORPORATION rated) factory guarantees . . . the —— 
most generous in the country. 
: 133 €. PALMER AVE., COMPTON, CALIF. 
ugh in- 
Cher FIRED 
seer HERE S$! 
10, ad (Tf 1S: mike EQUIPMENT 
saline THE COMPLETE LINE FOR ALLG@d NEEDS 
ga TH E N Ew forced Air ond Gravity Circulators, Rediant Heaters, sow Heaters and Fan Type Unit 
Heaters, 68 Years of progressive advancement has developed 
to the it (} [} a R li gy = ah enaseeil or pdemegue nod pa Raha | eee 
nearest 4 
| water Automatic 
cham- 
e fue Electric 
burner 
re efi WATER SOFTENER 
ultane- @ Flicka switch—for complete, auto- 
across matic regeneration. Stylewise, Qualitywise and Pricewise 
© Sealed electric power unit—elim- The PEERLESS Line Is Best for Every 
inates field service and adjustment. Heating Requirement —For Small 
© igh capacty—210,000 to 420,000 sortable beet 
grains weekly if desired. Motor Courts, Stores, Offices, Shops 
5 0600 © Fully guaronteed—10 yeor wor- ature and prices today 
ranty on softener—1 year war- 
grilles, ranty on electrical parts. 
© Triple-acting: softens—removes 
iron—filters sediment. 
to the © Easily installed—plugs into any 
110-115v A.C. outlet. 
ranges © Remote control optional, extra cost. 
ols for WRITE FOR DETAILS AND PRICES 
ding a 
l as a ans 
easure. ‘iad CErTE: 
interior TEUREEee! 
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storage WATER EQUIPMENT COMPANY, WEST CHICAGO. tht 
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What Lines Are Available? 


(Continued from page 138) 


Manufacturer: Ironrite, Inc., 332 
Cass Ave., Mount Clemens, Mich. 

Products: Automatic Ironers. 

Distributed: Nationally through in- 
dependent distributors. 

Major Dealer Requirement: Sales 
organization. 

To Get Line: Contact nearest dis- 
tributor. 

Product Features: “Strate-Coil” 
heating element is embedded in heavy 
cast iron shoe for even heat distribu- 
tion. Improved selective thermostatic 
heat control permits setting to vary- 
ing heats according to material to be 
ironed. Roll is open at both ends, has 
oilless bearing supports, and is special- 
ly padded. Adjustable feather-touch 





knee controls are fully automatic, 
leaving both hands free at all times. 
A constant 200 pound pressure is 
maintained. 





Manufacturer: Electromode Corpo- 
ration, 45 Crouch St., Rochester 3, 
N.Y. 

Products: Electrical heaters. 

Distributed: Nationally. 

To Get Line: Write directly to the 
manufacturer. 

Product Features: The Electromode 
Automatic wall-type bathroom heat- 
er has a new grille that directs heat 











down to the living zone. The unit re- 
quires no floor space and is installed 
as an electrical outlet. A_ built-in 
thermostat may be set to any temper- 
ature within an operating range of 
55 to 85 deg. 


Manufacturer: American Gas Ma- 
chine Co., Albert Lea, Minn. 

Products: Oil and gas heaters, gas 
conversion burners, gas and oil fur- 
naces, gas water heaters. 

Distributed: Nationally, through in- 
dependent distributors. 

Major Dealer Requirements: Finan- 
cial stability, sales organization, ad- 
vertising support. 

To Get Line: Write directly to the 
manufacturer or contact the nearest 
distributor. 

Product Features: Scotsman gas 
heaters have a_ built-in automatic 
pressure regulator, pilot filter and 
valve, main burner valve and gradu- 
ated control valve with safety catch. 
A precision-formed ribbon type burn- 
er has ports to eliminate “popping” or 
“flash-back”. A floor level blower 
provides forced-air warmth. An auto- 
matic draft diverter minimizes heat 
waste. 





Manufacturer: Horton Mfg. Co., 
Fort Wayne, Ind. 

Products: Automatic Washers, Iron- 
ers, Dryers, Wringer Washers. 

Distributed: Nationally through in- 
dependent distributors. 

Major Dealer Requirement: Sales 
organization. 

To Get Line: Contact manufacturer 
directly. 

Product Features: A big massive 
visual wringer with 21 in. rolls is 
automatically self-adjusting to any 


4 


(ass 


ecient 


Fig 
oy 


ee 

¢ ie 
thickness of clothes. Exclusive dou- 
ble-wall (thermo) tub keeps water hot 
longer. Deadening insulation gives 
quieter operation. Agitator has 220 
deg stroke—90 strokes per minute—for 
best washing action. Three-vane one- 
piece aluminum agitator is easily re- 
moved for cleaning. Automatic timer 
can be set from 1 to 30-minutes. 





Manufacturer: Siegler Enamel 
Range Co., Wilson Ave., Centralia, Ill. 

Products: Oil and gas home heaters. 

Distributed: Nationally, on a direct- 
franchise basis or through independ- 
ent distributors. 

Major Dealer Requirements: Sales 
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organization, financial stability, en- 
thusiasm for heater selling. 

To Get Line: Write directly to the 
manufacturer. 

Product Features: Model sizes range 
from 3 to 7 room (55,000 to 82,500 
Btu) or 3 to 6 room (45,000 to 75,000 


Btu). 








Manufacturer: One Minute Wash- 
er Co., Kellogg, Iowa. 

Products: Washers. 

Distributed: Nationally on direct- 
franchise basis and through independ- 
ent distribuiors. 

Major Dealer Requirements: Finan- 
cial stability, sales organization, ad- 
vertising support, service organization, 
and reputation in community. 

To Get Line: Contact manufacturer 
directly. 

Product Features: Streamlined 
wringer has pressure selector and in- 
stant safety release. Corrugated tub 
sides give greater washing efficiency. 
Turtle-neck tub design prevents 
splashing, and tub is rubber mounted 
for quiet operation. 





Manufacturer: Evans Products Com- 
pany, Plymouth, Mich. 

Products: Oil and gas space heat- 
ers, floor furnaces and water heaters. 

Distributed: Nationally, through in- 
dependent distributors. 

Major Dealer Requirements: Horse- 
sense. 

To Get Line: Write directly to the 
manufacturer or contact the nearest 
distributor. 

Product Features: Home heater 
(Model 161D) offers floor level heat, 





low boy styling, generous heat, trans- 
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fer surfaces. The unit has an output 
of 60,000 Btu. 





Manufacturer: Fairbanks Morse & 
Co. 

Products: Washers and Ironers, wa- 
ter systems, water heaters. 

Distributed: Nationally, on a direct- 
franchise basis. 

Major Dealer Requirements: Repu- 
tation in community service organiza- 
tion, financial stability, sales organ- 
ization. 

To Get Line: Write directly to the 
manufacturer. 

Product Features: Fairbanks-Morse 
submersible, self-priming deep well 
pump is water-cooled, water-lubri- 
cated and may be installed below the 
water level. Delivers high capacities 
at settings in excess of 70 ft with well 
diameters 4 in. and larger. Unit raises 
water through service line, requires 
no suction line and expends no horse- 
power in turning long shafts raising 
lengths of rod or cycling water through 
jets. 





Manufacturer: Air Controls, Inc., 
Div. of The Cleveland Heater Co., 
2310 Superior Ave., Cleveland .14, 

Products: Cooling fans. 

Distributed: Nationally. 

To Get Line: Write directly to the 
manufacturer. 

Product Features: The “Casaire” is 
a 14 by 16 in. portable window fan 





for steel casement windows. Installed 
by sliding the hanger bar in place 
and plugging in a nine-foot exten- 
sion cord. The fan has a three-way 
switch and is cushioned with Neo- 
prene to reduce noise. The rear grille 
is a safety feature. Offered in green 
and white to harmonize with furnish- 
ings. 





Manufacturer: Coroaire Heater Cor- 
poration, Cleveland. 

Products: Coroaire Model 85G con- 
sole type heater. 

Distributed: Nationally, on a direct- 
franchise basis through independent 
distributors. 

Major Dealer Requirements: Sales 
oganization, financial stability, repu- 
tation in community, advertising sup- 


port, excellence of store, size and 
wealth of ocmmunity, entree to home. 

To Get Line: Write directly to the 
manufacturer. 

Product Features: Model 85G heater 
has a patented cast iron Venturi tube 
heat exchanger through which air is 
circulated by a deep pitch, slow speed, 
air conditioning type fan. Has a 
capacity of 85,000 Btu. 





Manufacturer: The Barton Corp., 
West Bend, Wis. 

Products: Washing Machines, 
Clothes Dryers, Cabinet Ironers. 

Distributed: Nationally on direct- 
franchise basis and through independ- 
ent distributors. 

Major Dealer Requirements: Finan- 
cial stability and sales organization. 

To Get Line: Contact manufacturer 
directly. 

Product Features: At the touch of a 
lever, operator can select proper 
washing speed for any fabric—or the 





best wringing speed. Giant capacity— 
washes 10 Ibs. of dry clothes. Remov- 
able bowl compartment gently wash- 
es small dainty articles separately. 
Sealed-in-oil provides exceptionally 
quiet operation. 





Manufacturer: Miller Metal Prod- 
ucts, Inc., Baltimore 30, Md. 

Products: Metal Kitchen Cabinets. 

Distributed: Nationally on direct- 
franchise basis or through independent 
distributors. 

Major Dealer Requirements: Finan- 
cial stability, sales organization and 
service organization. 

To Get Line: Contact manufacturer. 

Product Features: Beautycraft cabi- 
nets are “Curv-line” styled for fin- 
ished appearance. Doors and drawer- 
heads are welded and polished to 
make smooth, rounded corners that are 
completely sealed. Cannot catch 
clothing. Tubular construction gives 
added strength. Fully concealed auto- 
type hinges make graceful styling. 
Concealed ventilation is provided 
through louvred sink fronts. Sub-base 
styling of lower cabinets is recessed 
for toe space. 





Manufacturer: Estate Stove Co., 
Hamilton, Ohio. 
Products: Gas and Electric Ranges 
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and Heatrolas. 

Distributed: Nationally through in- 
dependent distributors. 

Major Dealer Requirements: Sales 
organization and advertising support. 

To Get Line: Contact manufacturer 
or nearest distributor. 

Product Features: Estate units fea- 








ture four-area cooking:—Bar-B-Kew- 
er for broiling, toasting and barbe- 
quing; air-flow oven for baking and 
roasting; hide-away Grid-all for grill- 
ing, griddle baking and broiling; top 
burners for pan frying, deep frying, 
braising, simmering, boiling. 





Manufacturer: Hotpoint, Inc., 5600 
W. Taylor St., Chicago 44. 

Product: Automatic dishwasher. 

Distributed: Nationally on a direct 
franchise basis or through independent 
distributors. 

To Get Line: Write directly to the 
manufacturer. 

Product Features: A larger dish and 
silverware capacity plus a new center 
baffle for improved washing action 
and a revised water inlet system are 
features of the new front opening, dial 
control unit. Engineering improve- 





ments of this dishwasher include auto- 
matic regulation of washing, rinsing 
and electric drying cycles, a remov- 
able silverware basket, overhead spray 
and a new washing action that pre- 
vents glasses from spotting. The new 
water inlet system of the unit is de- 
signed to reduce installation costs and 
meet all plumbing and sanitary codes. 
































What's Ahead for '52 


(Continued from bottom of page 89) 


is tight, but is considered by the 
Board to be in a state of maldis- 
tribution, with vast improvement 
on the horizon as the typically keen 
American production ingenuity as- 
serts itself. Given even the status 
quo, it is believed that much can be 
accomplished in stretching the ma- 
terials allotted—again with the in- 
genuity which typifies the efficient 
plumbing and heating manufac- 
turer. Redesigning equipment and 
using substitutes for copper, steel, 
aluminum and other metals in short 
supply is increasingly being done. 

Copper can be stretched by use of 
brass plating or cast iron. To save 
aluminum, plastic is being substi- 
tuted in some items. Enameled, 
plated and even stainless clad car- 
bon steels conserve alloys when 
used in place of stainless steel. 
Brass plate can be put on steels for 
specialized uses. Leaner alloys 
can sometimes be _ substituted. 
Boron, a comparatively plentiful 
alloying material, is expected to be 
used widely as a substitute for 
scarce nickel, chromium and mo- 
lybdenum. It can be used suc- 
cessfully in shafts, gears, bearings 
and various related parts. 

It is noted that some manufac- 
turers complain that certain speci- 
fications for military products are 
too rigid or outmoded and result in 
wasted manhours and excessive use 
of critical materials, and in this 
case the Board believes that manu- 
facturers with such experiences 
should inform the N.P.A. adminis- 
trator in Washington for correction 
of this situation with the military 
agency concerned. 


Substitutes Will Help 


The Board believes that the 
stretching of materials and use of 
substitute materials will help the 
plumbing and heating industry to 
increase output beyond what ma- 
terials allotments would indicate. 
It is pointed out that one manufac- 
turer has made great savings in 
use of his controlled materials 
through ingeniously using 80 al- 
ternate materials in his .manufac- 
turing process. The company is 
planning to introduce 40 more 


alternates which will conserve still 
more scarce minerals and metals 
and will increase substantially the 
output of its end products. 

Granting that the plumbing and 
heating industry in 1952 might be 
able to get more materials than now 
generally anticipated and reflecting 
the Board’s anticipation that the 
armament program will not move 
along as fast as now planned, big- 
ger cuts of the materials pie seem 
possible through natural curtail- 
ment of consumer durables pro- 
duction. The development of great- 
er materials-producing capacity 
and the potential benefits from 
stretching controlled materials and 
using substitutes, as well as the 
considered favorable _ essentiality 
basis for appeals by the plumbing 
and heating industry, raises the 
question of labor adequacy for 
1952. 


What About Labor? 


Actual armament production gets 
the top essentiality rating for 
skilled labor, and there could well 
be some weaning away of such 
labor from the plumbing and heat- 
ing industry, even though most of 
these companies also have military 
contracts. Concensus is that heavy 
defense industries, by offering 
higher wages, are gradually strip- 
ping the lighter industries of 
skilled manpower. Some big plants, 
for example, are hiring away blue- 
print men and making them tool 
designers. 

Despite a number of layoffs 
throughout the éountry, largely as 
a result of decreased consumer 
buying and consumer durables 
production cuts, there are many 
very tight spots. One indication of 
the extent to which the nation has 
dipped into its pool of unemployed 
during the high economic activity 
of 1951 is the sharp drop in un- 
employment rates for workers in 
the ‘heavy industry occupation 
groups. Unemployment rates for 
skilled craftsmen have fallen from 
6.9 percent last year to 2.2 per- 
cent now; for semi-skilled work- 
ers from 7.8 percent to 4.2 percent, 
and for unskilled from 14.3 percent 
to 4.8 percent. 

While most members of the 
Board look for a fairly tight labor 
situation in 1952, some are confi- 
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dent that the labor supply will be 
ample for the high production con- 
templated under the Wilson Plan. 
That plan calls for industrial ex- 
pansion to the point where national 
production will be able to provide 
for both civilian and defense needs. 

Plumbing and heating manu- 
facturers are considered to be in a 
better position than the average 
heavy industry since they can 
logically absorb workers from the 
declining automotive and related 
consumers durable goods industries. 
Competition for competent work- 
ers, however, is expected by the 
Board to be keen, and an ample 
supply of every type of worker is 
by no means assured. 

All things considered, the Board 
foresees a substantial output of 
plumbing and heating equipment 
in 1952. Question then remains as 
to the ability and willingness of the 
many potential buyers to actually 
purchase this equipment. It is ob- 
served in this connection that 
financial condition of American 
business has never been stronger. 
The current net working capital 
position (current assets in excess 
of current liabilities) approximates 
$80,000,000,000, which is about 
three times that of pre-World War 
II days. 


The Public Has the Money 


Moreover, not only has lending 
at attractive rates been easy, but, 
reflecting the bull market in bonds 
and stocks, sales of new corporate 
securities have recently been at 
record highs. Financing expansion 
is easier too now; the Government 
permits defense-type plants largely 
to be charged off in only five years, 
to encourage private industry to 
enlarge capacity. In World War II 
the Government financed most of 
the expansion; now private indus- 
try is doing it. 

The public, too, has the where- 
withal to buy—both from current 
income and from higher savings. 
As an indication of the buying 
power available for both the new 
market and the modernization mar- 
ket for plumbing and _ heating 
equipment, people’s total savings 
now exceed $200,000,000,000, in- 
cluding currency and bank deposits, 
other liquid assets in savings and 

(Please turn to top of page 208) 
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PERMAGLAS 





stand Foremost 


in water heater SALES PROMOTION 


A.O.Smith provides unqualified leadership for its dealers 

as merchandisers in their communities. Everything that you, 
as a dealer, can use to identify yourself with A. O. Smith 
and Permaglas water heaters is available . . . PLUS 
demonstration kits which no other water heater manufacturer 
can furnish. 


Just as Permaglas is First and Foremost in national 

advertising and in water heater value, it is First and Foremost ! 
in sales promotion. Permaglas offers everything to 

A. O. Smith dealers in one package: . 
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1. Identification materials 














2. Attention-compelling Displays 











3. Direct-mail, radio, TV and. newspaper advertising 








4. Convincing demonstration materials that “ring the | 
bell” with prospects 


5. Liberal cooperative merchandising plan. 
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AUTOMATIC WATER HEATERS 





SALES: Boston 16 « Chicago 4 + Dallas 2 + Denver 2 
Houston 2 « Los Angeles 12 «+ Midland 5, Texas A.0.Smuith 
Milwaukee 2 « NewYork 17 «+ Philadelphia 3 gests 
Pittsburgh 19 + Seattle! + Washington 6, D.C. ale. 
SERVICE: Chicago 17 «+ Dallas 1 «+ Los Angeles 12 
Union, N.J. « International Division: Milwaukee 1 

Licensee in Canada: John Inglis Co., Ltd. 
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complete information on 
A. O. Smith profitunities in your 
area, mail the coupon... today! 


b+ @ 60.8 6,0 6-2 8 64 Bw. €..6¢ 02 8 € ee @ @ 6 € 8 


A. O. Smith Corporation 
Water Heater Division, Dept. DE-152, Kankakee, Illinois 


Without obligation, please send me complete infor- 
mation on Permaglas Water Heater and Registered 
Retailer Profitunities in my area. 


Name 





Firm 
Address 
City. Zone State 
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Use of Nesbitt model U reveals intelligent planning and good taste 


When you step into one of today's modern, well designed offices, 
step a little nearer for a close-up view of the NESBITT CONVECTOR. 


For more and more planners are ‘closing the gap”’ between their smart new ideas 














and the tell-tale dating of old fashioned radiators , 
by specifying NESBITT MODEL U CONVECTORS as the medium of heating. 
NESBITT CONVECTORS are completely satisfying in both design and efficiency. 





They are light in weight, fully assembled, and easy to install, 


| and they deliver the uniform comfort synonymous with convection heating. 
To homes and apartments, add offices and commercial installations | 


when you think of NESBITT CONVECTORS. Send for Publication 262. 
Manufactured by John J. Nesbitt, Inc., Philadelphia 36, Pa. 


ARE SOLD EXCLUSIVELY 
%% E- Sy 24 ij T T THROUGH PLUMBING AND 
HEATING WHOLESALERS 
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Here is another product with high sales 





potential that fits into the story of|‘‘lux- 





urious living’’ used by many dedlers 


taste 





! ODAY, with some segments of our industry 
suffering from highly-saturated markets, 
labor shortages and restricted materials, it is 


4) refreshing to learn of a product whose sales poten- 
tial is not hampered to any great extent by these 
oppressive conditions. Such a product is the in- 
cinerator. 

During the past few years this industry has confused with light weight equipment more prop- 
made significant strides in improving both the erly termed trash or waste burners. Inciner- 
performance and the merchandising potential of ators, gas, oil or electrically fired, come in many 
its products. No longer is the incinerator some- shapes and sizes, but all are capable of complete 
thing to be hidden in an alley—a source of smoke incineration, that is the reduction of combusti- 
and wind-blown ash; on the contrary, the in- bles to minute quantities of fine white ash of 
cinerator has gone into the home, and can now negligible water content, and with no heavy 
be found along side of the water heater, the home smoke. Trash or waste burners, having rela- 
laundry and the deep freezer. tively low-temperature fires, do not incinerate, 

meny Home incinerators, however, should not be (Please turn to top of page 147) 
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See your distributor or write 


ERFEX 


CONTROLS YOU CAN TRUST 
PERFEX CORPORATION, MILWAUKEE, WISCONSIN 
In Canada, Perfex Controls Ltd., Guelph, Toronto 1 
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The Case for Incinerators 
(Continued from bottom of page 145) 


and the ash, present in large quantities, is char- 
acteristically black (containing unburned car- 
bon), and the smoke offensive and heavy. 

Equipment available, approved by the Ameri- 
can Gas Association, for home incineration comes 
in several different forms. One unit is lined with 
masonry, has air cooled walls, and uses two 
burners for ignition: pilot ignition for automatic 
ignition of small charges or dry wastes, a time- 
o-stat to automatically ignite the main burner, 
consume the wastes and shut down. (This 
packaged unit is exclusively distributed through 
the plumbing and heating contractor.) 

A second unit uses a steel lined firing chamber 
and also features automatic ignition of wastes 
by a variable timer. A third unit uses a small 
main burner which dries, and overnight burns 
all waste charges in a metal firing chamber. A 
fourth unit has a steel chamber divided into two 
chambers. Ignition of yesterday’s wastes in the 
one chamber dries and conditions tomorrow’s 
charge for future disposal. 

In this type of equipment, the distinguishing 
points to look for are: Will the unit operate at 
sufficiently high temperatures to burn odorlessly, 
consuming the soot and smoke too (i.e., will it 
incinerate); is it well built to stand up under 
high temperature operation; is it properly in- 
sulated so that it can, with’ impunity, be placed 
in the home in the basement or utility room? 
Although, as indicated earlier in this discussion, 
several different fuels are used, this article will 
deal exclusively with gas-fired units. 

The incinerator is simple in operation. Wastes 
are charged into the unit, and gas heat is used 
to dry these wastes and to heat them to ignition 
temperatures. The ignited wastes then burn to 
completion leaving a small residuum of ash. Every 
couple of days the ash upon the grates is dumped 
into the ash pit or pan (if supplied). Ash pans 
will hold as much as a month’s ash. 

Brick-lined Incinerators Hold Heat 

Brick-lined incinerators hold the heat within 
the unit at the start up of operation so that high 
temperatures, at which odorless burning occurs, 
are quickly obtained. When a blast of heat is 
automatically blown into such a unit, combustion 
occurs immediately. Trash, garbage (dry or 
moist), pet cage papers, paper diapers, plastic 
non-returnable beverage bottles, home shop 
wastes, anything that will burn is quickly con- 
sumed. 

Potentially, there is a very large market for 
domestic incinerators. In small homes, the mar- 
ket saturation is barely % percent, and for ex- 





ploitation it awaits only a thorough selling job. 
People are living more graciously, more effort- 
lessly today, and incineration quite naturally 
appeals to them. Like the television market, the 
incinerator market is largely independent of home 
price. Better homes are naturally an easier 
market to sell, but not exclusively so. The lower 
and middle income segments of the public have 
shown a definite tendency to “buy up” on items 
similar to the incinerator; and because these 
groups usually have larger families (and thus 
more trash and garbage) they constitute an ex- 
cellent market. 

Present installations have barely scratched the 
surface of this potentially large market. Many 
communities, in which this lucrative market has 
been largely overlooked, are so thinly sold that 
the domestic engineering dealer will be hard put 
to find a unit he can use as a reference or demon- 
stration. 

For his initial installations, one of the most 
readily accessible markets for the domestic en- 
gineering dealer would be the commercial area 
in which his store is located. A brief walk down 
the alleys of such a neighborhood will reveal 
many firms having difficult trash disposal prob- 
lems which could be easily solved by the installa- 
tion of a small three bushel home incinerator. 

Shoe shops, drug stores, lunch rooms, drive- 
ins, clinics, kennels, banks and many other neigh- 

(Please turn to top of page 200) 


Market Saturation 


The incinerator market as a whole is a 
virgin market, and the small percentages 
of saturation shown in the right hand column 
should be read as the large potential sales 
volume which a good selling job will yield. 


DOMESTIC 

Market Percen tage 
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INDUSTRIAL 
Veterinary clinics (kennels) .......... 1 
Tubercular hospital wards ............ 6 
Infectious hospital wards ............ 1 
Women’s wash rooms (plants) ........ 1 
Lunch rooms (plants) ................ 1 
Confidential document burning 

(government offices) ............... 10 

Lunch room, drive-in, commercial ..... 20 
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Steel Boiler Institute Members Hear 
Forecast for ‘52 at Annual Meeting 


APPROXIMATELY 125 manufac- 
turers of steel boilers, hot water 
and steam heating accessories, 
heating and piping contractors, and 
representatives of various govern- 
mental agencies concerned with 
the heating industry met recently 
at the Shoreham Hotel, Washing- 
ton, D.C. 

The meeting was sponsored by 
the Steel Boiler Institute and pre- 
ceded the semi-annual meeting of 
this group which followed a day 
later. 

R. A. Locke, general manager 
of SBI, made arrangements for 
the meeting. Paul Addams of the 
Fitzgibbons Boiler Company was 
chairman of the opening session 
when representatives of various 
governmental agencies addressed 
the gathering. A. J. Hall of the 
Burnham Corporation was the 
chairman of the afternoon session 
on opening day. 

“The year 1952 is going to be a 
tough year for the civilian econo- 
my,” Henry H. Fowler, acting ad- 
ministrator of the National Pro- 
duction Authority, told the meet- 
ing. “The period of shortages is 


here.” 


Can Shortages Be Alleviated? 

Mr. Fowler said that shortages of 
basic raw materials can be alle- 
viated only by increased produc- 
tion and that the government is 
now engaged in a three-year pro- 
gram for the expansion of plant 
capacities. As an example of what 
this program means, Mr. Fowler 


cited the steel industry. When the 
three-year program for the ex- 
pansion of the steel industry is 
completed, the industry will have 
added as much capacity as the en- 
tire steel industry of Great Britain 
has at the present time., 

Mr. Fowler preceded his dis- 
cussion of shortages by an explana- 
tion of the underlying national 
policy for mobilization of the 
nation’s production resources. He 
said that every measure taken is 
viewed in relation to two ques- 
tions, namely, will it help this 
nation become strong and will it 
help maintain the civilian economy. 


How Materials Are Allocated 


Paul B. Holmes, assistant direc- 
tor in charge of plumbing and heat- 
ing branches, Building Materials 
Division, N.P.A., described the 
workings of the office of program 
requirements, which is responsible 
for putting together supply and re- 
quirements data. He also explained 
the organizations and functions of 
the inter-agency requirements 
committee. 

Mr. Holmes said that the office of 
program requirements has four 
major responsibilities: First, to de- 
termine the requirements for steel, 
copper and aluminum under the 
controlled materials plan for the 
military, defense-supporting areas, 
and for the civilian economy. Sec- 
ond, to determine the supplies of 
materials available to meet these 
requirements. Third, to formulate 
plans for expanding the supplies of 
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these materials so that current 
shortages will be eased as rapidly 
as possible. Fourth, to recommend 
to the chairman of the require- 
ments committee the quantities of 
steel, copper and aluminum which 
should be allocated to the military, 
PAD, Production & Marketing Ad- 
ministration, Department of Agri- 
culture and various divisions of 
N.P.A., Federal Security Agency, 
Maritime Commission and all other 
agencies which are responsible for 
dealing directly with business, 
processing the paper work and 
for putting authorizations to pro- 
cure steel, copper and aluminum in 
the hands of industry. 

Allotments of carbon steel and 
alloy steels for the steel boiler in- 
dustry in the first quarter of 1952 
will be approximately 10 percent 
above the tonnage provided in the 
last quarter of 1951, Francis E. 
McArdle, chief of the heating 
branch, told the manufacturers. 

There will be an increase of about 
two percent in aluminum and a 
gain of about eight percent for 
stainless steel. The copper situa- 
tion, Mr. McArdle declared, is very 
serious and the copper allocation 
will have to be cut by 30 percent. 


Producers Can Appeal Cuts 

No accurate figures are yet avail- 
able for the second quarter of 1952, 
Mr. McArdle explained, but added 
that it is likely that materials will 
run about 60 percent of the ton- 
nage provided during the last quar- 
ter of 1951. 

George Hoffman, consultant to 
the plumbing and heating branches, 
emphasized the problems involved 
in the distribution of critical ma- 
terials. He suggested that producers 
whose allotments have been cut to 
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the point where genuine hardships 
are created appeal to the National 
Production Authority as provided 
for in all orders and regulations. 


The N.P.A. and Congress, Mr. 
Hoffman said, are concerned about 
the problems that confront our 
economy. Opportunities for expla- 
nations and review are amply af- 
forded through the industry di- 
visions. Wherever possible, assist- 
ance or adjustments may be found. 

“Copper particularly is likely to 
remain very tight for several 
years,” Mr. Hoffman said. “I ad- 
vise al] manufacturers to find satis- 
factory substitutes for copper 
wherever possible.” 


Minimum Requirements for *52 

The importance of steel boilers 
for hospitals and schools was em- 
phasized by Joseph Kelly of the 
U.S. Public Health Service. 

“Steel Boilers rank as the No. 1 
service in a hospital. They not only 
furnish heat but also supply steam 
for the diet kitchens, for the thera- 
peutic wards and for many other 
purposes. 

“A total of 875 steel boilers are 
the minimum requirements of the 
nation’s hospitals for 1952. There 
is now a shortage of 800,000 beds 
in American hospitals. Construc- 
tion of 309 urgently needed hospi- 
tals is being deferred for lack of 
materials. The construction of 
about 1,500 schools is being held 
up,” Mr. Kelly said. 


Wider Use of Compound Cited 


Mr. Locke reviewed current 
activities of the group. He said that 
an effort is being made to obtain 
a modification of the proposed in- 
crease in freight rates. He said that 
a new boiler water compound is 
now being distributed by a large 
number of manufacturers who pro- 
vide a supply of the chemical with 
each new boiler sold. Mr. Locke 
added that a wider use of the com- 
pound is indicated in existing resi- 
dential and commercial boilers. 

L. N. Hunter of the National 
Radiator Company made a report 
for the Engineering Committee. 
Other speakers included Norman J. 
Radder, secretary of the Plumbing 
and Heating Industries Bureau. 


| 


The photo shows a portion of the nearly 700 members who attended the 38th annual 
meeting of the National Warm Air Heating and Air Conditioning Assn. in Cleveland. 


Record Turnout for Warm Air Meeting 


THE SUPPLY OF WARM AIR FURNACES will not be seriously curtailed in 
1952, although manufacturers will find it necessary to make substitu- 
tions for certain critical materials to meet the production goal of 800,000 
units. This was the consensus among manufacturers and National 
Production Authority officials who attended the 38th annual meeting of 
the National Warm Air Heating and Air Conditioning Assn. last month 
in Cleveland. The two day meeting (December 5 and 6) drew the 
largest attendance in the history of the association—nearly 700 members 
and guests, representing all branches of the industry. 

W. D. Redrup, chairman of the board of Majestic Company, Hunting- 
ton, Ind., was elected president of the association; C. B. Phillips, vice 
president in charge of sales for Surface Combustion Corp., Toledo, Ohio, 
first vice president; G. W. Denges, vice president of the Williamson 
Heater Company, Cincinnati, second vice president, and George Boed- 
dener, Cleveland, managing director. 

The association’s research work at the University of Illinois was out- 
lined by R. W. Roose, who reported the results of warm air perimeter 
heating investigations currently underway. The highlights of his report, 
along with a detailed summary of other important speeches presented 
during the convention, will be carried in forthcoming issues. 





Left: W. D. Redrup, chairman of the board of Majestic Company, Huntington, Ind., who 
was elected president of the National Warm Air Heating and Air Conditioning Assn. 
last month in Cleveland. Center: C. S. Franke, retiring president of the association. 
Right: T. 1. Byrd, chairman of the association’s Industry Emergency Committee. 
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HORIZONTAL FLOW CONTROL VALVE 


HERE'S THE valve you need for zoning hot water heat. Just 
the thing for low basements. It saves pipe, simplifies installation 
and gives more head room... especially important on long runs. 
As the illustration shows, this valve feeds straight out from the main 
and saves several inches of head room over angle type valves. 
There’s a Thrush Flow Control Valve for every need ... the line is 
complete with angle and vertical valves, with or without air tube, 
and the new horizontal space-saving valve announced here. All 
have the same time-tested operating principle and working parts. 
For easy zoning of hot water heat and assured customer satisfac- 
tion, install the complete forced circulating Thrush Flow Control Sys- 
tem. See your wholesaler today or write Department A-1. 


H. A. THRUSH AND COMPANY 


PERU, INDIANA 
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Servel offers the widest choice 
of energy source 


With the addition of oil-fired units, 
Servel now has a line of air condition- 
ing units that enable you to sell your 
prospect an air conditioner that uses 
the most economical energy source 
available. Only Servel provides you 
with air conditioning units that oper- 
ate on gas, ‘oil, LP gas, waste heat or 
steam from any source, any pressure. 








You’re ahead 4 ways when you 


,, SELL SERVEL 


, AIR CONDITIONING EQUIPMENT 


EXCLUSIVE ADVANTAGES OF SERVEL “ALL-YEAR’’ 
AIR CONDITIONING OPEN NEW SALES POSSIBILITIES 
see NEW TOP-PROFIT INSTALLATIONS TO YOU! 


Servel "no moving parts” design 
cuts maintenance cost 


Operating on the famous absorption 
principle, Servel units require no mov- 
ing parts in their cooling systems. 
They deliver quiet, continuous, vibra- 
tionless operation at peak performance 
... year after year... and, because 
there is nothing in their cooling sys- 
tems to wear out, require a minimum 
of maintenance! 














SELL SERVEL . . . the air conditioning that offers low operating costs, 
dability in home, commercial or industrial installations. 


A 








Full range of models 
to fit your entire market 


The full range of Servel air condi- 
tioning equipment enables you to 
sell every prospect from the resi- 
dental and small commercial buyers 
to the large commercial, industrial 
and military type installations. The 
25-ton Water Chiller especially opens 
up new sales opportunities in the in- 
dustrial and military field where large 
equipment is needed for cooling and 
process work. 


Sorel 


AIR CONDITIONING 
Made by the makers of the famous Servel Refrigerator 
SERVEL, INC. © Evansville 20, Indiana 





























Servels have a five year 
factory warranty 

The perfected Servel ab- 
sorption refrigeration unit 
is warranted for five full 
years! Five times as long 
as all other air condition- 
ing units having compara- 
ble capacity. 

Serveél air conditioning 
offers low operating costs, 
proven dependability, 
vibrationless operation— 
and an exclusive 5-year 
warranty. 





Servel, Iinc., Dept. DE-1, Evansville 20, Indiana 


Gentlemen: 
I’m interested in making more money selling Servel Air Condition- 


ing. Rush me additional information on the exclusive Servel sales 
and profit advantages! 
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Floor Furnaces 


Selection « Application « Installation 


e Part 2 of a Series e 


The single and dual-wall register modification of the floor 


furnace overcomes practically all of the objections raised 


in connection with the floor model and heats more uniformly 
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Fig. 4, A: A draft diverter installed in the outlet of a gas-fired 
floor furnace. Fig. 4, B: Draft regulator installed (close to 
chimney) in breeching of oil-fired floor furnace. (See article.) 


AST month’s discussion was concerned with the 
flat-register floor furnaces. In this article, the 
second of a series, a modification of the floor furnace 
which overcomes practically all of the objec- 
tions mentioned last month will be treated. This 
modification (the wall register type of floor furnace) 
involves only the grille itself, all other elements of 
the device being the same as in the flat-register 
model. The wall-register type of unit is made in 
both single and dual-register models. A cross-sec- 
tional view of a dual-register floor furnace is shown 
in Fig. 1, page 155, and a view of an installation as 
it appears in the house is shown in Fig. 2, below. 
It can be seen from these two views that the differ- 
ence between the wall-register model and the flat- 
register model consists merely in sloping the central 
or outlet section of the grille to a nearly vertical 
position and locating the furnace under a partition. 
In the case of the dual-register unit, warm air can be 
supplied to and returned from two spaces simultane- 
ously so that the need for dependence upon central 
location for good heat distribution is not as important 
as it is in the case of the flat-register type. 

Fig. 3, below, shows the hall and room arrange- 
ment with a dual-register unit installed in the parti- 
tion between living room and hall. It is apparent 

(Please turn to top of page 155) 









































L 
CTT) 


























Fig. 2: A typical dual register floor furnace installation. Slanted 
surface avoids the hazard of stepping on the heated grille. 


Fig. 3: Schematic drawing shows a dual wall register floor 
furnace installation in relation to the rooms of small house. 
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give them the comfort they 
want with automatic heat 
controlled by the PENN 


heat-anticipating thermostat 





More and more dealers are doing just that... and they are 
learning it pays off in better-satisfied customers, more sales 
and higher net profits. 




















On your next heating job, try PENN controls. Remember 

.. they are available for every type of heating system with 

every kind of fuel. Ask your burner manufacturer, whole- 

saler or write Penn Controls, Inc., Goshen, Indiana. Export 

Division: 13 E. 40th Street, New York 16, N. Y., U.S. A. 
In Canada: Penn Controls Limited, Toronto, Ontario. 
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AUTOMATIC CONTROLS 


FOR HEATING, REFRIGERATION, AIR CONDITIONING, PUMPS, AIR COMPRESSORS, ENGINES, GAS RANGES 
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O; the five million oil burners in use today, 
at least half... 24 million... are over ten years old. 
Here is your key fuel-unit replacement market for 1952! 


Webster Electric Fuel-units, whose basic design permits 
complete interchangeability on all types of oil burners, 
are your profit-building answer to this huge market. 
Their adaptability to all pressure-type burners means 
that you can do a maximum replacement business 
with a minimum of fuel-unit inventory 

and financial investment. 


Webster Electric Fuel-units have an old and honored name 
in the business. For many years they have been first 
choice of leading oil burner manufacturers. 


They are easy to sell... easy and convenient to service. 
Our Authorized Service Stations are ready 
to cooperate with dealers at all times. Ask 

your Service Station about our 
sensational new Dealer Package—its 
wide use will surprise you! 


-Timer Serviceman says— 
asy servicing, Webster 
|-units are tops!”’ 
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Floor Furnaces 
(Continued from bottom of page 152) 


that the objection to the flat-register unit, ie., 
danger of children crawling on the hot grille (dis- 
cussed last month), is largely overcome by this sub- 
stitution. An additional advantage is the direct sup- 
ply of heated air to the living room and to the hall. 
In this case the damper shown in Fig. 1 for regulat- 
ing the air flow to either face of the wall grille 
should be provided with a stop so that the living 
room side cannot be shut off completely. The de- 
sign of the damper is such that both sides in any 
case cannot be shut off. The installation shown in 
Fig. 3, page 152, also shows how a door can be instal- 
led in the framed opening between the living room 
and hall, thus improving the privacy of the plan. The 
wall-register unit also requires less floor space than 
the flat-register type. 

These advantages of the dual-wall register unit are 
offset to some degree. First, the dual register itself is 
more costly to construct. Protection to combustible 
construction in the partition in which it is installed is 
provided by air spaces on top and sides and the ad- 
ditional metal and welding necessary for this pro- 
tection add to the cost. Second, the partition framing 
constitutes an additional cost although not one of any 
great magnitude. Third, a location in a partition over 
the main girder involves the construction on each 
side of the opening of piers to support the girder. In 
place of the main girder, a masonry foundation may 
be used to reduce framing costs. In general, location 
over a girder is to be avoided because of the cost in- 
volved, although it is often the case that such a loca- 
tion is best from a heating standpoint. 

Floor furnace manufacturers usually provide lay- 
outs showing the dimensions of framed openings to 
receive the furnace but do not ordinarily show detail 
framing requirements because of the variety of load 
conditions resulting from varied positions of the fur- 
nace in the structure. 

The framing around a floor furnace is almost in 
direct contact and sometimes may actually be in 
direct contact with the outer casing. As long as the 
air flow is unobstructed and normal and the limit 
control functions properly, direct contact between the 
casing and surrounding framing does not constitute a 
hazard. The cool return air flows downward between 
the outer casing and inner shield and keeps the outer 
casing and the perimeter of the register cool. 

Some attempts have been made to connect ducts to 
the sides of the casing to return air from remote loca- 
tions. The object of these attempts has been to im- 
prove the air circulation within the house or to in- 
duce a flow of warm air into a room by drawing cool 
air from that room. 

Unless the floor furnace is specifically designed for 
such auxiliary return and unless the appropriate list- 
ing by American Gas Association or Underwriters’ 
Laboratories, Inc., permits such connections, they 
must not be used. Introduction of auxiliary return air 
into the side of the casing reduces the normal flow of 

(Please turn to top of page 204) 
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Fig. 5: Drawings show poor and good location of floor furnace. 
Short breechings are best for these avoid excessive heat loss. 
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Fig. 1: Schematic drawing of a section through dual register 
floor furnace showing air circulation and the essential parts. 

























uc-1 "Vv-1" 
Thermostot Valve 


A FINE NAME IN 
WATER HEATER 


Mumowala 


@ Long Trouble-Free 
Service Life 


@ Thermostat and Valve 
Available Separately 


© Ruggedly Built 

@ Few Parts and Easily 
Accessible 

© Built to Last 


@ Tube Lengths 
4%, 62 and 8% in. 
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In over twenty years of 
building gas controls we 
have never offered a prod- 
uct which so rapidly gained 
national acceptance. For 
Water Heater Thermostats 
on which you can DEPEND, 


specify UTILITY. 


CONTROL COMPANY 





THE UTILITY CONTROL 
——eggs, COMPANY FACTORY 








[]tility 


632 EAST 108th STREET © LOS ANGELES 59, CALIFORNIA 
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How a Salesman Is Made! 
(Continued from bottom of page 104) 


to the prospect’s complete record of previous 
employment. 

Once an application blank has been filled out, 
the dealer may check it quickly for two things: 
(1) Has the prospect currently been out of work 
for more than six weeks, and (2) has he had 
more than three jobs in the past two years? If 
the answer is “yes” to either question, then the 
answer is “no” for the man—and it’s good prac- 
tice to make this a firm rule. Statistics have 
shown that the odds are all against his being a 
good man. The dealer can still ask him a few 
routine questions and then tactfully indicate that 
his qualifications aren’t exactly suited for the job. 

If the prospect qualifies on these two questions, 
the dealer can then go on and check the applica- 
tion for other factors. Has he had the right kind 
of experience? If he is just out of school, the 
dealer must remember that a lot of training will 
be required. Has he done well on past jobs? 
How much money has he been making? Can he 
make that much on this job? Why did he leave 
the other jobs; is he just a “drifter?” 

It’s obvious that an application affords the 
dealer an opportunity to learn quite a deal about 
the prospect. Now, it would be nice if we could 
take an applicant’s word for everything he says 
he has done. Unfortunately, many people have 
a tendency to “color” their statements to give a 
favorable slant. The way around this is to use 
a “telephone check-up.” An example of a typical 
“check-up” form is given on page 104. This may 
mean that the dealer will have to ask the prospect 
to call back; it may mean a few long distance 
phone calls. But a few phone calls are cheaper 
than hiring the wrong man! 

After the dealer has had the prospect fill out 
an application form and checked it by means of 
the telephone check-up, it might seem that he is 
ready to make a decision. Actually, there’s still an 
important element to be considered. 

We’ve mentioned that appearance and surface 
characteristics have little to do with actual sales 
ability. The dealer can’t be sure he’s hiring the 
right man until he has delved below the surface; 
discovered the “inner” man. It sounds like it 
might be quite difficult to find out what a person 
is really like during an interview. However, the 
“patterned interview” is designed to do just that 
and is rapidly gaining favor among many dealers 
in the industry. Briefly stated it “weighs” answers 
and pinpoints the really important factors that 
make for success or failure on the sales job. 

Next month’s article will discuss the “pattern 
method” and tell how the contractor-dealer can 
properly evaluate all the information he has 
accumulated before making the final decision. 
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"WE HAD THE FRAME SPECIALLY BUILT TO 
SHOW OFF OUR READING COPPER TUBING!” 


Teer, of course, much of our production of long-wearing 


Reading Copper Tubing is earmarked for essential defense orders. 
But, you can count on our continued cooperation to keep you supplied 
with as much tubing for civilian use as government restrictions permit. 


READING TUBE CORPORATION 


Producers of Reading Lektroneal Copper Tubing 
and Reading 85% Grade A Red Brass Pipe 


OFFICES AND EASTERN DISTRIBUTION DEPOT: 
36-12 47th AVE., LONG ISLAND CITY, N. Y. 
WORKS: READING, PA. STillwell 6-9200 
Stocks Available at ALL Reading Distribution Depots: 


@ READING, PA. © HOUSTON, TEXAS: 1121 Rothwell St. 
© LONG ISLAND CITY, N. Y. © CHICAGO, ILL.: 724 W. 50th St. 
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Standard free-standing, 
wall-hung, semi-recessed 


and fully recessed types. 
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Heating, Cooling, and 
Air Conditioning Prod- 
ucts for Home and In- 
dustry. 


YOUNG RADIATOR COMPANY aicc: transier Products 


for Automotive and In- 


DEPT. 502-A, RACINE, WISCONSIN dustrial Applications. 


Factories at Racine, Wisconsin and Mattoon, Illinois 
Sales and Engineering Offices in All Principal Cities 
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U. S. Machine Jubilee 


The annual January Jubilee con- 
ducted by U. S. Machine Corpora- 
tion will begin January 9 with an 
open house in Lebanon. The Jubi- 
lee, bringing together customers 
and business associates of U. S. 
Machine, will continue at the 
Claypool Hotel in Indianapolis on 
the 10th and 11th. 

Mr. Herman Hickman, football 
coach at Yale University, will ap- 
pear as guest speaker on the first 
day of the sales meeting. Thursday 
afternoon at 4:00. A banquet and 
fun session is scheduled for that 
evening. 





Above: A review of the 1951 sales efforts of 
the dealer division of Walter E. Selck & Co. 


was held recently. At this meeting, a pro- 
gram for future sales promotions was planned. 


Open Standards Dept. 

With the object of improving the 
quality of hot water, steam heating, 
air conditioning and refrigeration 
installations, the Heating, Piping 
and Air Conditioning Contractors’ 
Chicago Assn. is maintaining an 
Engineering Standard Department. 
It has been the purpose of this 
department to collaborate with 
committees of the Association as 
well as cooperate with consulting 
engineers and architects in the de- 
veloping of standards with rela- 
tion to equipment, materials and 
installation practices. The depart- 
ment attempts to supply local arch- 
itects and engineers, as well as 
members of the Association with 
information as to manufacturers’ 


products and the results of scien- 
tific research and development. 


New Youngstown Promotion 

Youngstown Kitchens dealers 
will open a “New Spring Special” 
promotion February 15, featuring 
a 54-in. cabinet sink at a new 
price. The promotion, designed to 
build store traffic and assist dealers 
in small-volume months, closes 
March 31. Dealers will spark the 
promotion with sink display cards, 
window banners, mailing broad- 
sides and newspaper advertising. 
The program will reach a nation- 
wide scale through advertising in 
national magazines and_ trade 
papers. 


AGA Maps PR Plan 

The executive board of the 
American Gas Assn. has author- 
ized the appointment of a public 
relations committee to decide 
whether an industry program of 
public relations should be institut- 
ed and, if so, its nature. If it is felt 
that a program is necesary, the 
committee will decide how it 
should be financed and operated. 

Ernest R. Acker, president, Cen- 
tral Hudson Gas and Electric Co., 
Poughkeepsie, N.Y., has been ap- 
pointed chairman of the committee. 
Members include: F. M. Banks, 
president, Southern California Gas 
Co.; F. D. Campbell, president, 
New England Gas and Electric 
Assn.; E. S. Fields, vice-president, 
The Cincinnati Gas and Electric 
Co.; W. H. Ligon, president, Nash- 


At Right: Refractory 
superintendents and 
key executives of the 
Robinson Clay Prod- 
uct Co. met recently 
to discuss 1951 pro- 
duction and the sales 
outlook for 1952. 
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ville Gas Co.; Remick McDowell, 
vice-president, The Peoples Gas 
Light and Coke Co.; Chester L. 
May, vice-president, Lone Star Gas 
Co.; F. T. Parks, vice-president, 
Public Service Co., and Claude A. 
Williams, president, Transcontin- 
ental Gas Pipe Line Corp. 


Robertson Heads CISPI 

wr The Cast Iron 
Soil Pipe Insti- 
tute has an- 
nounced the ap- 
pointment of 
Homer E. Rob- 
ertson as execu- 
tive vice presi- 
dent, effective 
December 1. Mr. 
Robertson, prior to his appoint- 
ment, was vice president in charge 
of sales of the Somerville Iron 
Works, manufacturers of cast iron 
pipe and fittings. 






H. E. Robertson 


300 Attend Carolina Meeting 

Nearly 300 contractors attended 
the annual mid-winter meeting at 
Charlotte, N. C., November 16-17, 
of the North and South Carolina 
Assns. of Plumbing and Heating 
Contractors. Those appearing on 
the program included: Donald 
McCafferty of the National Pro- 
duction Authority; S: F. Harrison, 
chief state boiler inspector; Frank 
S. Cooke, district OPS executive; 
C. A. Baker of the Baker-Mitchell 


Company; Paul Burnank; and 


Allen Hobbs, president of the North 


Carolina Association. 
(Please turn to top of page 160) 












































News of the Month 


(Continued from page 159) 





Chase Open House 

More than 15,000 persons toured 
the Chase Metal Works Plant dur- 
ing Chase Brass & Copper Com- 
pany’s recent Open House in 
Waterbury, Conn. Sponsored by the 
company as part of its 75th anni- 
versary celebration, the event 
offered guests an opportunity to 
see at close range the production 
of copper, brass, and bronze, and 
other copper alloys in the form of 
rod, bar, sheet, strip, plate, wire, 
tube, pipe, and extruded and drawn 
shapes in one of the world’s largest 
and most modern brass mills. 





Above: Chase Brass & Copper Company 
welcomed more than 15,000 guests at its 
recent open house, held at the company 
plant in Waterbury, Conn. as part of its 
75th anniversary fete. 


Supplies by Air 

“Rush” is a loosely used term 
these days, but when Research 
Products Corporation, Madison, 
Wis., recently received an urgent 
call for a new supply of their filters 
—they did something about it. A 
couple of phone calls, an airplane 
and a few hours later, a substantial 
shipment of filters was being un- 
loaded in Columbus, Ohio—ready 
for delivery to consumers in that 
area. 

Company officials admit that this 
is not the routine manner of han- 
dling orders—but it does, they 
maintain, exemplify what can be 
done to help suppliers out of a bad 


spot. 


Pennsylvania Meeting 

The annual mid-year meeting of 
the Pennsylvania Master Plumber 
Assn. was held at the Penn Harris 
Hotel on November 17. Principal 
speaker was J. R. Hoffert, chief 


engineer, Bureau of Engineering 
of Pennsylvania. In addition to dis- 
cussing stream pollution, proposals 
were made in regard to Act 44 and 
Regulation 93 of the state plumbing 
code and national by-laws. 


Training School 

During the week of November 
26, McDonnell & Miller, Inc. held a 
special training school for its dis- 
trict representatives at the com- 
pany plant in Chicago. The pur- 
pose of the training school was to 
unveil the new McDonnell No. 201 
temperature relief valve for hot 
water tanks and heaters. Sessions 
were held right in the research 
laboratory to school the field or- 
ganization in the application and 
installation of the No. 201. Actual 
tests were conducted to show the 
accuracy of the vernatherm ther- 
mostatic element used in the valve, 
and to demonstrate the control of 
tank temperatures that can be 
achieved by passing the hot water 
service flow through the valve. 


Snead Retires 

William S. Snead, vice-president 
and treasurer of The Emerson 
Electric Manufacturing Company 
since 1942, is retiring and his resig- 
nation, effective December 31, 1951, 
has been accepted by the board of 
directors. Mr. Snead has been a 
director of the company since 1936, 
and will continue to serve in that 
capacity. 


Penn Changes Name 

The firm namé of the Penn Elec- 
tric Switch Company has been offi- 
cially changed to Penn Controls, 
Inc. in order. to describe more 
accurately the character of its 
business. This change will not in 
any way alter management, general 
policies, or operation of the com- 


At Right: 14 district 
superintendents at- 
tended the recent 
McDonnell & Miller 
special training school 
held at the firm’s 
plant in Chicago. At 
far right is E. N. Mc- 
Donnell, president of 
the company. 
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(Please turn to page 162) 


pany; nor will it effect contracts, 
agreements or purchase orders. 





Above: “Rush” means just that to the Re- 
search Products Corporation of Madison, 
Wis. The company resorted to air power 
to supply filters for an emergency call. 


Canadian Representative 

The Creamery Package Manu- 
facturing Company of Canada, Ltd., 
has been named exclusive Canadi- 
an representative of the United 
States Air Conditioning Corporation 
of Minneapolis. The Canadian con- 
cern, which has its main Office in 
Toronto and maintains a nation- 
wide sales and service staff, will 
handle the complete line of usAIR- 
co air conditioning heating and 
ventilating equipment. 


Coroaire 

The Coroaire Heater Corpora- 
tion has announced the appoint- 
ment of Continuous Sales Corpora- 
tion as representative in the New 
York Five Borough and Northern 
New Jersey areas. An intense 
merchandising and sales program 
has been launched to develop the 
gas home heating potential of that 
area. 


Maid-O’-Mist, Inc. 
Maid-O’-Mist, Inc., manufactur- 
ers of humidifiers and hot water 
and steam heating specialties an- 
nounces the appointment of Zanin- 
O’Brien Sales Company of Chicago 
as representatives for central and 
northern Illinois and Indiana. 
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Models Equipped with 
Shell Designed Combustion Head. 


INCREASE SALES & UNIT PROFIT 


Radiant performance is equal to the 
@ Get your order in now! Telegram... call... 

factur- TODAY! Place your order for a stock of KENCO Sump highest price burner — yet Radiant 
Pumps immediately to see you through the rainy spring 

: months ahead! Our production is climbing ... our . ++ 
ubheoal materials situation is good. Result? You'll get the finest burners are priced to meet competition. 
Zanin- sump pump money can buy... FAST! Call your KEN- 
‘hicago CO jobber. Get the facts on the hottest line of sump 
pumps... the profit-making line .. . KENCO! 





a. * « o e 

™@ The KENCO Submersible Sump Pump really 
works! It's proved its worth in thousands of applications. | 
No float to fail . . . no electrodes to corrode or foul. NEW, * Factory Guarantee 
exclusive NO-FLOAT control. Big capacity... upto | * National Distribution in Protected Territories | | 
3300 GPH. Motor bearings sealed in oil. Can’t over- oul 3 f ey nee | 
heat, completely waterproof. Guaranteed. asy Installation with Minimum Servicing 


PLUS 
¢ Low Upkeep 














KENCO, INC. Write for The Biggest 

1125 North Ridge Road, Lorain, Ohio Oil Burner Sales Story Today! 

Name eee LN 
Company —— RADIANT UTILITIES CORP. oe 

Ti a 8809 18th Ave., Brooklyn 14, N. Y. ay ! 
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News of the Month 


(Continued from page 160) 


Coming Events 


January 20-24—NAHB—The National 
Association of Home Builders Convention 
& Exposition; to be held 4 the Congress 
and Stevens Hotels, Chicag 

Jan, 21 ~24—Tllinois—Annual convention 
of the Illinois Master Plumbers Assn.; to 
be held at the Abraham Lincoln Hotel, 
Springfield. 

Jan. 28-30—ASHVE—The 58th annual 
meeting of the American Society of Heat- 
ing and Ventilating Engineers; to be held 
in St. Louis. 

Jan. 31-Feb. 2—Ohio—The 61st age 
convention of the Ohio State Assn. 
Master Plumbers; to be held at the oer 
land Plaza Hotel, Cincinnati. 

Feb. 15-16—Kansas—Annual conven- 
tion of the Kansas Master Plumbers Assn.; 
to be held at the Jayhawk Hotel, Topeka. 

Feb. 18-20—Wisconsin—Annual con- 
vention of the Wisconsin Master Plumbers 
Assn.; to be held at the Schroeder Hotel, 
Milwaukee. 

Feb. 21-23—Iowa—The 63rd_ annual 
convention of the Iowa Master Plumbers 
Assn.; to be held at the Savery Hotel, 
Des Moines. 

Feb, 28-Mar. 1—Minnesota—Annual 
convention of the Minnesota Master 
Plumbers Assn.; to be held at the Hotel 
Nicollet, Minneapolis. 

Mar. 13-15—Oklahoma—The Golden 
se convention of Associated 
Plumbing & Heating Contractors of Okla- 
homa, Inc.; to be held at the Biltmore 
Hotel, Oklahoma SF 

April 14-18—O H I—29th Anniversary 
Oil Heat Exposition and 29th annual con- 
vention of the Oil Heat Institute of 
America; to be held at the Commercial 
Museum, Philadelphia. 

April 15-17—California—The 51st an- 
nual convention of the Associated Con- 
tractors of California; to be held at the 
Biltmore Hotel, Los Angeles. 

April 17-19—North Dakota—The 3ist 
annual convention of the State Association 
of Master Plumbers of North Dakota; to 
be held at the Dacotah Hotel, Grand Forks. 

April 21-22—Virginia—Annual conven- 
tion of the Virginia Assoc. Plumbing & 
Heating Contractors, Inc.; to be held at 
the Chamberlin Hotel, Old Point Comfort. 

May 2-4—Louisiana—Annual conven- 
tion of the Associated erpey 3 Contrac- 
tors of Louisiana; to be held at the Bentley 
Hotel, Alexandria. 

May 9-10—Oregon—Annual convention 
of the Oregon State Association of Master 
Plumbers; to be held at the Pilot Butte 
Inn, Bend. 

June 2-5—NAMP—Annual convention 
and exposition of the National Assn. of 
Master Plumbers; to be held in Atlantic 
City, N. J. 

June 13-15—New Jersey—22nd annual 
convention of the New Jersey gd 
League of Master Plumbers, Inc.; 
held at the Hotel Claridge, Atlantic City. 


Expansions 








Morrison Expands 

In order to meet the needs of in- 
creased civilian and defense pro- 
duction, Morrison Steel Products, 
Inc. of Buffalo, N.Y. is rushing 
work on an expansion program 
costing in excess of one and a half 
million dollars in buildings and 
equipment. To fill a backlog of 
$2,500,000 in defense orders cover- 
ing ordnance and aircraft items, the 
39-year old company is adding 
120,000 sq ft of space and purchas- 
ing new equipment, including 
heavy presses. 


New Rheem Division 

The formation of a new division 
of Rheem Manufacturing Company 
to be known as Rheem Internation- 
al has been announced. A. L. 
Walker has been elected vice presi- 
dent of this new division. Rheem 
International will operate all of 
the overseas investments of Rheem 
Manufacturing Company and will 
also handle all sales of Rheem pro- 
ducts abroad. The purposes of this 
move are to take greater advantage 
of the evergrowing opportunities 
for investment abroad for the man- 
ufacture of Rheem products and to 
expand the export sales of new and 
present products. Overseas work 
was previously handled by the 
Foreign Department of the com- 


pany. 





Above: The Morrison Steel Products Co., 
Inc., recently announced the addition of 
120,000 sq ft of space to its plant. New 
equipment, including heavy presses, will be 
purchased. 


Hajoca Opens Branch 

Hajoca Corporation is currently 
carrying out a program of branch 
expansion and modernization in 30 
cities along the Atlantic seaboard. 
The company, whose headquarters 
are in Philadelphia, operates a 
chain of 33 branches stretching 


At Right: The Ha- 
joca Corporation re- 
cently announced the 
opening of a new 
branch office in 
Asheville, N. C. This 
is the ninth such 
opening in the past 
few months. 


from Newark, N.J. to Tampa, Fla. 
The latest link in the chain is the 
new branch at Augusta, Ga., which 
was opened Oct. 29. The company 
also formally opened its new 
branch building and showrooms in 
Asheville, N.C. on Oct. 18. Show- 
room modernization is an import- 
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ant part of the Hajoca program. 
During recent months new show- 
rooms have been opened in seven 
other branches: Germantown, 
Lansdale, Bethlehem and Reading, 
Pa.; Charlotte, N.C.; Norfolk, Va.; 
and Chattanooga, Tenn. 


Appliance Division 

Built expressly to house its re- 
cently established Appliance Con- 
trols Division, a new plant has been 
completed on the property of Gen- 
eral Controls Company. The new 
facility, which covers 15,000 sq ft 
of working space, will be devoted 
to the manufacture of appliance 
controls for gas ranges, water heat- 
ers, room heaters, and other appli- 
ance specialties. Approximately 
100 employees will be assigned to 
the new building. The new plant 
is intended to integrate the controls 
division with the main headquart- 
ers of the company and increase 
production and improve efficiency. 


District Office 

A new district office was opened 
at Harrisburg, Pa. December 1 by 
Minneapolis-Honeywell Company. 
Wm. J. Brosch and Jack Caylor 
will handle sales for the Brown 
Instruments division, and John 
Hopkins will handle commercial, 
and Donald Schmick will direct 
heating controls divisions sales. 
The new office was made necessary, 
officials pointed out, by an increas- 
ing demand in the Harrisburg area 
for process measuring and control- 
ling instruments and for heating 
and commercial controls. 


Sid Harvey Adds Space 


Sid Harvey of New Jersey will 
add 8,000 sq ft of floor space with 





the purchase of a two story brick 
building in Newark, N.J. The new 
building will be occupied early in 
January. The increase in space will 
be used to expand the motor repair 
shop and accommodate the increase 
of volume in the area. 
(Please turn to page 165) 














































direct 
sales. 
essary, 


The U-Brand line includes: Malleable 
Iron Pipe Fittings and Unions - Plugs, 
Bushings and Floor Flanges - Steel Pipe 
Nipples - Cast Brass Solder Joint Fit- 
tings - Wrought Steel Couplings. 


The actual, unretouched photograph above shows 
one of the many tests that “U” brand fittings 
are put through. This, of course, exceeds any 
actual usage that any pipe fitting would be put 
to. Because of the high quality of material and 
care in manufacture and testing, “U” brand fit- 
tings offer maximum resistance to unusual strain 
during building erection or later as a result of ex- 
pansion and contraction of pipe lines. 
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4-COLOR WALL CHART 
OF BARNES COMPLETE 
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AND YOU WILL HANDLE THE MOST COMPLETE LINE OF 
WATER SYSTEMS IN THE INDUSTRY! 


UFACTURING CO. 
MANSFIELD, OHIO 
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News of the Month 
Appointments 





In-Sink-Erator Manufacturing 
Company, Racine, Wis.—Charles R. 
Osberger as regional sales manager 
for Michigan, Ohio, Western Penn- 
sylvania, West Virginia and Ken- 
tucky; and Richard J. Hammes as 
regional sales manager for Wis- 
consin, Minnesota, South Dakota, 
Iowa, Nebraska, Illinois and Indi- 
ana. 


Bell & Gossett Company, Morton 
Grove, Ill—Edward F. Ford as a 
member of the sales division. 


Perfex Corporation, Milwaukee, 
Wis.—Robert E. Kurrasch as Chi- 
cago District Manager for the Con- 
trols Division; Paul F. Neess as 
Product Manager for gas controls; 
and Robert H. Pratt as Product 
Manager for oil and electric appli- 
ances. 


Mullins Manufacturing Cerpora- 
tion, Warren, Ohio—M. D. Dur- 
ham as manager of the newly 
created Western sales division; W. 
L. Barnett as zone manager in the 
southwest zone; James C. King as 
zone manager in Charlotte, N.C.; 
and T. E. Kelly, George D. Carns, 
Jr. and Arthur Race as regional 
managers. 


Barnes Manufacturing Company, 
Mansfield, Ohio — William D. 
Schneider as national manager of 
pump and water system sales. 


Berger Manufacturing Division, 
Republic Steel Corporation, Cleve- 
land—Jack B. Wallis as sales repre- 
sentative for the kitchen cabinet 
line in the states of North Carolina 
and Virginia. 


Ajax Corporation of America, 
Evansville, Ind.—James W. Stewart 
as General Manager; and M. Franz 
Breitling as National Sales Mana- 
ger. 


Janitrol Domestic-Commercial 
Division, Surface Combustion Cor- 
poration, Toledo, Ohio—R. B. 
Hoover as Janitrol Sales Engineer 
in the Northern Indiana territory. 


Sequoia Manufacturing Com- 
pany, San Carlos, Calif—Arthur 
Theobald as chief engineer. 











T. E. Kelley G. D. Carns 


Appliance Controls Division, 
Minneapolis-Honeywell Regulator 
Company, Cleveland—Taylor G. 
Nelson as eastern sales manager for 
the Appliance Control Division. 


Perfection Stove Company, 
Cleveland—Ralph S. Dadwallader 
as sales promotion manager of the 
furnace division, and S. H. Ras- 
mussen as vice president in charge 
of sales for cooking and heating ap- 
pliances. 


Johns-Mansville Corporation, 
New York—Don L. Hinmon as as- 
sistant manager of the Transite 
Pipe Department. 


Chicago Nipple Manufacturing 
Company, Chicago—Jeu de Vine & 
Woodcox, Detroit, as representative 
in Michigan and _ northwestern 
Ohio. 


Walter E. Selek and Company, 
Chicago—Louis F. Landon as exe- 
cutive vice president. 

General Fittings Company, Prov- 
idence, R. I—John Belham as dis- 
trict sales representative in Rhode 
Island, Connecticut and Massachu- 
setts. 


Scovill Manufacturing Company, 
Waterville, Conn.—D.C. Peters as 
sales representative in Texas. 





J. W. Stewart 


J. B. Wallis 


165 









W. L. Barnett 





A. Race Wm. D. Schneider 


Chicago Specialty Manufacturing 
Co., Chicago—Charles D. Little as 
west coast representative. 


C. A. Dunham Company, Chi- 
cago—John M. Dooley as new Ten- 
nessee area sales engineer. 


Detroit Brass & Malleable Works, 
Detroit—John Wilcox, Jr. as sales 
representative for Iowa, Minnesota 
and Wisconsin; Thomas Stevens as 
representative in Ohio, Indiana, 
Kentucky and Tennessee; Fred 
Blackwood as_ representative in 
West Virginia, western Pennsyl- 
vania, western New York and the 
Cleveland area, and Lawrence Ber- 
man as representative for the city 
of Detroit and the state of Michi- 
gan. 


Day and Night Division, Affili- 
ated Gas Equipment, Inc., Los An- 
geles—Frank Spratt as Southern 
California sales manager, Jim Bust- 
er as midwest sales representative 
and John Lyons as sales repre- 
sentative in the northwest terri- 
tory. 


Tyler Pipe and Foundry Com- 
pany, Tyler, Tex.—W. Merwin Hel- 
ler as vice president and sales man- 


ager. 





R. B. Hoover 


M. F. Breitling 























Appointments 
(Continued from page 165) 


Eljer Co., Ford City, Pa—James 
M. Whitworth as representative in 
southern Ohio. 


Airtemp Division, Chrysler Cor- 
poration, Dayton, Ohio — F. J. 
Laughna and M. T. Bard as assist- 
ant sales managers; S. R. Prugh as 
administrative assistant to the gen- 
eral sales manager; A. F. Ward as 
manager of sales training; W. B. 
Magill as advertising manager; J. 
J. McMahon as manager of sales 
promotion; L. E. Epley as mana- 
ger of sales records; M. J. Leonard 
as assistant manager of application 
engineering; and H. P. Young as 
special heating representative. 





Perfection Pipe Nipple Company, 
Madison, Ohio—Bernard Isaacs as 
sales manager. 


A. Y. McDonald Manufacturing 
Company, Dubuque, Ia—Lee J. 
Molter as manager of the Denver 
branch. 


Williams Oil-O-Matic Division, 
Eureka Williams Corporation, 
Bloomington, IIl—C. S. Stackpole 
as vice-president of the Williams 
Oil-O-Matic Division. 


Fitzgibbons Boiler Company, 


New York 17—John M. Dooley as 
representative for the Knoxville, 
Tenn. area, handling residential and 
commercial boiler sales in north- 
eastern Tennessee and southwest- 
ern Virginia. 





J. M. Whitworth S. R. Prugh 








American Central Division, 
AVCO Manufacturing Corporation, 
Connersville, Ind.—H. T. Stroop as 
assistant manager of advertising 
and sales promotion for the Ameri- 
can Central Division. 


Walter E. Selck and Company, 
Chicago—Arthur Gorham as assist- 
ant manager of distributor sales. 


Eureka Williams Corporation, 
Bloomington, Ill—Newly elected 
members of the board of directors 
are Denis Regan and David Turk. 


The Dayton Pump & Manufac- 
turing Company, Dayton, O.—Ger- 
ard J. Carney as general sales man- 
ager. 


Carrier Corporation, Syracuse, 
N. Y.—William Bynum was recent- 
ly elected executive vice president. 


The National Supply Company, 
Spang-Chalfant Division, Pitts- 
burgh—Donald E. Draper as sales 
representative in the Pittsburgh 
area. 


Plomb Tool Company, Los 
Angeles—Lawrence M. Rich, as 
vice president and general sales 
manager. 


Trimont Manufacturing Com- 
pany, Roxbury, Mass.—Frank P. 
Regan as divisional president; 
Franklin P. Aiton as vice president 
and comptroller and Mario Calello 
as general plant superintendent in 
charge of all plant and production 
operations. 


The National Radiator Company, 


F. J. Laughna M. T. Bard 





A. Gorham B. Isaacs 








Johnstown, Pa.—William R. Meikle 
as plant manager of the Middle- 
town, Pa. plant. 


Minneapolis-Honeywell Regu- 
lator Company, Minneapolis—Ger- 
ry E. Morse elected vice president 
in charge of industrial relations. 


Norse Boiler Company, New 
Market, N. J.—Jack M. Klotz as 
sales representative for New Jersey. 


American Standard & Standard 
Sanitary Corp., Pittsburgh—Frank 
E. Hanson as products engineer and 
John B. Uhl as chief engineer of 
the gas department. 


The Titan Valve & Manufactur- 
ing Company, Cleveland—C. W. 
Bondurant as sales manager. 


White Products Corporation, Mid- 


dleville, Mich—Two new distribu- . 


tors, Reines-Freeman Distributors, 
Inc., Albany, N. Y. and Boyd Dis- 
tributing Company, Denver. 


General Fittings Company, Prov- 
idence, R.I—Jack Jones as mana- 
ger of industrial sales; and William 
K. Near as representative in metro- 
politan New York. 


Rheem Manufacturing Company, 
New York 22—William C. Brooks 
as assistant regional manager of 
appliance sales for the western 
region; William S. Rheem as man- 
ager of the South Gate, Calif. plant; 
Lloyd Simonson as manager of the 
Sparrows Point, Md. plant; and 
Harry H. Filler as Manager of the 
Bayonne and Linden, N.J. plants. 





L. J. Molter 


C. S. Stackpole 


G. J. Carney Wm. Bynum 
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OXIT Zee 





PAT. PENDING 


if you want a flexible supply that’s quickly and easily installed 
—yet provides a foolproof, leakproof joint that will eliminate 
costly call-backs—it will pay you to ask about the Loxit line. 


v Check These Advantages— 


With the exclusive Loxit features as- 
sembly is fast and simple—just slip 
on the nut and tighten in the fitting.. 
No reaming or flaring 

No soldering or brazing 


No loose compression rings to lose, 
or mess with. 

And when you order formed ends— 
that’s what you get. They’re actually 
part of the tube —not soldered or 
brazed on. 


Your Customer Will Like Loxit Too! 


Loxit 4” O.D. supplies are top qual- 
ity and look it—solid, substantial— 
not flimsy like’smaller O. D. supplies. 
The heavy chrome finish is polished 
for long-lasting luster. The high 
flange gives you more leeway as it 
completely covers the roughing-in 
connection at the wall or floor. With 
Loxit you'll do a job you'll be proud 
of—and do it quickly and easily. 


#410 #420 + =#430 


The Loxit line of Flexible Supplies includes lavatory and tank, SCOVIIL | 
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before you buy 


“hh op 
COV ¢ aS. Loxit nut, 
j tube end and 


fitting shown 
separately. 


How It Works oe Loxit nut on 
The Loxit nut has a special shearing tube before 
ring attached to the end of the 
threaded section. All you do is slip 
the Loxit nut over the tube after it 
has been cut to size and put the tube 
end into the fitting—either a stop or 
adapter. As you tighten the Loxit nut 
in the fitting, the ring automatically 
shears off and grips the tube wall 
to make a leakproof joint within the 
fitting. No reaming or flaring is nec- 


essary. It’s as simple as that. You get 
a perfect leakproof joint every time. = complete 
make-up of 
Simplifies Your Ordering, Loxit joint. 
Stocking, Delivery 
Order a stock of straight Loxit sup- 
plies and carry a few No. 605 Loxit 
stops—when needed just cut the sup- 


ply and insert the stop. See the No. 
430 illustrated below. 


Loxit Flexible Supplies are available 
for immediate delivery. Joint can be 
broken and remade 

without using 

a new ring 


| or pipe dope 











FREE FOLDER AVAILABLE. 


The Loxit folder describes this 
important part of the Scovill 
line of quality tubular goods 
and special fittings for the 
plumbing trade. Write for your 





#502 #520 











straight and angle supplies, equipped with elbows, adapters or copy today. 


stops, and high or low flanges. 






A Product of 





COMPLETE LINE OF QUALITY TUBULAR GOODS 
AND TANK FITTINGS FOR THE PLUMBING TRADE 





SCOVILL MANUFACTURING COMPANY == varcavite'te connecricu: 
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Getter fittings 
,, because theyre 
| made trom 


tubes!” 


 NIBCO fittings match copper tubes and that 


means more to me than just a better looking 





job. It means that they take solder just like 
the tube does. And the way they’re made, the 
solder cup is bound to fit the tube just right 
every time. You get less test leaks. These 
fittings are light, strong and heat up fast. 
In the NIBCO line you have the right fitting 
for every part of the job. You save plenty of 
bushings. Everytime I figure a job and give the 
order to my jobber I find several places 
where one NIBCO fitting takes the place of 
three! In my book this all adds up to a 

faster installation and a bigger profit for 

me plus a sounder job for my customer. 

Get NIBCO fittings from your jobber. 

Give them a trial and I'll bet you'll say, too; 
NIBCO fittings from tubes are better. ” 


SS eastee WROT FITTINGS FROM TUBES 


NORTHERN INDIANA BRASS CO., 104 PLUM ST., ELKHART, INDIANA 
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Brass Situation Holds Spotlight 


(Continued from bottom of page 91) to obtain enough 
materials to keep the plants of the members in op- 


eration. 

Brief reports were made by the following chairmen 
of committees: G. L. Hartmann, Milwaukee Flush 
Valve Company, Milwaukee, chairman of the adver- 
tising and publicity committee; James S. Hinkley, 
Dick Brothers, Inc., Reading, Pa., chairman of the 
labor relations committee; F. B. Hout, Barnes Manu- 
facturing Company, Mansfield, O., chairman of the 
marketing committee; R. E. Larson, Wolverine Brass 
Works, Grand Rapids, Mich., chairman of the nomen- 
clature committee; and J. Fletcher Wright, Speak- 
man Company, Wilmington, Del., chairman of the 
NPA liaison committee. 

Earl E. Brown, secretary, Chicago Faucet Com- 
pany, and president of the Plumbing and Heating 
Industries Bureau, made a report on the activities 
of the Bureau of interest to the plumbing brass goods 
industry. Mr. Brown represents the Sanitary Brass 
Institute on the Board of Directors of the Bureau. 

The following officers were elected: James S. Hink- 
ley, Dick Brothers, Inc., president; Harlow B. Salter, 
Glauber Brass, Inc., Kinsman, Ohio, vice president; 
Paul F. Kreuzer, The Royal Brass Manufacturing 
Company, Cleveland, treasurer; and R. K. Hanson, 
Pittsburgh, secretary. 


According to law 


WHEN A PiumsinG Contractor or other em- 
ployer furnishes the transportation, it’s a well 
established law that they are liable for damage 
payments if an employee is injured while being 
transported. Recently, a higher court extended 
this old rule of law to include employers who fur- 
nish motor vehicles to employees. 

In one case, it was shown that a company fur- 
nished an automobile to an employee, paid the 
up-keep and furnished oil and gasoline. One 
morning when the employee attempted to start 
the automobile, he was severely burned. He sued 
for damages claiming that the injury arose from 
the “scope of his employment.” 

The higher court agreed with this contention 
and decided that the employee should receive pay- 
ments, saying, “The company was furnishing 
transportation to the employee. In attempting to 
start the automobile which he was required to use 
in the conduct of the business of his employer, he 
was engaged in the furtherance of that business. 
His injury, being sustained while so engaged, is 
compensable.” 

Citation: Travelers v. McCown, 206 S.W. (2d) 

663. 


What Retailers Are Exempt? 
The new Fair Labor Standards Act, amended 


in January, 1950, exempts “retailers” from the 
scope of the law. The Wage and Hour Admini- 
(Please turn to top of page 216) 
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a | 
Cut Sy | 
Yourself in 
On this Most Profitable 
Business 


Sales potentials for more and better replacement 
units continue in high gear. M-S-P dealers are 
in an enviable position because no other line 
has any more features to be desired. With 
the Mansfield Line you have the last word in 
symmetrical and functional design — you have 
greater eye appeal—you have an acknowledged 
standard for quality that is hard to beat — and 
popularly priced. Move in the right direction. 
Write for our new Demonstration Sales Kit today. 







(Non-Syphon) 
Quiet — Pressure 
Adjustable 






No. 09 
Ballicock 





MANSFIELD 
Sanitary Pottery, Jue. 


Perrysville, Ohio 

















Oil Burner Servicing 


(Continued from bottom of page 105) 
within the control, speeding up the action of the 
bimetal during the call for heat. The result is a 
shorter operation of the heating apparatus during the 
“on” cycle, less overshooting of the thermostat set- 
ting and a shorter “off” cycle. The overall effect of 
these methods is to produce a greater number of 
shorter heating cycles, more periods during which 
heat may be felt at the registers 


out completely. A pressure regulating valve in good 
condition can be turned to more than 180 psi, the fire 
becoming larger throughout the adjustment. 

The remedy for this condition is to replace the 
regulating valve mechanism, if possible, or the entire 
pump-unit if valve replacement is impossible on the 
job. Bellows-type valves are usually replaceable; 
piston-types are not. 

Fire-shrinkage, whether due to a dirty nozzle or to 
a defective pressure regulating valve, affects the out- 
put of the burner in two ways. 





operation. 

It is one of the duties of the 
serviceman to see that the new 
owner understands the differences 
between hand firing and automa- 
tic operation. He should not take 
it for granted that the customer is 
a crank, or that the situation is so 
simple that it requires no ex- 
planation. 

The serviceman should seek 
faults in the installation or opera- 
tion of the burner. In any par- 
ticular job there may be one or 


or radiators. The burner operates 
oftener, but puts out less heat per fi] THERMOSTAT 





























EN 


First, the reduction of the fire size 
reduces the heat input to the boil- 
er or furnace directly; second, 
since the air rate is unchanged, 
the new, smaller fire is at a lower 
temperature as a result of the ex- 
cess air. Flue-gas analysis would 
show that CO, is at a low level. 

The boiler surfaces should be 
inspected for soot. Most heat- 
transfer surfaces in oil-fired in- 
stallations, particularly in the 
+ non-radiant flue passes or tubes, 
— will be black. If the burner is in 
good adjustment, and firing into 
a well designed firebox, the film 











of soot will be thinner than a coat 


many. A frequent cause of under- 
heating, slow heating, or poor dis- 
tribution, is too small a fire. The 


Fig. 4: Heat from.a radio or television set 
can cause temperature rise at the thermo- 
stat. This keeps the burner turned off, 
and the other parts of the home become cold. 


of paint. Such a coating affects 
heat transfer very little. 














house may not have been sur- 

veyed correctly as to its heat loss. The result might 
be that the nozzle and the combustion chamber are 
too small, 

Another consequence of an inadequate survey 
might be that the burner itself is too small, unable to 
deliver the correct gph, even after other corrections 
have been made. Or the mechanics might have found 
it difficult to build the design-size combustion cham- 
ber in the furnace base, and settled for something 
smaller. 

The most prevalent cause of poor heating, particu- 
larly if it comes about suddenly after long periods of 
apparently good operation, is a partially plugged 
nozzle. The single operation of cleaning or replacing 
the nozzle restores normal operation. 

Before finding fault with the nozzle, however, the 
serviceman should check the pressure regulating 
valve. This is done by removing the cap over its 
regulating screw. The screw is then turned back 
(counter-clockwise), with the burner operating and 
the observation door open. If the fire shows a ten- 
dency to increase in size when this is done, there is 


an indication that the cut-off valve has been restrict-. 


ing the oil flow to the nozzle. Removing pressure at 
the regulating spring lifts the cut-off needle to a 
more fully open position, increasing the oil rate to 
the nozzle. even though pressure is being reduced at 
the same time. 

A reverse of this test is to turn the regulating 
screw elockwise while watching the fire. If the valve 
is defective, the fire will become very small or go 


If the carbon coating builds to 
more than 1/64th inch in thickness heat transfer is 
reduced considerably, for soft carbon is an effective 
insulator. Stack temperature rises rapidly as it ac- 
cumulates, indicating a great loss in the heat absorb- 
ing capacity of the boiler. 

Excessive soot can be blamed on the burner. A 
good fire will produce a minimum. Fires with smoky 
tails will produce enough soot to reduce the heat 

(Please turn to top of page 200) 





CAUSES OF SMOKE AND SOOT 


Too little air 

Improper air turbulence, resulting in poor mixing 

Interference with the air supply: such as re- 
fractory cement in the burner air vanes; brick- 
work projections close to the spray; nozzle too 
close to the floor; carbon formation in the com- 
bustion chamber 

Improper design of firebox, or slow-heating 
materials 

Firebox walls too low, spray striking boiler walls 

Incorrect nozzle, causing oil impingement in 
front-end cone 

Incorrectly placed or centered nozzle, causing 
same 

After-drip, or other causes of after-fire 

Inadequate or irregular chimney draft 
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“This time it'll be Cast Iron” 


“If we had listened to our plumber’s advice in the first place, this 
never would have happened. This time it'll be cast iron soil 


pipe.” 


Your customers will avoid this situation when you use cast iron 
soil pipe “in the first place”. Above or below ground, it is the 
only available material that has been tested by time. With cast 
iron your customers will never have the expense and incon- 
venience of interrupted service, uprooted landscaping and 
messy digging. 


From roof vent to street sewer, cast iron soil pipe is the material 
that can be backed by generations of performance. That’s one 
reason why every plumbing code in the country is built around 
cast iron soil pipe and fittings. 
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CAST IRON SOIL PIPE INSTITUTE 

Heurich Building, 1627 K. St., N.W., Washington 6, D. C. 





Me 


Alabama Pipe Company 

The American Brass & Iron Foundry 
Anniston Foundry Company 

Anniston Soil Pipe Company 

Attalla Pipe & Foundry Company, Inc. 
Buffalo Pipe & Foundry Corporation 

The Central Foundry Company 

Charlotte Pipe & Foundry Company 
Combustion Engineering—Superheater, Inc. 
Crown Pipe & Foundry, Inc. 

The Eastern Foundry Company 

East Penn Foundry Company 

Emory Pipe & Foundry Company 

Hajoca Corporation 


CAST IRON 
SOIL PIPE 
INSTITUTE 
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This advertisement is sponsored by 


Herco Foundry, Inc. 

T. C. King Pipe & Foundry Company 

Pacific Cast Iron Pipe & Fitting Company 

Peerless Pipe & Foundry Company, inc. 

Reading Foundry Company 

Rich Manufacturing Company of 
California 

Rudisili Foundry Company 

Sanitary Company of America 

Somerville tron Works 

Tyler Pipe & Foundry Company 

Walker Machine & Foundry Corporation 

Western Foundry Company 

Williamstown Foundry Corporation 
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FULLY WIRED AND EQUIPPED | 


Speedy installation — 





* TWO sensitive 
Aquastats are 
used to avoid 
hot water 
difficulties 





¢ Beautiful 


| 
¢ Compact | 
* Economical | 

| 





packaged unit by 


by } i“ 
Peewee. 





This trim boiler has zoomed into popularity among 
small home owners. No wonder profit-wise installers 
are enthusiastic about KOVEN’s Venko. Builders and 
Architects are also putting it high on their “recom- 
mended” list. You'll do the same once you realize 
VENKO’s sales-pulling features. | 


NATIONALLY ADVERTISED. Help yourself to dramatic 
merchandising aids by dropping us a line today. 


WATERFILM BOILERS, INC. 
a division of L. O. KOVEN & BRO., INC. 


154 Ogden Ave., Jersey City 7, N. J. 
Plants: Jersey City, N. J. * Dover, N. J. 











Disposer Installation Ideas 
(Continued from center of page 101) 

(4) Yes; (5) The wastes from disposer backed up 
into the dishwasher. An entirely new installation 
was required by the code, i.e., separate waste lines. 

Further, in connection with D and F, with a hori- 
zontal waste under the floor level, the vent connec- 
tion is below the hydraulic gradient, and a stoppage 
of air flushing, so essential to the proper functioning 
of any sanitary piping, would result. 

It seems our greatest difficulty here is with the 
disposer not having a sufficient liquid flushing due 
to the flow of water stopping at the same time as 
the disposer. As with those units using the flow 
interlock, water is turned off immediately after the 
garbage has disappeared. This complete waste line 
has to be augered and flushed clean. If a larger line 
were to be used, a worse condition of stoppage 
would occur. 

So far we have been concerned with systems in 
a city, but what about those outside where septic 
tanks have to be used with their attendant sewage 
farms? There are a number of systems here that 
have had to be increased 60% of their original 
capacity (I refer to the detention tanks) with their 
discharge going either to the effluent or influent 
side of the original septic tanks as conditions war- 
ranted—they are now functioning normally. 

These disposal units should be sold and installed 
by qualified operators who think not only of making 
a sale, but of keeping a satisfied customer. When 
people first placed a bathroom onto the sink plumb- 
ing, they were instructed as to what was required 
in this new installation, and how they were to be 
used. Is it any more difficult to explain the installa- 
tion and function of a fixture now than it was then? 
How much better it is to have a fixture properly 
installed to a correct system with no attendant ills, 
than more fixtures sold to bring plumbers and 
plumbing into disrepute. 

Another important factor is to have the sink tee 
above the disposal tee where these two fittings are 
stacked. 

People will gladly pay $500 for a television outfit 
that will give them in many cases, more trouble 
even when correctly installed. But how much are 
they willing to pay for a far greater necessity that 
will give them more satisfaction? 


Heating Problem 

(Continued from bottom of page 98) 
furring strips. The system uses one pump. The flow, 
as shown in the drawing on facing page, is divided 
and brought back near the pump into one return. 
The system operates at 190 F. 

The customer is reported as “pleased” and 
“amazed” that both the floors and the rooms are 
comfortably warm. The combination of radiant and 
convected heat at floor level solved the heating 
problem. 

More and more, modern architecture is presenting 
the heating contractor with a challenge to his in- 
genuity and designing skill. But, as demonstrated by 
this typical example, he has the experience and the 
technical knowhow to meet and beat these problems. 
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New Products 


(Continued from bottom of page 92) 


Called Sani-Tub-S eal, 
this white vinyl plastic 
sealing strip affords water- 
resistant seal where the 
wall and bathtub meet. A 
kit consists of 15 ft of seal- 
ing strip and a handy ap- 
plicator tube of cement. In 
use, Sani-Tub-Seal is first 
placed in hot water for a few minutes to give it plia- 
bility. After drying with a cloth, the cement is applied 
to the wall-tub joint as well as both flanges of the 
sealing strip. The strip is then pressed into place 
with the fingertips. 

Manufacturer: Cass Products Co., 6127 N. Cicero 
Ave., Chicago 30. 





Counter-flow Oil Furnace 


Designed for perimeter heating, a 
pressure-atomizing type oil furnace 
(Model R9AJ) is being added to the 
International Oil Burner Co. line of 
counter-flow furnaces. In this model, 
a patented spring-suspended drum- 
type blower circulates warmth at the 
floor level to provide a blanket of 
warm air at the outside walls. The 
burner—pressure-atomizing type for 
use with heavier #2 oils—has an elec- 
tric ignition with a 1000 cfm blower 
and a 103,000 Btu output. The R9AJ 
can be converted to gas in mere hours, 
states the maker. All parts are easily 
accessible from the cabinet front for oiling or any ser- 
vicing. The cabinet requires very little floor space, 
since it measures 74 by 22%, by 31% in. Controls 
include thermostat (heat anticipating type); limit 
control, blower control, barometric draft regulator; 
overload-protected blower motor; and built-in safety 
stack switch and fan limit controls. 

Manufacturer: International Oil Burner Co., Spring 
and Park Aves., St. Louis 10. 





Flexible Sink Supply 


| Brass-Craft Man- 
7 4 ufacturing Company 
| | is now introducing to 


| the industry a flexi- 
ble sink supply for 
ledge sink faucets 
which is designed to 
save time and money. 
The unit is adaptable 
to any type ledge 
e sink faucet, and of- 
A\ # fers the flexibility 
1 & j that permits adjust- 
yo P ment to any offset. 
The supply is fabri- 
cated from % or %-in. O.D. annealed copper tube, 
with polished chrome plate or rough, unplated finish 
as desired. For emergency use where tailpieces are 
needed, there is a tapped nose-piece available. 
Manufacturer: Brass-Craft Manufacturing Com- 
pany, 2821 Brooklyn Ave., Detroit 1. 
(New products continued on page 174) 
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100% Automatic safety 


¢ 350 Ib. 
test tank 
thoroughly 


¢ Robertshaw 
Unitrol 
controls 
galvanized by 
hot-dipped 
process 


¢ Smart- 
streamlined 
looks plus 
sturdy 
construction 


+ Easily adapted 
for any type 


i) ae 
- ¢ Low cost— 


abundant 
hot water 


gas water heaters 


by) £# 
Pe o~ cin. 


KOVEN really turned this water heater into a money- 
maker by equipping it with every advantage your 
customers demand. You can see why plumbers, 
among the best judges of water heaters, say, “a 
KOVEN offers no servicing problem because it's 
built for efficiency’’. And Architects and Builders back 
it up with praise for KOVEN’s advanced design and 
precision engineering. Of course, the best proof is in 
the profit. So why not get your share by recommend- 
ing this best seller today. It's liberally guaranteed. 


NATIONALLY ADVERTISED. Write us for valuable lit- 
erature that will help you turn sales points into sales. 


L. O. KOVEN & BRO., INC. 


154 Ogden Ave., Jersey City 7, N. J. 


Plants: Jersey City, N. J. * Dover, N. J. 
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the Wholesaler 


your friend and ours 


HOW THE WHOLESALER 
AIDS THE CONTRACTOR 


@ His local interest is identical. 

@ He provides warehouse facilities. 

@ He offers day or night service. 
He maintains stock variety. 
He offers hand-to-mouth buying privileges. 
He provides special maintenance service. 
He offers repair part service. 

@ He gives improved material information. 

@ He offers credit advantages. 

@ He provides adjustment service. 





Our Sales Policy... MANUFACTURER TO WHOLESALER 


The wholesaler is your friend and ours. 


Our experience of nearly half a century produc- 
ing dependable valves and fittings proves that 
the most economical and satisfactory method of 
distribution is through your wholesaler. This, for 
years, has been the constant sales policy of this 
company. We reaffirm it here because we feel it 
is to the contractor's advantage as well as ours. 


The contractor will find DBM valves and fittings in 
leading wholesalers’ stocks everywhere. He will 
find, too, that the wholesaler in his community is 
dependable, alert and familiar with local prob- 
lems. It will be good business to do business with 
him—and it will mean more satisfied customers for 
the contractor if he will remember to specify 
DBM products—those distinguished by the de- 
pendable trademark. 


© 


Manufacturers of Malleable Fittings—Cast lron Fittings 
—Drainage Fittings—Brass Service Cocks—Air Cocks— 
Stop and Waste—100- and 125-Pound Gate and 
Globe Valves. DISTRIBUTED THROUGH WHOLESALERS. 


LOOK FOR THIS TRADEMARK! 
Ask your Wholesaler for Detroit Brass & 
Malleable products identified by this dis- 
tinguished trademark. 











DETROIT BRASS and 
MALLEABLE WorKS 


GENERAL OFFICES: 100 South Campbell Avenue, Detroit 9, Michigan 


WORKS: Detroit, Michigan; Wyandotte, Michigan 
WAREHOUSES: Detroit, Wyandotte, New York, Chicago, Los Angeles 
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Flame Failure Safeguard 


Combustion Control Corpor- 
ation introduces a new photo- 
electric flame failure safeguard 
for the protection of semi- 
automatic or manually-fired 
gas, oil and combination gas 
oil burners. Known as Fireye 
System FP-4, the unit consists 
of an electronic control type 
26SJ5 and Firetron Scanner Type 48PT1. The scanner 
contains a photo-conductive cell that “sees” all flames 
and gives a positive response to flame failure. Com- 
pact, the scanner is installed in a short length of 
standard % in. pipe located where its sensitive cell 
can scan the flame area. The electronic control is 
housed in a dust-tight steel case, and contains a 
power supply and relay system. The housing is 
mounted on the control panel and plug-in construc- 
tion of the chassis provides for simplified replacement 
and maximum accessibility for examination or 
adjustment. 

Manufacturer: Combustion Control Corporation, 77 
Broadway, Cambridge 42, Mass. 





Convector Radiator 


A complete line of con- 
vector radiators was an- 
nounced by the Bush Man- 
ufacturing Company as an 
expansion of its line of heat- 
ing equipment. The heating 
elements are constructed 
entirely of non-ferrous ma- 
terials: copper tubes and 
headers and aluminum fins. 
Cabinets are of heavy gage 
steel and are provided with 
removable front panels. Outlet grilles direct air flow 
away from the wall. All cases are finished with a 
prime coat of paint. Lengths vary from 16 to 64 in. 
and depths from 4 to 10 in. with either 20, 24 or 32 
in. heights. 

Manufacturer: Bush Manufacturing Company, 
West Hartford, Conn. 


Grease Trap and Drain Cleaner 


This biochemical compound cleans 
grease traps and drains with a di- 
gestive enzyme action which breaks 
down and liquidizes the grease, 
caked fats and starchy solids nor- 
mally accumulating in grease traps 
and sink drains. To clean out a 
grease trap of average size with Sea- 
Chem, as it is called, simply sprinkle 
a heaping tablespoonful of the prod- 
uct in the trap, add a half-cup of cold water, then let 
stand overnight. By next morning the contents of the 
trap will be chemically decomposed so that plain wa- 
ter will safely flush it away, maker indicates. 

It is also reported that sluggish sink drains may 
be cleared with similar treatments without causing 
the contents of badly clogged pipes to swell and 
completely block the channel. 

Manufacturer: Chemical Research Products, 204 
15th West, Seattle 99. 

(New Products continued on page 177) 
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“Did you say 60,000,000 ft. ?” 


January, 1952 











“No...1 said 65,000,000 ft. of 
Transife Flue Pipe now in service!” 





Ir you WANT TO KNOW the reasons 
why Transite Flue Pipe is such a 
nationwide favorite, ask the men who 
install it! 

They like the way this easy-to- 
handle asbestos-cement pipe saves time 
— and headaches — on the job. No 
crimping, no hole punching, no spe- 
cial tools needed here... no bolts or 
nuts for making joints. 

They swear by—not at—the tapered 
couplings that require only a drive fit 
to assure quick, positive alignment. 

They like Transite’s complete line 
of fittings, too—because they provide 
the answer to any job requirement... 


make it easy to follow good venting 
practice. 


And they’ve learned from experi- 
ence that this is one flue pipe that 
won't deform, dent or bend out of 
shape. They specially like the firm, 
solid, rigid type of installation they 
know they can count on with Transite 
Flue Pipe—every time! 


Once you’ve tried Transite Flue Pipe, 
you too, will be sold on its many prac- 
tical advantages that mean more profit- 
able gas venting jobs for you—and long 
term satisfaction for your customers. 
For further details, write Johns- 
Manville, Box 290, New York 16, N. Y. 





Transite Flue Pipe is the only flue pipe for gas appliances 
listed by Underwriters’ Laboratories that has been continu- 
ously approved since 1932. 





Johns-Manville TRANSITE FLUE PIPE 


FOR VENTING DOMESTIC GAS-BURNING APPLIANCES 
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FOR ALL YOUR INSTALLATIONS 
yy 7 Wore Are g Good Reasons 
/ 





There’s a GENERAL FILTER for every fuel oil filtering 
job —large, medium, or small. 
DELUXE MODEL 2A-300 
FOR THE BIG JOBS 2 GENERALS are easy to install. All that’s needed is one 
wrench and a few minutes’ work. 












It takes just two minutes to insert a GENERAL Replace- 
3 ment Cartridge — and every GENERAL installed means 
cartridge sales for years to come. 





MASTER MODEL 2A-700 
oe Customers WANT GENERAL FILTERS because they elimi- 
& nate shut-downs due to clogged nozzles. Costly service 


“call-backs” are minimized, too. 






STANDARD MODEL 1A-25 

FOR SMALL HOMES, istri 
HEATERS, ETC. GENERAL FILTERS now distributes CLEAN 
RIGHT SOOT REMOVER—Certain-safe for all 


heating plants. Tell your customers about it. | 
GENERAL FILTERS 12890 WESTWOOD AVE, 
INCORPORATED DETROIT 23, MICHIGAN 


CANADIAN FACTORY BRANCH: CANADIAN GENERAL FILTERS, LTD., 2679 DANFORTH AVE., TORONTO 13, ONTARIO 









TWENTY YEARS 
WITHOUT 





REPLACEMENT 








Lasting satisfaction is not a matter 
of price alone. It is much more a matter 
of faultless design, superior materials 
and expert workmanship. 

If you want to be proud of the job, 
if you want to build reputation, specify 
SARCO RADIATOR TRAPS, They are built 
to last. 

SARCO makes a complete line of 
quality specialties for steam and hot 
water heating. Full information in 











Catalog 201. 
WRITE FOR YOUR 
FREE COPY TODAY c oe H 
’ ’ . Clearview BOSMACO 
COMPANY, | : WRITE FOR COMPLETE INFORMATION 
EMPIRE STATE BUILDING, NEW YORK 1, N. Y BOSTON MACHINE WoRrRKS COMPANY 
Represented in Principal Cities 
SARCO CANADA LTO., TORONTO 5, ONTARIO Oil Heating Supplies Division, Manufacturers, Lynn, Mass 
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One-Piece Water Closet 


Engineered for quiet, un- 
obtrusive flushing action 


closet is particularly suit- 
. jable for installation near the 
[living room of the home. 
In addition to quiet opera- 
tion, the styling of this fix- 
ture adds smartness to the 
modern bathroom. Avail- 
able in white and four colors 
—azure blue, desert tan, 
verdant green and sunlit ivory. 

Manufacturer: Universal-Rundle Corp., New 


Castle, Pa. 





Selt- Spray Lacquer 

A new self spray lacquer, avail- 
able in both appliance white and 
black, has recently been introduced 
to the refrigeration and appliance in- 
dustry by Plasti-Kote, Inc. Since 
paint and pressure are all in one 
container, spraying is accomplished 
by pressing a trigger on the lid. The 
self-spray lacquer is said to dry in 
approximately 10 minutes. 

Manufacturer: Plastic-Kote, Inc., Dept. CR, 425 
Lakeside Ave., N. W., Cleveland 13. 





Gas Winter Air Conditioner 
This 70,000 Btu input gas winter 


_. air conditioner of conventional “hi- 
~ boy” appearance provides a choice 

of side inlet for return air into the 
back of the furnace through a 
removable panel, or through the 
base when the unit is installed 
over a floor inlet. The unit is speci- 
fied as G-70. A similar unit, speci- 
fied as “G-70-CS” is equipped for 
counter-flow circulation, bringing 
return air in at the top and deliv- 
‘ering it filtered, heated and humid- 
ified through the base for perimeter 
and similar heating applications. 
Both systems employ the Mono-Jet 
burner construction. 

Manufacturer: Bard Manufacturing Co., Bryan, 
Ohio. 








ptt 
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Magnesium Anode 
= A magnesium anode is an- 
nounced by the S. H. Leggitt 
Company to prevent rust and 
corrosion of working parts in 
closet reservoir tanks and to 
help prevent rusty colored water 
in bowls. The magnesium works 
to reduce corrosion because it is active. Thus, the 
brunt of the corrosion attack is transferred from the 
parts in the reservoir tank to the magnesium anode. 
No tools are needed to install as the anode simply 
clips on with brass spring clips: one to overflow pipe, 
the other to refill tube. Ancdes may be installed in 
old or new closet tanks. 
Manufacturer: S. H. Leggitt Company, 325 High 
Street, Marshall, Mich. 
(New products continued on page 178) 
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BOILERS 
DESIGNED for 


I 0, 


DEPENDABILITY 








ACCESSIBILITY 





ECONOMICAL INSTALLATION 





Economical 
High-Efficiency 
Vertical Tube Boilers 





NORSE Horizontal 


Tubular Boilers with 


CIRCUMBUSTION 
Firing Chamber. 








NORSE Commercial 
Series—Scotch | 


Marine Boilers. 


SEE YOUR asus 
Jobber or 
Write for 
Mustrated | 
Da 












a NE BOILER CO. INC. 


STELTON ROAD. ? 
NEW MADWET AN I ARS 
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\ YOu 


ant... 


@ Aline of fine ‘Quality sinks reasonably 


priced... 
A line of sinks that appeals to dis- 


criminating housewives... 


A line that has gracefulness plus 
muty ... 


A line that’s styled ahead for lasting 
good-looks... 


A line that will give you satisfied 
customers... 


A line manufactured the MODERN 


way 


A line that’s considered the fastest 
growing line in the industry today... 


A line that protects its dealers .. . 
A line that commands respect. . . 


A line that’s well accepted through- 
out the land... 


THEN WRITE TODAY for details on how 
YOU can become an ACTIVATED dealer 
of ACTIVE QUALITY WARE. 


ACTIVE TOOL & MFG. CO. 


888 CLAIRPOINTE AVE. 
DETROIT 14, MICH. 


January, 1952 


Horizontal Jet Pumps 
Delco Appliance Divi- 
sion of General Motors 
Corporation announces 
the addition of two larger 
capacity models to its 
line of horizontal conver- 
tible jet pumps. These 
gm new 34 and 1 hp pumps 
are capable of delivering 
up to 1620 gph and oper- 
ating at depths to 120 ft. The units are equipped with 
a Delco condenser-start motor which operates on 
either 115 or 230 volt 60 cycle AC and have built-in 
overload protection, ball bearings, and lifetime lubri- 
cation. Working parts of the pump can be removed 
as a unit without disturbing any plumbing con- 
nections. Conversion from shallow well to deep well 
operation is reported to be easy and inexpensive. 
Manufacturer: Delco Appliance Division of General 
Motors Corporation, Rochester 1, N. Y. 


Self- Contained Air Conditioner 


Complete mechanism of this 744 
ton capacity self-contained air 
conditioner for cooling spaces 
such as average size retail stores 
or general offices is located with- 
in a compact cabinet. Measuring 
40 by 28 by 86% in., the unit de- 

i livers 2700 cfm of conditioned air 

4 and has an air throw of 75 ft. 

Electrical, water and drain con- 

nections are all that are neces- 

sary. Controls are located behind 

| a small access panel on the front 

of the cabinet. Inside, the cabinet 

is divided into three sections: the 

compressor, cooling coil or air intake and air dis- 

charge sections. The compressor, located in the 

bottom of the cabinet, is a reciprocating type with 

direct drive operation and has no external moving 

parts. 

These conditioners can be installed remotely with 
ductwork to furnish air for different rooms. 

Manufacturer: Frigidaire Div., General Motors, 


Dayton, Ohio. 


Liquid Chemical Deoxidizer 


This liquid chemical deoxidizer, 
known as “Airout,” acts as an aid 
in preventing air pockets in hot 
water heating systems, thereby re- 
ducing the need for bleeding or 
manual venting. It is introduced 
through any available opening or 
by pumping in through draw-off 
valve after surplus water has been 
drained from the system. The de- 
oxidizing agent may be applied to 
radiant, baseboard or convection 

systems as a corrosive preventative without affecting 
heat transfer. One-half gal. of the compound is 
recommended for every 22 gal. of water capacity of 
system or for every 100 sq ft of radiation. Packaged 
in 4%, 1, 5, and 55 gal. containers. 

Manufacturer:, $.0.S. Products Company, Inc. 
282-284 Nassau Ave., Brooklyn 22. 

(New products continued on page 180) 
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steam mains-heating systems § 
water heater coils 


LOW RETURN 
CONNECTIONS 


> LOW WATER LINE 


LOW SPEED 
LONGER LIFE 


CAST [RON RECEIVER 
single or duplex 











Werle Fig. i 302 
| “1c low return connection 
simplifies layout 


*NRG underground 
condensation pumps 





‘ © Permits overhead lines © Cast Iron Receiver | 
__ © Eliminates underground lines @ Low Return Connections | 

he ‘Capacities 500 to 10,000 sq. ft. E.D.R. e Installed in the ground 3 
) * All Bronze Pump Head e Requires limited space 


*WRITE FOR BULLETINS TVC-300 and NRG 200-8 . 
COMPANY 1523 N. Fremont St. _ Chicago 22, 1 Hin 10 is | 


— ees 2 me tl 




































NO. 1110 


Expect value like this from the world’s 
'” — largest manufacturer of basket strainers! The Schaible 
1110 is all stainless steel—has no plating to wear off—can’t 
corrode or peel and keeps clean easier. There are no moving parts 

to cause troublesome and expensive “‘call-backs.” Solidly 

built, it can take hard handling and abuse. Large locking shell construction 
means easy and positive installation! 


buy Schaible 


streamlined 
TOPMOUNT 
SINK FAUCETS 


SERIES 920 








Smartly new in appearance—smooth and positive in operation— 
Schaible Faucets receive high percentage ratings in performance tests. 
Their easy installation from sink top saves valuable time 
and labor! Special features include heavy cast brass body ©. 
with bright chrome over nickel mirror finish. Rigid parts inspection 
and pressure testing during assembly insure , 
top performance and dependability! 


value 


Plumbing contractors and jobbers 
know that Schaible means value— 
features that satisfy, features that 
sell. Schaible Faucets and Strainers 
eliminate expensive “‘CALL- 
BACKS”...lead to permanent 
customer satisfaction and increased 
profits for you. 

Stocked by All Leading Wholesale 
Plumbing Jobbers. 


THE SCHAIBLE COMPANY 
CINCINNATI 4, OHIO 


A * 
Ag 


MANUFACTURERS OF QUALITY PLUMBING AND HEATING EQUIPMENT 


DOMESTIC ENGINEERING 


ALL STAINLESS STEEL 
BASKET STRAINER 


January, 1 


| Thermostat Control 

This “Heet-O-Matic” thermo- 
stat control, introduced by the 
Automatic Controls Corporation, 
is designed for application to 
thermostats regulating domestic 
stoker-fed, gas and oil heating 
systems. It is reported that no 
rewiring of thermostats or major 
’ electrical alterations are neces- 
sary for installation of this in- 
strument. A one-screw attach- 
ment of the timer-heater unit 
to the thermostat and a “plug-in” of the 6 ft cord 
lead into the nearest 110 volt outlet completes in- 
| stallation. Unit is set only once annually. 
Manufacturer: Automatic Controls Corporation, 


Ann Arbor, Mich. 






Convector Grilles 


A new line of convector 
grilles with louvers spaced 
closely to obstruct gum 
wrappers, waste paper, etc. 
from being dropped between 
them is being introduced by 
Titus Manufacturing Corpo- 
ration. With extra-heavy 
support bars on 6 in. center 
to add strength, the grilles have extra-wide blades 
for deflection of air. Each blade is “hemmed” for 
strength and safety. The grilles are made fo any 
size, have over 70 percent free area and can be in- 
stalled in marble, tile, or other special surfaces, as- 
sures the maker. 

Manufacturer: 
Waterloo, Ia. 





Titus Manufacturing Corporation, 


Plastic Shower Stall Base 
A new type shower stall 
base fabricated of molded 
reinforced plastic known as 
the Tuf-Lite receptor, has 
. been announced by Kaytel, 
Inc. With a shipping and 
handling weight of 20 lbs, 
F the unit is of all-in-one- 
, mm piece, seamless construction, 
and has a pe re .basket-weave design molded 
| into the matted surface for protection against 
skidding accidents. In a range of colors which are 
molded through from surface to surface, the recep- 
tors do not need painting or refinishing and are 
crack, chip, peel and rust resistant. The plastic sur- 
face is said to have sound absorbing qualities. 
Manufacturer: Kaytel, Inc., 40 E. 40th St., 
York City 16. 





New 
Drill and Saw Combination 
any ghape hole in 
Se one operation with 
lacquered hard- 
wood handle. Tip of the “Drilsaw” blade is fast bor- 


_ This two-in-one 

tool drills and saws 

a steel blade which 

is set immovably in 

ing gimlet, and the main portion of the blade has 
(Please turn to top of page 183) 
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make 









your 
first 
choice 






Constant efforts to satisfy the numerous 
Fastening and Hanging tasks have resulted in 
Paine’s “know-how”. Do as others have done— 
make Paine your first choice. 
Paine Spring Wing Toggle Bolts provide a 
secure and permanent fastening in hollow 
walls and ceilings, where it is impossible to 
reach the other side. Reduce installation time 
and accent the quality of your work with 
Paine Spring Wing Toggle Bolts. 


THE PAINE COMPANY 
2955 Carroll Ave., Chicago 12, ill. 


INE’ 
the best craftsmen always take pA E's 


Star Drills 
Malleable Shields 





Spring Wing Toggle Bolts Conduit Clamps 


Expansion Anchors Pipe Hooks and Straps 


Jepth Drills Hanger Iron, perforated Special Hanging and 


crew Anchors 


Expansion Shells 


Fastening Devices 
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Saves you more time 


than any other 


tool in your kit 





A Journeyman's 
tool, built to stand 
up under constant, 

on-the-job Contractor 

or Industrial use. 


* 


Built-in Blower—Anti- 
friction replaceable 
bearings—No starting 
hole needed—Blades to 
cut all materials—Fits any 
heavy duty %” or %e” drill. 

















Super Saws and Blades are 
listed on Federal Supply 
Schedules, Class 40 Material. 







Cutting opening in oak flooring in less 
than 3 minutes—no starting hole needed! 


Mar AY! RCS TOOL SALES CORP. 
 § ; JOLIET, ILLINOIS 


Gentlemen: 
Please send us Bulletin Cl, and name of the nearest 
Super Saw distributor. , 






Name 





Address. 





City Zone State 
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BM Designed Jor Quick, Easy Installation 


AIRTHERM 


for Airtherm Convect 
apart ments 


AIRTHER M Conve 


Airtherm Cabinet 
design permits quick, 


easy assembly. 
FREE STANDING ~— pECESSED 


FOR HEATING SATISFACTION... 


Think First of ARTHERM 


AIRTHERM MANVEACTURING COMPANY 


702 SOUTH SPRING AVENUE « ST. LOUIS 10, MISSOURI 
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with 
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"dual-dial”’ 
GAUGES 
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Don’t let nuisance calls eat up your time and 
profits! 

You can easily assure years of trouble-free serv- 
ice with Rochester DUAL-DIAL Gauges. No fumes 
can get out to bother your customers. The solid, 
pressure-tight head construction provides posi- 
tive leakproof protection—even under pressure. 

You can make tank checking and filling a snap, 
too ... the easy-to-read “dual-dial” can be seen 
from both front and back. 

Featuring permanent magnetic indication, 
Rochester DUAL-DIALS are Underwriters’ listed. 
More than 214 million are now in use. They’re 
easy to install and stocked by leading wholesalers 
everywhere for all standard basement oil burner 
storage tanks. Rochester Manufacturing Co., Inc., 
19 Rockwood Street, Rochester 10, New York. 


ci» 


MANUFACTURING COMPANY, INC. 


DIAL THERMOMETERS »AUGES AMMETERS 
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(Continued from bottom of page 180) 
sharp spiral teeth so that the tool saws rapidly in 


any direction after drilling its hole. The tool is 
suitable for numerous plumbing jobs because it 
drills and saws plywood, hardwood, plaster and 
wallboards without clogging and gets into hard-to- 
reach places. Offered in four sizes: %¢ to % in. 
diameters. 

Manufacturer: D. E. Drilsaw Co., 1561 Virginia 
Ave., Glendale 2, Calif. 


Lavatory-Dressing-Table 
; Sales appeal through 
design and comfort is of- 
‘fered by this combination 
T lavatory-dressing-table by 
~ Universal-Rundle. The 
“Vanitee” has a vitreous 
china lavatory basin set 
flush in a dressing-table 
top, supported by a 
smoothly finished cabinet. 
There’s a pull-out drawer 
dias that raises youngsters to basin height, storage 
space and an upholstered hamper seat. The 42 in. 
overall top consists of 24-in. cabinet and 18 in. of 
drawer space. Twelve color combinations blend 
lavatory, top and cabinet in a blaze of beauty. 
Manufacturer: Universal-Rundle Corp., 
Castle, Pa. 





New 


Welding Coupling 

This “Tube-Turn SF 
(scale-free) Welding 
Coupling” now makes it 
pessible to eliminate dam- 
aging welding scale from 
piping systems, states its 
manufacturer. The coupl- 
ing consists of two forged 
halves. The ends of the hubs are prepared for weld- 
ing to pipe or welding fittings of corresponding sizes. 
When the two halves of the coupling are brought 
together, the tongue of one slips into the groove of the 
other. A cavity directly beneath the beveled welding 
area reduces burn-through or the formation of icicles 
in the interior. The cavity also insulates the interior 
from the extreme welding heat and prevents scaling. 
The unit is useful in connecting piping designed to 
carry fluids, steam, and air. 

Manufacturer: Tube Turns, Inc., 224 E. Broadway, 
Louisville 1, Ky. 





Toilet Float Adjuster 


Nu-Float toilet adjuster is a sim- 
ple device that fits all tank-type 
toilets using a standard floatball and 
rod. It provides a quick, simple 
means of adjusting the float with the 
turn of a thumb screw to compen- 
sate for normal washer wear. As a 
result of the adjustment factor, this 
unit is said to stop toilet hissing due 

: to leaky valves, to conserve water, 
—~F o vist the need for rod-bending and dam- 
aging of float. 

Manufacturer: Richard Products, Box 448, Scran- 
ton, Pa. 

(New products continued on page 184) 
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NICHOLSON MAKES 


Steam Traps 
for Every Plant 







Because they drain 
completely when 
cold, these four 
Type AHV types of Nichol- 
son steam traps are positively freeze-proof. Can be freely 
installed outdoors. Universally recommended for use in lines 
which need not be in continuous use during cold weather, 
because they are freeze-proof and because their 2 to 6 
times average drainage capacity results in minimum heat-up 
time. The non-air-binding feature of Nicholson traps also 
notably facilitates heat 
transfer in severe weather. BULLETIN 450 
Sizes 4%” to 2”; pressures 190 Oregon St., 
to 225 Ibs. Wilkes-Barre, Pa. 


CEANICHOLSONS UY 


TRAPS - VALVES - FLOATS 


5 KEYS TO PROFIT 


McGRAW-HILL BOOKS 
that solve problems 
and build job skill... 





























* 








1. Heating Design and Practice 


By Robert Henderson Emerick, Consulting Engineer, 453 pages, 224 
illustrations, $8.00 


2. Air Conditioning 
In Summer and Winter 


By Richard E. Holmes, Design 
Engineer, Westinghouse Co. 2nd 
edition, 352 pages, 140 illustra- 
tions, $5.75 


3. Plumbing 


By Harold E. Babbitt, Professor 
of Sanitary Engineering, Univer- 
sity of Illinois. 2nd edition, 644 
pages, 400 illustrations, $6.50 


5. Domestic 


Oil Burners 


By Chas. H. Burkhardt, Heat. 
Sheet Metal Worker and 


4. Electrical Appli- 


ance Servicing 
By Wm. H. Crouse, former Field 
Serv. Eng., Delco-Remy Div., G. Ed., 
M. Co., 854 pages, 727 illustra- Plumbing & Heating Jrnl., 359 
tions, $8.50 pages, 312 illustrations, $6.25 


10 DAYS’ FREE EXAMINATION A 
McGraw-Hill Book Co.—330 West 42nd St., NYC (36) 


Send me book(s) circled below for 10 days’ examination on | 
approval. in 10 days | will remit for book(s) | keep, plus few 
cents delivery, and return unwanted book(s) postpaid. (We | 





pay delivery if you remit with this coupon—same return 
privilege.) 
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| 
Here ate 2 leaders | 
in the complete line of 


Temperature Regulators Fl 


This self-contained temperature 
regulator maintains uniform tem- 
peratures of fluids in open or closed 
tanks, kettles and other vessels, and 
for steam tables, dishwashing ma- 
chines, etc. The unit operates on the 











DECC WATER AN ANE TAN principle of a bellows motor which thi 
derives its power from the pressure siz 
generated by the rapid vaporization val 

/ 4 of a volatile liquid. Heat applied to the 
a seamless thermostatic bulb causes or 
volatile liquid to boil, creating a bas 

| vapor pressure in bellows and caus- av 
ing a motion which opens, closes or val 
| positions a valve to perform function its 
. desired. Temperature ranges from Th 

60 to 260F; pressure limits of % in.-250 Ibs. to 5 in.- inl 

55 Ibs. I 

Manufacturer: Warren Engineering Company, 

Broadway, N. J. Su 





New % hp and 1 hp Delco-Jet Convertible Pump 


With the addition of the new % hp and 1 hp Delco-Jet 
Convertible Pumps, you now have a series of pumps to 
meet any domestic water system need. By using these 
pumps with various sizes of tanks—with either single- or 
double-pipe deep well jet assemblies—or with the shallow 
well adapter “‘package’’. ..the Delco Water Systems dealer can 


Liquid Level Device 


Newest technique in de- 
termining and establishing 
level lines is employed by 
this device based on the 
principle that a liquid rises 
- to the level of its source. 


The “Hydrolevel,” as it is 








| Fiemme» 





cover the entire range of deep and shallow well applications. called, consists of a com- 
bined reel and reservoir 
and flexible tube or gauge line. When the gauge line floy 
is matched with the reel-reservoir unit all inscribed str: 
marks, being related to the same liquid level, are the 
level with each other. Liquid in reservoir is level be 
| with liquid in level sight. Transparent material is 2 it 
| used so that the operator can see at a glance that var 
enough liquid is in the reservoir. Device can be used anc 
| either horizontally or vertically and can be used for D 
| extended levelling as well. 
Manufacturer: Hydrolevel, 53 De Soto Ave., Ocean Ce 
Springs, Mass. 
Emergency Showers 
C-12 Value Leader Shallow Well Pump 
: : . | Patil tno Emergency or decontamination 
Here’s one of today’s great values. The C-12 is a complete | BSE Lowers for industrial installa- 


self-contained water system, ready for immediate installation 
with a 225 gph capacity. It’s ideal for small farms, suburban 
homes, cottages or summer camps. Or it can supplement the 
operation of another pump to meet additional water require- 
ments. It comes mounted on a 12-gallon horizontal tank, 
and is powered with a 4 hp Delco Rigidframe capacitor 
motor with overload protection. 


tion, manufactured by Logan 
Emergency Showers, Inc., have 
been designed to utilize modern 4. 
techniques of spraying water to 
quench fire, or in a matter of 
seconds dilute and remove acids 
or other chemicals and. foreign 
materials contaminating clothing 
or the human body. The new 
showers are offered in three basic 





There is a dependable Delco Water System to fit any 
water requirement. Delco Jet Convertible pumps deliver up 

to 1,620 gph at 20 lbs. pressure from shallow wells and ‘ 
from 170 to 1,530 gph from depths to 120 feet. models to meet the requirements Che 

Delco ord bt Recipaeneding pomes ddtiver ey 225 of maximum medium or minimum 

to 600 or lifts up to 25 feet. Deep We mps have ‘ ~ 

capacities EP from 100 to 410 gph for lifts from 100 to 325 feet. Sa d soa model P actured “, 
For information about the profit possibilities of the esignated as Series 5010, which 





Delco Water System franchise, write Dept. DEW. is equipped with sprays to instantly wet and wash all 

DELCO APPLIANCE DIVISION, Genero! Motors Corporation, Rochester 1,N.y. | Portions of the clothing and body. This is accom- 

| plished by locating the sprays so that all parts of the 

| body are reached simultaneously. The shower is 

| made for either inside or outside installation for in- 
| dustrial laboratory or institutional purposes. 

| Manufacturer: Logan Emergency Showers, Inc. * 


P. O. Box 11, Glendale, Calif. 


For a good deal GENERAL MOTORS 
DEAL wir Deteo AIT aA eva 


So ¥STEMS 
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Flow Control Valve 
° H. A. Thrush & Company is 

adding a new horizontal flow 
control valve to its line of hot 
water heating products. The 
valve is offered in three sizes 
(1, 1% and 1% in.) with 
threaded inlet connection and union outlet. The three 
sizes are specified as H-114, H-114A and H-115. These 
valves can be installed in a horizontal flow main so 
that the main can be carried near the basement joists 
or ceiling. They can also be used to advantage in 
basements with low ceilings. On zoned installations 
a vent tube is used at the boiler and the flow control 
valve located in each zone. Locating the valve near 
its respective zone is reported to save pipe and fittings. 
The valves also have a 4 in. tank tapping near the 
inlet to take air out of the main into a pressure tank. 
Manufacturer: H. A. Thrush & Company, Peru, Ind. 





Suction Line Strainer 
Development of a 1% in. suction 
line strainer that will fit a 2 in. tank 
opening has been announced by the 
Universal Valve Co. The unit is 
# intended for use in pump suction 
™ lines, and is so designed that the 
| liquid must enter from the sides 
B% instead of the bottom. This feature 
does not trap water and keeps the 
line free from foreign matter and 
~~ sediment while permitting maximum 
flow. Known as the 611G, the new suction line 
strainer is reported to reduce repair costs by enabling 
the use of a 2 in. tank opening. The 611G can also 
be used in initial installations for any size opening 
2 in. or larger. Specifications: -body is made of gal- 
vanized iron, 8 mesh screen, OD fits 2 in. opening 
and is threaded for 1% in. pipe thread. 
Manufacturer: Universal Valve Co., Elizabeth, N. J. 


ppb La dabeded ‘l 





Cellar Drainer 


A new durable cellar drainer (Figure 
2652) featuring low cost operation has 
just been placed on the market by the 
Everite Pump & Mfg. Co., Inc. The 
motor is 1/3 hp single phase 60 cycle 
1750 rpm; the float is plastic; all bear- 
ings are bronze. Capacities up to 2500 
gph and discharge heads up to 14 ft 
are reported. A Deluxe Cellar Drainer 
(Figure 2650) in bronze or iron and a 
heavy duty sump pump are also offered 
along with a complete line of jet and 
piston type water systems. 

Manufacturer: Everite Pump & Mfg. 


Company, Inc., Lancaster, Pa. 





Chemical Drainfield Cleaner 


A combination of 12 different 
chemicals, this cleaner goes to 
work instantly, aiding and clear- 
ing clogged and sluggish lines or 
tiles in septic tank drainfields, 
disposal areas, seepage pits, dry 
wells, sand filter trenches, etc. 
Camp Drainfield Cleaner re- 
juvenates and clears the drain- 

~~ age system of the clogging 
(Please turn to top of page 187) 





THE CHICAGO FAUCET COMPANY 
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Faucets Put Me” 


Leaky faucets . . . annoyed customers . . . and there 
1 was right behind the 8-ball . . . until I learned 
about Chicago Faucets. 

Once I started installing Chicago Faucets my 
troubles ended . . . because they stay leak-free and 
easy-operating with only occasional rewashering. 
And they’ve been giving this dependable kind of 
service for almost forty years, too. Another good 
thing is the way the entire operating unit, or any 
of its parts, can be changed as easily as a light bulb. 

Getting out from behind that 8-ball was proof 
enough for me as to why Chicago Faucets are today’s 
most-wanted faucets. 






CHICAGO 39, ILLINOIS 





Chicago Faucet Products are distributed 
through the plumbing trade exclusively. 
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MARSH VaAN YE win over winter conditions 
...aH over the Country! 


















In the final test of heat versus cold, you will 
find in MARSH VALVES an unfailing quality 
of control in the release of heat at the ex- 
tremities of a heating system ... heat where 
it is needed most. In the FLAT DISC Rising 
Stem type, shown here, as in the MARSH 
CONE DISC Packless Valves which is also 
popular, you will find a dependable economy 
in its rugged, long-lasting operation. 


RISING 
STEM 
FLAT DISC 


ANGLE NO. 1126 
GLOBE NO. 1226 








ABOVE: Pomonok Houses, Queens, N. Y., Fig. 1141 


we: 
("a 


LEFT: Chicago West Side 
Veterans Hospital, Fig. 1126 
G 1226 


MANUFACTURED BY 


MARSH VALVE COMPANY 


Dunkirk, New York, U.S.A. 
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WARNOCK 
° 
S | Vi fe [ FX V it cuts faster 
e 
V if cuts cleaner 
STRAP WRENCH Model 610 cuts 6” 
round and 6” x 10” e H 
No man should handle flat. Larger capacities V it cuts easier 
% chrome, brass or nickel- available. 
| plated pipe without a strap * 
wrench, The Warnock ee and sf cuts at LOWER cosT 
Simplex is the simplest of ie 
strap wrenches. Its flexible Out on the job, or in the shop, the portable Kalama- 
woven strap provides soft zoo Band Saw is a time-saver and money-saver ! 


contact but strong grip... 
scientifically curved nose 
prevents denting. 


It will pay for itself in an amazingly short period of 
time and then continue to add to your profits. Pre- 


Mare a tem men with cision engineered and sturdily built, Kalamazoo is 
arhochsunplex wrenches your best band saw buy! Coolant equipment avail- 
--.8ee them do more work ; 1 
sink dine ‘team ‘enekentad able on all models. Write today for complete 1n- 
Order from your wholesaler today! formation. 


3 MACHINE TOOL DIVISION 


LOWELL WRENCH Co. Kalamazoo TANK and SILO CO. 


WORCESTER 8, MASS | 113 HARRISON ST., KALAMAZOO, MICHIGAN 
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(Continued from bottom of page 185) 


organic wastes by its chemical boiling, churning and 
cleansing action, the manufacturer reports. It pro- 
motes porosity of soil, allowing water to be absorbed 
more readily into the soil, by removing greases and 
fats in the soil pores, thereby allowing capillary 
action, which creates improved conditions for evapo- 
ration and transpiro-evaporation. 

Manufacturer: Camp Chemical Co. Inc., 2nd Ave. 
and 13th St., Brooklyn 15. 


Forced Draft Conversion Burner 


Bryant Industrial Di- 
vision recently an- 
nounced the availability 
of its new Model 214 
“Forced-Draft” Con- 
version Burner. This 
compact power-type 
burner is produced in 
4 eleven capacities rang- 

ip ing from 400,000 to 
x.“ usual! 20,000,000 Btu /hr input. 
The 214 is shipped factory wired and assembled as a 
unit designed for easy ashpit installation in furnaces 
or boilers in large residences, industrial or commer- 
cial buildings. 

Pilot operation on this unit is automatic with 
electric spark ignition. The pilot, ignition electrode 
and electronic flame electrode are mounted in fixed 
positions in a tubular assembly which can be re- 
moved for servicing. The pilot burner functions 
as both an atmospheric and blast type unit and has 
provision for primary air adjustment. 

Manufacturer: Bryant Industrial Division, 17825 
St. Clair Ave., Cleveland 10. 





Tank Ball For Standard Valves 


Development of a tank ball that 
will fit all standard valves is an- 
nounced by American Rubber 
Products Corporation. Called the 
Cop-R-Top “Plumbob” tank ball, 
the unit is designed to permit easy 
lift, firm seating and is reported to 
contain no knobs, rings or protru- 
sions. A rigid, non-corrosive copper top is said to 
minimize buckling. The tank ball has a one-piece 
molded (no steam) rubber bottom to minimize leak- 
age due to wear. 

Manufacturer: American Rubber Products Cor- 
poration, 151 East 50th St., New York City 22. 





Welding Pipe Fittings and Flanges 


Key Co. has announced the de- 
velopment and production of a com- 
plete line of “Key-Kast” alloy steel 
welding pipe fittings and flanges 
based on a design of greater wall 
thickness throughout and added 
thickness at areas of stress. Engi- 
neered to make the fittings the “strongest rather than 
the weakest part of piping”, the Key-Kast line meets 
A.S.A., A.S.M.E. and A.S.T.M. standards and is avail- 
able in low and intermediate alloys and various types 
of stainless steel. A boss is provided on all fittings 
for tapped openings. 

Manufacturer: Key Co., East St. Louis, III. 

(New products continued on page 188) 
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on a fitting is our 
Guarantee-your safeguard 


Kuhns fittings have carried the trade-mark 
“K” ever since the business was established 
in 1887. In fact, Kuhns fittings were the very 
first to be identified by a trade-mark, 

With the passage of the years, and with 
millions of “K” Fittings proving their worth 
in actual service, “K” has become a symbol 
of quality. That long and commendable 
background, therefore, imposes upon us the 
obligation to maintain that high quality 
standard. 

In using “K” Fittings, you are well forti- 
fied against installation and service troubles. 
The precision machining of “K” Fittings 
assures convenient make-up, tight joints, and 
symmetrical runs. Scientific metallurgical 
control, skillful molding, and critical inspec- 
tion assure fittings without sand holes, cold 
checks, uneven walls, or other imperfections. 

These facts are verified by the experience 
of contractors everywhere. That’s why the 
usage of “K” Fittings is continually growing. 

It will pay you to order fittings from sup- 
pliers who handle the “K” line. Be sure to 
insist upon “K’s.” 


THE KUHNS BROTHERS COMPANY 


1802 McCall Street 
Dayton 1, Ohio 


Established 1887 
CAST-IRON FITTINGS 
3,000 Shapes and Sizes 
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THERMOSTATIC 
TRAPS : 





Every Barnes & Jones trap and valve is fully 
checked and tested under rigid operating con- 
ditions, before we'll permit it to be shipped 
out to you. 

These tests, which are actually far more severe 
than will ever be met in actual service, naturally 
represent an added cost to us. 

But we feel it’s worth it to know that users of 
B&J products are assured of the true value of 
long life and trouble-free service. 


BY, 





BARNES & JONES, Inc. 


128 BROOKSIDE AVENUE, BOSTON 30, MASS. 


Representatives in all principal cities 
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Counterflow Winter Air-Conditioner 


Specifically designed for the 
basementless, one-floor plan home, 
a new 80,000 Btu oil-fired counter- 
flow winter air-conditioner has 
been announced by the Armstrong 
Furnace Company. Cold air is 
brought in through the top of the 
unit, designated Model 8801 L7- 
80, and the warm air is forced out 
through the bottom into the duct 
system. Thus the unit is ideal for 
perimeter, lateral sub-floor duct 
or floor panel systems of heat dis- 
tribution. 

The unit is equipped with a D4 oil burner and em- 
ploys a specially designed regulator to control the 
amount and turbulation of the air admitted to the 
burner. Since most counterflow furnaces are in- 
stalled close to living quarters of the home, the quiet 
operation of both burner and blower is of special 
interest. The unit also has a welded, fume-tight 
heating element with a wrap-around radiator and a 
built-in air tight filter rack. All parts may be in- 
spected, cleaned and serviced from the front. 

Manufacturer: Armstrong Furnace Company, Co- 
lumbus, Ohio. 





Lavatory Hanger 
A new hanger designed to 
r="? modify the installation of 
lavatories is announced by 
- West Coast Fittings Com- 
pany. The feature of the 


hanger is that a lug on each 
side can be knocked off by 
a light tap of a hammer. And it can be used for 
either vitreous China lavatories or porcelain enamel- 
ed units. The hanger is adjustable and extends as 
much as 16 in. 
Manufacturer: West Coast Fittings Co., 6769 Ro- 
maine St., Los Angeles 38. 


Remote Type Water Cooler 


Cooler and stor- 
age tank, compres- 
sor and condenser 
of this remote type 
drinking water 
cooler are mounted 
together on a metal 
base, and the unit 
may be installed in 
virtually any loca- 

@@ tion where cool 
water is needed. It is only necessary to connect the 
water inlet pipe to the cooler, water outlet pipe to 
the separate fountain, and to plug in the power cord. 
Models are available in 3, 5 and 10 gal. capacities, 
and small space requirements make them suitable for 
a wide range of applications. Among those suggested 
by the manufacturer are: centralized drinking water 
systems found in office buildings and factories as well 
as glass and pitcher filling stations in restaurants, 
clubs, cafes, etc. 

Manufacturer: Temprite Products Corporation, 
P.O. Box 72, E. Maple Rd., Birmingham, Mich. 

(New products continued on page 191) 
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You cant jam 
cant 





* 
RIEGEID 65R 


“Really streamlined 
pipe threading with this 
RIG&Ib> self-contained 
die stock 













Right Here is the 

simple device that 

makes 65R auto- 

matically JAM- 
OOF. 


@ You don’t have to watch it—lead screw can’t jam on 
workholder. New jam-proof drive plate automatically 
kicks out driving ratchet pawl when standard length 
thread is cut. Your recent model 65R easily converted — 
just buy new drive plate, put in place of old plate. Per- 
fect threads on 1” to 2” pipe with one set of 4 high-speed 
steel dies—sets to pipe size in 10 seconds, mistake-proof 
self-centering workholder sets instantly! Buy the new 
jam-proof RITQ0D 65R at your Supply House. 


oe re cea 
: Work-Saver Pipe Tools 
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Model 200 Pressure Contro? 
and Relief Valve 


| FLOW FITTINGS BY Sall 


Available in Cast Iron or Copper 


SALL Fittings 
greatly improve 
the efficiency of 
the entire hot 
water system. 
One fitting on the return line is 
all that is needed. This directs 
the free flow of the waterthrough 
the radiator. SALL Fittings are 
applicable to both cast iron and 
copper radiation. 








SALL one pipe fittings are avail- 


mW able in either cast iron or cop- 
| per. Sweat type for use with 
copper tubing. 


a All sizes1” to 2” upfeed return 


or down-feed return. 


Designed for one and two pipe 
systems,‘the SALL Flow Check 
Valve performs its function un- 
failingly. Automatic in opera- 
tion, but when necessary can 
be locked in position for gravity 
circulation. Small %” port at 
top permits installation expan- 
sion tank, preventing air-bind- 
ing. Learn more about the 
complete SALL Line... get in 
touch with your SALL repre- 
sentative. 
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Twenty years is a long time... 


DOMESTIC ENGINEERING 


in a flushing system! 


Monel parts show no signs of corrosion or 
pitting after long, rugged duty with unusu- 


ally corrosive water 


Yes... twenty years is more than 
a lifetime...for valve parts in 
corrosive water! 

But that’s the true-life story of 
a Speakman “Si-Flo” Flush Valve 
with Back Siphon Preventor. 

This silent flow valve with 
Monel® seats and parts was one of 
the first installed in the Memorial 
Library Building, University of 
Delaware, in 1931. Recently it 
was removed for examination, 
although still giving satisfactory 
service. 

Upon inspection, it was discov- 
ered that there were no signs of 
corrosion or pitting despite its 
long service in the acid and ag- 


gressively soft water of that 
section. 

This is a typical example of 
how efficient design, coupled with 
tough, corrosion-resistant Monel, 
work together for long-life, 
trouble-free service. 

Right now, Monel is being 
diverted to defense production. 
Therefore, you may find the 
Monel parts you need hard to get. 
But for latest information about 
“Si-Flo” Flush Valves, write to 
Speakman Company, Wilming- 
ton 99, Delaware. 
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Controlling stop mounting of ‘Si-Flo” Valve re- 
moved for inspection after 20 years service. 
The Monel gauze silencer screen, (A) like other 
Monel parts in these valves — pressed-in seats, 
trip valve spring, and by-pass valve — is good 
for further service. 


The International Nickel Company, Inc. 


TRADE MARE 


67 Wall Street, New York 5, N. Y. 














Boiler [ube Cleaners 
Wire Heater Brushes 


‘ 


oo 


WORCESTER BRUSH > SCRAPER CO. 


YY), (ston of 


MASON-WORCESTER CO. 
WORCESTER, MASS. 
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Tanner MFG. CO., ERIE, PA., U.S.A. 








wishing for 
QUALITY VALVES? 


stock TANNER | & 


l 
d 


By 


THE TANNER LINE offers every- 
thing you've been wishing for in 
quality valves.Tanner triple-tested 
valves are full flow, full pattern 
and full of satisfaction. Bright- 
en your valve business now by 
stocking Tanner—the profit line. 


Send for catalog on 
complete line to- 
day, and investi- 
gate the Tanner 
plan for profit. 
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Gas-Fired Unit Heaters 

Delivery of heated air at correct 
outlet temperatures properly re- 
lated to heat throw and air vol- 
ume is offered by this line of gas- 
fired unit heaters developed by 
the Modine Manufacturing Com- 
pany. Model 105, pictured here, 
has an input of 105,000 Btu/hr, 
weighs 106 lbs, and is 30 in. high, 
21%4 in. wide and 12% in. deep. 
Highlights in the design of the 
line are: (1) Reduction in weight and bulk; (2) heat 
exchangers and burners of stainless steel to reduce 
the lag in tube warm-up and permit fast heat de- 
livery on thermostatic demand; (3) elongated burner 
ports to minimize clogging and maintenance; and 
(4) a hinged casing bottom for quick access to burn- 
er, manifold and pilot light. Built-in draft diverters, 
automatic safety controls, bonderized casings and 
built-in fan guards are other features of these unit 
heaters. Model sizes range from 65,000 to 165,000 
Btu/hr input. 

Manufacturer: Heating and Air Conditioning Di- 
vision, Modine Manufacturing Company, Racine, Wis. 


Sealed Flush Valve Handle 

A new principle of flush valve handle 
design is being employed in the manu- 
facture of this “Rubberflex” sealed han- 
dle unit by Coyne & Delaney Co. The 
unit consists of a natural rubber flexer, 
which performs the function of both 
spring and packing and automatically 
seals the handle at all times regardless 
of position of the stem. Only a small 
fraction of this flexer’s available resil- 
- iency is utilized, which contributes to 

™an extended life of the unit. The handle 

stem is free floating, thus reducing all friction wear. 
As no springs are used, no sticking is possible regard- 
less of local water conditions, the maker asserts. 
Only four parts comprise the permanently sealed 
unit. The only wearing part is the flexer which can 
be replaced without the use of tools. 

Manufacturer: Coyne & Delany Co., 836 Kent Ave., 
Brooklyn. 


Winter Air Conditioning Furnace 
| This new model of com- 

pletely assembled units called 
the “Hi-Boy No. 70A” has 
been added to the line of 
Quiet Automatic Oil Burner 
. Corporation’s winter air con- 
i ditioning furnaces. The fur- 
nace is ready to hook up and 
features a precast combustion 
chamber, 12 gage welded 
steel construction, cold air 
and filter rack on right or left 
bottom side, and flanged 
Quiet Automatic Burner. The 
unit is equipped with doors 
which provide easy servicing of blower, motor and 
combustion chamber. An explosion door is provided 
for checking the furnace. Rating is 75,000 Btu, 1000 
cfm. With a % hp motor, overall size of the furnace 
is 25 by 26 by 60 in. 

Manufacturer: Quiet Automatic Oil Burner Cor- 
poration, 33 Bloomfield Ave., Newark 4, N. J. 
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DIAPHRAGM TEMPERATURE& 
PRESSURE RELIEF VALVES 


No. 90-AL 


For Temperature 
and Pressure 
Protection of 


Water Heaters 
and Range Boilers 


A.G.A. LISTED 


No. 90-AL Diaphragm Temperature and Pressure 
Relief Valve is more sensitive to pressure, because 
of its larger exposed surface, and, quite naturally, 
more accurate than relief valves not equipped 
with a diaphragm. Although equipped with a 
non-corrosive diaphragm and a non-sticking bibb 
washer, a test lever provides periodic inspection 
to insure its effectiveness. Larger water ways 
mean quicker relief. Moreover, it has a higher 
B.t.u. rating. It is a must according to many or- 
dinances. 


Also obtainable are: A Diaphragm Tempera- 
ture and Pressure Relief Valve with Exten- 
sion Tube, No. 90-XL; and A Diaphragm 
Pressure Relief Valve, No. 90-L. 


end for Catalog of Complete Line 


THE PATROL VALVE CO. 


2310 SUPERIOR AVE. 


Automatic Storage 






CLEVELAND 14, OHIO 
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HEATER 


e 25,000 BTU Size, single unit 


e 50,000 BTU Size, dual unit, (heat outlets for two rooms 
on opposite sides of wall) 


e Easy to install. Fits between studs on 16” center. 


e Entire unit above floor level for easy cleaning below. 


e Entire burner and control assembly easily removed. 
e Adaptable for use with Robertshaw or General controls. 
e Royaltex finish blends with any color. 


e Has famous lifetime Royal cast iron burner with drilled 


raised parts. 


e Ask for name of NEAREST DISTRIBUTOR. 
e AGA approved for Nat., mfg., or LP Gas. 


CHATTANOOGA IMPLEMENT & MANUFACTURING § 


TENNESSEE 
1891 


CHATTANOOGA 6, 
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Quality... Since 
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New Literature 


Shower Enclosure Brochure 


A versatile brochure dealing with enclosures for 
tub or shower is designed for use as counter litera- 
ture, salesman hand-outs, or envelope stuffers and 
issued by the Shower Door Company of America. 
Copy is addressed to consumers who are buying, 
building or remodeling their homes. 

Issued by: The Shower Door Company of America, 
973 Peachtree St., Atlanta, Ga. 





Temp2ring Valve Bulletin 


A line of tempering valves to control water tem- 
peratures from 140-200F are treated in this bulletin 
(No. TV4). Illustrated are four sizes of valves with 
descriptions of their construction and functions for 
varying requirements. Diagrams of typical installa- 
tions and accompanying instructions complement the 
bulletin. 

Issued by: Lawler Automatic Controls, Inc., 453 
N. MacQuesten Parkway, Mount Vernon, N.Y. 


Tubeless Heating Folder 

A diagrammed, cutaway view of a tubeless heating 
unit is shown and features of the unit explained in a 
folder, with a rating and specification chart for oil 
firing on the back cover. 

Issued by: Manville Boiler Co., Inc., Hackettstown, 
N.J. 


Steam Trap Selector Bulletin 


This new 24-page steam trap catalog deals with 
steam process, industrial space heating, steam gener- 
ation and distribution, laundry, restaurant and hos- 
pital equipment. Equipment is alphabetically listed 
and trap selection charts for each type show trap 
capacities in terms relative to equipment and operat- 
ing conditions normally encountered. 

Issued by: Yarnall-Waring Company, Mermaid 
Lane, Philadelphia 18. 


Welding, Brazing and Cutting Folder 


Welding, brazing and cutting steel with torch and 
are is discussed in an illustrated 6-page folder 
released by All-State Welding Alloys Co., Inc. Com- 
plete instructions for use, techniques of application 
and description of the properties of twelve alloys 
for welding and brazing and one alloy for cutting, 
particularly developed for use on all types of steel, 
are discussed in the folder. 

Issued by: All-State Welding Alloys Co., Inc., 
White Plains, N. Y. 


Heating Equipment Catalog 

Steam unit heaters, convectors and direct fired 
heaters are described in this catalog (No. 29g). Both 
propeller fan and blower fan types of steam unit 
heaters as well as free standing or partially recessed 
convectors and oil or gas fired heaters are discussed 
with regard to design, function and capacity. Speci- 
fications for a number of models are shown on tables. 

Issued by: Airtherm Manufacturing Co., 702 S. 
Spring Ave., St. Louis. 

(New literature continued on page 195) 
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Choose The No. 10 
For Hot Water Installations 
Because... 






































Your customers will like the 
Vent-Rite #10, the automatic 
air vent for hot water systems. 
It looks better . . . and it’s fool- 
proof. You'll like the +10 
Vent-Rite too. It works posi- 
tively, lasts longer, and saves 
you unnecessary service calls. 
Simply ask your wholesaler for 
Vent-Rite +10 Automatic Air 
Vents . . . and assure yourself 
of easier sales, and best results 
on hot water systems. 





VENT-RITE No. 10 


Actual size. Note 
the handy screw- 
head top. Vent may 
be manually oper- 
ated by simple fin- 
ger-tip control, or 
with a screwdriver 
inserted through 
the enclosure. 




















VENTING VALVES 


« 


by the pioneers in vent ce ntr 
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CUTS PIPE, 
CONDUIT OR TUBING 
FASTER... 
BETTER... 


jn lero! 
WLW E-Z cutter 


Exclusive power driven rollers make 
Quijada E-Z cutter the most efficient pipe, 


conduit or tube cutter manufactured. The 
cutter is always cutting, never slipping. No 
flat sides...stays sharp longer. 

It’s portable too! Weighs only 100 pounds. 
Not just a shop machine—use it wherever 
there is power. 

Easy to operate foot switch leaves both 
hands free. To keep competitive add this 
production time saver to your equipment. 


POWER DRIVEN ROLLERS 


FOOT SWITCH 
oe 


SEE YOUR 
JOBBER 

OR WRITE FOR 
FURTHER 
INFORMATION 
TO...DEPT. DE 1 


QUIJADA TOOL CO., INC. 


5474 ALHAMBRA AVENUE 
LOS ANGELES 32, CALIFORNIA 























When Eddie, the noticeably slow-moving and in- 
efficient clerk in a small town plumbing supply shop, 
wasn’t in evidence one morning, a customer asked, 
“Where’s Eddie? Ain’t sick, is he?” 

“Nope, he ain’t sick,” replied the proprietor. “He’s 
just not working here any more.” 

“That so?” responded the curious villager. “Got 
anybody in mind to fill the vacancy?” 

“Nope,” said the proprietor. “Eddie didn’t leave 
no vacancy.” 

—X-L Couplings— 

If your supplier can’t furnish you with “X-L” Pipe 
Couplings, let us know. We'll see what can be done 
about it. 

—X-L Couplings— 
A good dancer is like a telephone operator—every 


line busy. 
—X-L Couplings— 
Poet’s Corner: 
There was a young girl from Eton 
Whose figure had plenty of meat on. 
She said, “Marry me, Jack, 
And you'll find that my back 
Is a nice place to warm your cold feet on.” 
X-L Gusti 

“X-L” Pipe Couplings are made in sizes from 1%” 
to 12”, for every purpose, and are engineered with 
strict adherence to industry standards, 

—X-L Couplings— 

The dame said to the psychiatrist, “I wish you'd 
give my husband an appointment. He blows smoke 
rings all day long and it’s so frightening.” 

“My dear lady,” smiled the psychiatrist, “I 
wouldn’t say that’s so terrifying. I, too, blow smoke 
rings.” 

“You still don’t understand,” she protested. “You 
see, my husband doesn’t smoke.” 

—X-L Couplings— 

Some girls are like flowers—they grow wild in the 

woods. 


—xX-L Couplings— 

From the “X-L” Fictionary:; HONEYMOON—The 
thrill of a wife-time. 

—X-L Couplings— 

The lush’s wife trailed him to his favorite tavern. 
Standing at the bar next to him, she ordered, a slug 
of bourbon. Tasting it, she made a wry face. Con- 
tempt covered her every feature, 

“How can you drink that awful stuff?” 

“See, Honey,” he said exultingly. “And all these 
years you thought I was having a good time.” 

—X-L Couplings— 

It’s still so very true that Santa Claus is the only 
man who can run around with an old bag all night 
and not get talked about. ... Help keep ’em smiling: 
Send in your favorite gag to “X-L” Couplings Chat- 
ter, care the address below, 
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Anti-Rust Paint Bulletin 

A paint that can be applied on rusted surfaces 
without wire-brushing, scraping or sandblasting is 
described in this bulletin published by the Monroe 
Company, Inc. Listed are recommended applications 
of the paint as well as the procedure for application. 

Issued by: The Monroe Company, Inc., 10703 
Quebec Ave., Cleveland 6. 


Air Filter Folder 

This specification sheet and illustrated folder tells 
the story behind an air filter developed during World 
War II for the Atomic Energy Commission. A list 
of adaptable markets for this air filter in addition to 
a full description and specification data is supplied 
by the bulletin. 

Issued by: Cambridge Corporation, 350 S. Geddes 
St., Syracuse, N.Y. 


Thermostat Booklet 

An unusually designed 16-page booklet, entitled, 
“The Lady Who Loved A Thermostat,” is a “roman- 
tic” story of a thermostat and is written in an inter- 
esting, humorous fashion. The booklet is in the shape 
of a thermostat and contains drawings and cartoons 
to illustrate the story. 

Issued by: Perfex Corporation, 500 W. Oklahoma 
Ave., Milwaukee 7. 


Electric, Gas Heater Catalog 

A method of “homogenized heat” is explained in 
this colorfully illustrated catalog of electric and gas 
heaters. The catalog has cutaway views and dia- 
grams of installations and discusses the idea of 
electric heating as well as how the heaters may be 
used with ducts. Gas heating is also treated at some 
length. Charts showing operating, physical and in- 
stallation data make up one complete page. 

Issued by: Kilbury Manufacturing Co., 14529 Haw- 
thorne Blvd., Lawndale, Calif. . 


Oil and Gas Burner Bulletin 


A profusely illustrated four-page bulletin explains 
the operating parts and lists the main selling points 
of a gas and combination gas and oil burner. A 
rating and capacity chart for five models appears on 
the back cover. 

Issued by: Cleaver-Brooks Co., Hev-E-Oil Di- 
vision, 326 E. Keefe Ave., Milwaukee 12. 


Protective Coating Bulletin 

How “white hot” or “pyro-chrome” coatings can 
protect refractories, metal, ceramics and glass from 
extreme temperatures and the destruction of corro- 
sive gases and combusion is explained in a bulletin 
offered by Preferred Utilities Mfg. Corporation. The 
bulletin points out the functions of the paint in rela- 
tion to the material to which it is applied and how it 
reacts to high temperatures. 

Issued by: Preferred Utilities Mfg. Corp., 1860 
Broadway, New York City 23. 


Overfire Jet Application Booklet 
One of a series of publications being offered by 
Bituminous Coal Research, Inc. under the title, “BCR 
Aids to Industry,” this booklet (500-300) tells how to 
apply overfire jets to abate smoke from stationary 
plants. Among topics discussed are: (1) overfire jets 
(Please turn to top of page 196) 














Sell this 
Water Heater 
with --* 








... tO assure 
customers of 
cleanest 

hot water, 
longest service 










ss parkling clean 


hot water comes naturally 
with an automatic Fowler...Glass-lining inside 
the tank keeps water pure to safeguard family 
health. 

There is nothing to rust or corrode inside a 
Fowler. With smooth, durable porcelain, bonded- 
to-steel inside the tank, no metal surfaces touch 
water. 

Glass-lining is only one of many outstanding 
features which Fowler offers to provide finest 
water heating at lowest cost. 

Fowler gas water heaters are backed by 15-year 
prorated warranty. Electric water heaters are 
backed by 20-year prorated warranty. 

Fowler water heaters are economically priced 
for quick, profitable sale. 


Inquire now about Fowler 


FOWLER 


VL 
Water Heaters 


Manufactured by Fowler Manufacturing Co., 2545 $. E. Gladstone, Portland 2, Ore. 
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FROM THE COMPLETE 


PEERLESS LINE 
or WATER 


| 
You can fill all your customers’ needs 
| 








DEEP AND SHALLOW 
WELL JET SYSTEMS 
Your Best Bet is 
o Peerless Jet, 
@ CAPACITY 
Up to 7500 Gals. Per Hr. 
© PRESSURE 
Up to 40 Ibs. or More 
@ LIFT 
Up to 170 Feet from 
2” Wells and Larger 
® MOTOR 
YW -3H.P. 


reali 


me Water Kin g 


Mfd. under R. Moineau’s patents. | 
Robbins & Myers Inc. Sole U.S.A. 
and Canadian Licensee. 
Exclusively for Suction Lifts— 
Shallow Wells, Cisterns 
e@ CAPACITY 
275 to 860 Gals. Per Hr. 
@ PRESSURE 
Up to 40 Lbs. or More 
e LIFT 
Up to 20 Feet 




















@ MOTOR 
VY, V3 and V2 H.P. 






























THE MODEL H UNIT 


Mfd. under R. Moineau’s patents. 
Robbins & Myers Inc. Sole U.S.A. 
and Canadian Licensee. 


Everything in o Package 


e@ CAPACITY | 
275 to 430 Gals. Per Hr. | 








e@ PRESSURE 

Up to 40 Lbs. or More 
e LIFT 
Up to 20 Feet | 





@ MOTOR 
V4 HP. 

















RECIPROCATING PUMP 
Deep Well Pumping Economy! 
e@ CAPACITY 
200 to 1900 Gals. Per Hr. 
@ PRESSURE 
Up to 40 Lbs. or More 





























e@ LIFT 
From 25 to 1000 Feet Er A 
A 


MOTOR ' 4 
Va + 3H.P. ye pteRLisc ee 
£5 UM 
e i + oe ay — 


a 
~ 
~ 









Write for full details today. 
PEERLESS PUMP DIVISION 


FOOD MACHINERY AND CHEMICAL CORPORATION 


Factories: Los Angeles, California e Indi lis, Indi 


Offices: New York; Atlanta; Dallas; Fresno; Los Angeles; Chicago; 
St. Lovis; Phoenix; Plainview, Lubbock, Texas; Albuquerque, New Mexico 








(Continued from bottom of page 195) 


to prevent smoke from stationary plants; (2) design 
and construction of steam-air jets and silencers; 
(3) construction of plain stem jets; (4) location of 
jets; (5) typical jet installations; (6) control and 
care of overfire jets. Accompanying the discussions 
are drawings, charts and a list of manufacturers of 
overfire jets, photoelectric cell smoke alarms, and 
control equipment. 

Issued by: Bituminous Coal Research, Inc., 2609 
First National Bank Bldg., Pittsburgh 22. 


Shower Cabinet Catalog 

Shower cabinet units, fittings and assemblies are 
described, illustrated and discussed in this catalog, 
designated as Catalog No. 12. Specifications for more 
than half a dozen models of shower cabinets and fit- 
tings are included with instructions and diagrams for 
installation of the units. 

Issued by: Dura Steel Products Co., 1774 E. 21st 
St., Los Angeles 58. 


Incinerator Series Folder 

This folder shows with illustrations how and where 
incinerators may be installed to advantage for pro- 
tection against fires and disease. Included is a brief 
account of the development of this series of inciner- 
ators along with a chart listing the specifications of 
the units. 

Issued by: Goder Incinerator Corporation, 407 S. 
Dearborn St., Chicago 5. 


Plumbing Fixture Brochure 

Methods of plumbing fixture fabrication and a com- 
plete line of plumbing fixtures are discussed and 
shown, features of the line of products are illustrated 
and discussed, and promotional suggestions are 
covered in this extensive brochure. Discussions are 
simply illustrated and a comprehensive summary is 
incorporated in the brochure. 

Issued by: Eljer Co., Ford City, Pa. 


Air Distribution Folder 
“Air Distribution for TV Studios” is the title of 


_ this folder distributed by Barber-Colman Company. 


Illustrations of installations with pictures and de- 
scriptions of several types of recessed and surface 
model ceiling and wall outlets make up this folder. 

Issued by: Barber-Colman Company, Rockford, 
Ill. 


Radiant Heating Catalog 

“Sunshine Radiant Comfort” is the title of this 
catalog, which discusses the application and installa- 
tion of a tempered glass panel unit for radiant heat- 
ing. A variety of types of panels is shown with 
specifications and diagrams for installation. 

Issued by: Appleman Art Glass Works, Bergen- 
field, N.J. 


Boiler Catalog 

Featuring a cutaway diagram of a boiler for 125 
lb working pressure and convertible to oil or gas 
firing, this catalog (No. 99) illustrates and discusses 
one unit in the manufacturer’s line of products. The 
unit is shown from various angles and the catalog 
explains its applicability and operating parts. 

Issued by: Kewanee Boiler Corp., Kewanee, III. 
Ill. 


(New literature continued on page 199) 
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FURNACES 
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CAS BURNERS « 
OIL BURNERS 
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SOMETHING NEW 


in paints or painting 
Now you can spray paint right from the can. 


New Chase “SprayPAK” is ideal for touch 
up work as well as complete paint jobs on 


plumbing and heating equipment. You get 


professional spray paint results without 
costly spray equipment and without time- 
consuming make-ready and messy clean-up. 
Economical to use, each can covers up to 50 
square feet and is disposable when empty— 
no refilling. Slight pressure applied to fin- 
ger tip valve emits fine spray. Simple direc- 
tions on label. 


AWAYS USE “SprayPAK” in the shop and 
on the job. Save time and money. Make 
customers—and hold them. Ask your job- 
ber for Chase “SprayPAK” today. 


MERCHANDISING 


NEERING 








FINGER TIP CONTROL 


COLORS: 


PLUMBERS: MANUFACTURERS 
. Chrome Chinese Red ee es oe ee 
Don’t overlook re-sale profit Aluminum Marine Blue Seulscnmet? 


possibilities of “SprayPAK”. 


Glossy White 


Forest Green We will custom pack for you a per- 


A real roger gesset with fast Jet Black Canary fect match of your color and shades. 
turn-over and excellent profit " Your distributors can use it to touch 
margin. 12 can pirceccuotl shang Machinery Yellow up chips and scratches incurred in 

gin. Grey Clear Coat shipping and uncrating. Write for 


chandiser cartons available. 


details today. 

















Indirect Water Heaters 
— Apartment House Heaters 
pe (—Submerged Tank Heaters 
pe D—Tankless Water Heaters 
ype E—Tankless Water Heaters 5 
Instantaneous Water Heaters 
Heating Elements for Storage Tanks 
Convertors for Forced Hot Water or Radiant 
Heating Systems 
Condensate Coolers « Flexible Nipples 
A TYP/CAL PARACOIL VALUE 


inkless Heater 


y Boiler 


w I yre Dros 
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A Write for 


ARMSTRONG BROS. 


Better PIPE TOOLS 
Sy 






id dard 
“ARMSTRONG BROS.” Three Wheel and Stan 

wheel and roller Pipe Cutters are quality cutters 
throughout . . . built to give years of good service. 


“ARMSTRONG BROS.” drop forged Pipe Cutters are 
built for lifetime service with 1-piece drop forged 
steel heat treated body and a repl 

steel nut to take up the wear and thrust of handle 
screw. Used either as 1-wheel (with 2 rollers) or 3- 
wheel (for close quarters). 


“ARMSTRONG BROS.” Knife Blade Cutter 
Wheels are machined from special alloy tool 
steel properly heat treated. They cut rapidly 
and easily, hold their keen edge. 








Catalog 
Wagstronc BROS. TOOL CO. 


a “The Tool Holder People’ 
5223 W. ARMSTRONG AVENUE « CHICAGO 30, ILL. 
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BARBER BURNERS 
FOR FURNACES, BOILERS AND APPLIANCES 








Latest design Barber 324-B 
round Conversion Burner with 
improved controls, encased 
in streamlined hood. Tested 
and certified by AGA Lab- 





oratory under current listing 
requirements. 


Barber Gas Conversion units offer unequalled combustion | 
principles, because of famous Barber air-activated, vacuum | 
pre- -mixture Jets, and direct “scrubbing” application of high | 
intensity flame to walls of firebox. Made in sizes, shapes 
and capacities to suit all round or oblong furnaces or boilers, 
and to burn any kind of gas. Equipped with the finest 
automatic controls. No other burner burns like a Barber. 
For lasting efficiency, use Barber, the leader for over 30 years. 


Send for latest Catalog on conversion burners, all types of 
appliance burners, and controls. 


THE BARBER GAS BURNER CO. 


3706 SUPERIOR AVENUE CLEVELAND 14, OHIO 






PROTECT Your Oil or Steam 


Lines Against Leaky Joints with 


KEY GRAPHITE PASTE 


Thread and gasket connections on 
oil lines . . . either hot or cold... 
or high pressure steam lines . . . will 
not leak when sealed with Key 
Graphite Paste. 
This sealing compound expands when 
for it is heated, forming a perfect seal. 
put Assembled joints will not freeze in 
M service. Key preserves threads and 
gaskets and, above all, it is econom- 
ical to use because it goes several 
times further than ordinary pipe 


6 Try Key 


Graphite Paste 4°Pes- 
at our expense 


Ask your jobber for Key Graphite 
Paste or take advantage of our 
FREE sample offer. 


KEY COMPANY 
MEF: 2661 McCasland Ave., East St. Louis, Ill. 














IMPORTANT 
TO YOU! 


Prompt Delivery ! 


You can be assured of competent service 
and prompt delivery when ordering steel 
nipples from FRICK & LINDSAY. Avail- 
able in all sizes... Yg” to 12” dia. for 
lengths from close to 12” inclusive. 
Standard, Extra Heavy & Double Extra 
Heavy Weights. Carton quantities as 
approved by U. S. Dept. of Com. National 
Bureau of Standards, addenda to Com. 
_ CS 5-46 dated March 22, 


One grade, size and length per car- 
ton. Labeled for easy identification. 


117 Sandusky St. 
Pittsburgh 12, Pa. 
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‘NOW AS ALWAY anny, 
..the Future Looks Good 


GENUINE BARNES 


PIPECUTTERS 


Thanks to the thousands of users \ 
of GENUINE BARNES Pipe 
Cutters, we, here at BARNES, 
firmly believe the future holds 
the same degree of success in 
both yours and our fields as it 
has in the past. And it might 
even be better! 


We are glad that the 3 sharp 
cutter wheels of the GENUINE 
BARNES have contributed so 
much to the plumbing and 
building trades of the nation. 
So, here’s to cutting more pipe 
for the kind of business you like 
best for 1952! 









ORDER GENUINE BARNES NOW! ‘Ge # 


fits BARNES TOOL CO. Inc. 


HAVEN, CC 





January, 1952 
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Storage Heater Bulletin 

An explanation of the functions of a storage type 
heater is given in this bulletin (40A), which goes 
on to illustrate and discuss extensively the classes 
of construction and operating parts of the unit. An- 
other section of the bulletin deals with materials of 
construction. The publication contains a full page of 
photographs showing installed storage heaters. 


Typical layouts and duplicate parts are also included. 
Issued by: The Whitlock Mfg. Co., Hartford 10, 


Conn. 


New Sales Aids 


Animated Hula Girl 





An animated Hula Girl is 
featured in this display board 
for dealer showrooms made 
available by Timken Silent 
Automatic. Activated by a tiny 
motor concealed in the base of 
the unit, the model does an 
authentic Hula, a crepe paper 
lei and gold fringe skirt being 
set in motion. Unit comes to dealers completely 
assembled. Eight colors are protected and given a 
high gloss by a heavy coat of varnish while a light 
bulb in the base illuminates the display face and 
cutout lettering at the bottom of the unit. 
Distributed by: Timken Silent Automatic Div., 
The Timken-Detroit Axle Company, Detroit 32. 





Merchandising Kits 

Merchandising kits containing a direct-mail folder, 
an envelope stuffer, a jumbo-size postcard, proofs 
of two newspaper ad mats, radio commercials and a 
press release are being distributed by the LP-Gas 
Information Service to enable dealers to key their 
local promotions to a national advertising theme. 
In order to insure as close a tie-up as possible at 
the local level, artwork and copy are. practically 
identical to that employed in the national campaign. 
Adequate space is provided for insertion of dealer 
copy. The National LP-Gas Promotional Program 
is an industry-wide effort supported by voluntary 
contributions from companies in all branches of the 
liquified petroleum gas industry. It is a three-point 
venture embracing advertising, publicity and em- 
ployee training. . 

Issued by: LP-Gas Information Service, 11 S. 
LaSalle St., Chicago 3. 


Newspaper Mats 





A complete selection of news- 
paper advertising mats for 1952 
merchandising campaigns is an- 
nounced by the L. J. Mueller 
Furnace Company. The booklet 
contains ads on dual gas controls, 
the Mueller Climatrol Levelizer, 
a wide selection of new gas and 
oil ads, plus a variety of ads on the “Mueller Clima- 
trol Gas-Oil Convertibility Plan.” A section com- 
posed of latest product cuts and company logotypes 
is included to provide dealers with unlimited possi- 
bilities for originating their own ideas for advertising 
campaigns. Over 200 newspaper mats are available. 

Distributed by: L. J. Mueller Furnace Company, 
2005 W. Oklahoma Ave., Milwaukee 15. 
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PRECISION ALIGNMENT 
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— 
EASY with esses 
CHAIR CARRIERS 





PLUMB-EASY Improved Combination 
Chair Carriers and Fittings allow full 
3 way adjustment for quick simple 
alignment and squaring of wall hung 


ym 


MFG. CO. 


Union, New Jersey 





DRAINS 


I 
GREASE & OIL INTERCEPTORS 





50 


ROOF DRAINS 






260 


DOUBLE DRAINAGE 
AREA DRAINS WITH 
ANTI-TILTING GRATE 
Representatives—Some 
territories available 





| 
I 
| 
| 
| 
| 
| 
| 
| 
I 
| 
| 
5 to 1500 Lbs. Capacity | 
| 


Union, New Jersey 
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ees HEATLA . 
DO NOT RUST OR Pe i 


The pure copper tank has been man- 
ufactured by a special and exclusive 
Allcraft process and __ individually 
tested to 300 Ibs hydrostatic pres- 
sure. lt cannot rust or deteriorate 
and there is a ten year warr anty on 
the tank. 
Every desirable feature known in 
the manufacture of gas water 
heaters is embodied in each 
Allcraft unit including completely 
automatic operation, AGA ap 
proved Robertshaw Unitrol, drain 
valve at bottom of tank, non- 
absorbent spun Fiberglas: Insu- 
lation and a dozen others 
You recommend, stock and 
sell the finest gas water 
heater made in America 
today when su ~=—ohandle 
Allcraft. 


ALLCRAFT 


MANUFACTURING COMPANY, INC. 


27 Hayward St., Cambridge, Mass. 



















THE “DiseRLESS LINE 


REVELATIONS. 




















The Case For Incinerators 
(Continued from bottom of page 147) 


borhood firms have such problems. Specialty 
sales to tubercular and infectious disease wards 
of hospitals, grade schools, small printing and 
industrial plants, are another market for the 
contractor not actively interested in the home 
market. 

The home market, although requiring more 
initial promotion than the small industrial mar- 
ket, is without doubt the largest. Nearly every 
home is a prospect because very few homes have 
them, and all need them. Profitwise, too, this 
market in the long run can be considered as 
better—especially if a volume business is sought. 

Every home serviced by plumbing, heating and 
appliances is a possible sale for the dealer. Every 
home which has automatic heat is a natural. And 
homes now using food waste disposers represent 
an unusually high sales potential. After all, the 
home waste is 20 percent food wastes (by weight), 
but 95 percent trash (dry combustible) waste by 
volume. This bothersome bulk of papers, card- 
board boxes and other burnables is not easily 
disposed of by the homeowner. 

Garbage cans are rarely big enough to hold 
all this trash, and unless regular home collection 
is made, most homeowners must burn at least 
a part of their waste themselves. People who 
can afford automatic heat, food waste disposers, 
air conditioning, etc., are by now accustomed to 
a new and more luxurious way of living. They 
dislike lighting and stirring a bonfire, and they 
don’t like blowing papers and spilled food scraps 
around their homes. These are the people who are 
really looking for incinerators and just don’t 
know it. 

Next month’s article in this series will present de- 
tailed installation data, and will include descriptions 
of the lines available. 


Oil Burner Servicing 
(Continued from bottom of page 170) 


transfer 20 percent in a few wéeks. A clear fire is a 
must in correct oil burning. 

Some servicemen arrive at a clear fire by the sim- 
plest method. They merely open the air-shutter to a 
point at which the smoke disappears, not waiting to 
investigate other possible causes of smoke or soot. 
The consequence of this is lowered CO,, meaning 
lowered fire efficiency, reduced heat transfer to the 
boiler, poorer heating in many cases, and higher fuel 
bills. 

Certain causes of poor or irregular heating can be 
found in the control system. The placement of the 
thermostat is of great importance. It cannot work 
properly if located too close to a heat source such as 
a register or radiator. (See Fig. 4, page 170). It 
must be in a room with normal sources of heat gain 


(Please turn to tov of page 203) 
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Smart 


OPERATORG 
are 


switching to 


KOLLMANN 


SEWER and DRAIN 
CLEANING MACHINES 


Because... 





~e>eeNO OTHER MACHINES OFFER THESE VITAL FEATURES 


% 15’ sectional cables are en- 4% Finger tip control for instant ye Adaptable to 4 cable sizes 


closed by Guide hose to end 
. whipping and protect the 
operator. 


ing. SAFE! 


% Fully portable, needs only 


3 sq. ft. of floor space. cables. 


Thousands of cost-conscious, safety-minded master 
plumbers and drainage men have proved that Kollmann 
machines provide the fastest, safest and best means 
of clearing obstructions from underground or overhead 


KOLLMANN MANUFACTURING CO. 


starting, stopping or revers- 


and to all pipe sizes from 
1%” to 12”. 


% Quick -change, self-locking 4 Handles up to 200’ of cable 
couplings for tools and 


at 700 R. P. M. through all 
traps and bends. 


drainage and supply lines. Regardless of the methods 
or equipment you now use, you'll save money, time 
and trouble when you switch to Kollmann. Ask your 
jobber or write for descriptive circular. 


ERIE, PEN. 








SE 


Precision-made parts 










are essential to de- 
pendable work. Hind- 
ley has been noted 
for quality for over 50 
years. 





COTTER PINS ® WIRE HARDWAREePLUMBERS SPECIALTIES 
ORDER FROM YOUR JOBBER. 


HINDLEY MFG. CO. 





VALLEY FALLS, RHODE ISLAND 





SOIL PIPE 
‘JOINT 


RUNNER 


PATENTED 








Built to be BETTER 







Write today for detailed 
information on this 
complete line of Water 





® Quality featured 
© Priced competitive 
© Simplicity in design 


Systems that are built to 
be better! 





THE EVERITE PUMP & MANUFACTURING COMPANY, INC. 
617 N. Prince St. © Lancaster, Pa. 
“Over a quarter of a century experience” 


OMPLETE LINE 

Presents a 

NEW CATALOG 
| Plumbing and Heating Products 
WRITE FOR YOUR COPY 
AETHA SALES CO., INC. 


1275 McDonald Ave., Brooklyn 30, N. Y. 
Plumbing and Heating Products of Quality 
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New design and 
mechanical pat- 
ents pending. 


Talon Tools tnc., 
Copyright 1952 
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lists for a Low $ 


Irs Al MINUTE JOB WITH 
A TALON CHAIN PIPE CUTTER! 


Subject to trade discounts. 


HEAVY DUTY MODELS. 
No. a Cuts Cast Iron Pipe SND 24%" to 6” No ~eeee 
2” to 4” List price $15.00 No 2p 21/2” to 8” No. suo 8” to 18 
SHD 21” to 10” No. = “4 

ce} 





2” to 6” List price $20.00 poscessssssoe=~- 
Why be a chiseler—when a genuine TALON § MA! TO ra 
CHAIN PIPE CUTTER will cut 4” cast iron VY 

whistle. No jagged, cracked pipe to add to <9. s 

the scrap pile. A friendly tip—We’re hold- TALON ™ -ZOOL 

ing the price line, but we suggest you get : 77 River 04 N. Arlington 2,.N. J 
CHAIN TYPE CUTTERS FOR CAST IRON, WROUGHT 1RON, CLAY, DURIRON, STEEL 
PIPE. REPAIR PARTS—SOIL PIPE VISES_FLARING TOOLS—EXTERNAL COPPER TUBE 
BENDERS—SWEDGING — SOIL PIPE CHAIN, NIPPLE AND SPUD 
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ple does what no 


other tool can do! 


| 
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AT LAST! AN OPEN-END RATCHET I I~ 
WRENCH — the world’s first true f 
universal wrench, A patented design 
for connections on tubing, rods, 
piping, conduit, studs, etc. Sixty-four 
socket sizes from %” to 4" Smallest 
effective ratcheting arc yet — 5° to 
7%°. TAC will also do every job 
any ordinary ratchet wrench will do: 
one TAC set replaces literally doz- 
ens of single-purpose hand tools, 


makers of 
advanced tools 
| for industry 


[A 


$1 TUBING APPLIANCE CO. 
! 1112 South Victoria » 10321 Anza Ave. « Los Angeles, Calif 





No en 8” 
<i> No. 2 Cuts Cast Iron pipe No. 6HD 21/2” to 12” No. 10ND 3” 
a 
' 
. : : ' 
pipe in less than one minute, as clean as a 4 
. 
| 
your order in now. 
VENT SCREENS AND CA 





KEK and REP 











BOILER TROUBLE 
KEK For Dirty Boilers 
CLEANS AND PREVENTS 
SCALE, OIL AND CORROSION 
The New Boiler Repair 


PERMANENTLY REPAIRS LEAKS IN 
CAST IRON BOILERS—ODORLESS 


Also Kenite Pipe Joint Sealants 


KEMITE LABORATORY 


Madison Box 268 New Jersev 























LAUNDRY TRAYS 





TOPS IN QUALITY 


Smartly designed for safety and 
long-lasting utility. WESCO Cement 
Laundry Trays are hand rubbed to 
eliminate porosity. Corners, inside 
and out are rounded for best wash- 
ing results. Rims are of non-rust- 
ing solid zinc. Available in 2 part 
tray (as shown) .. . one part, 
three part and two part DeLuxe 
Shelf Type with built-in wash board. The Wesco plant has 
50,000 sq. ft. of floor space for the manufacture and storage 
of laundry trays, ensuring shipment of well seasoned trays 
at all times. Inquiries from jobbers solicited. 


WESCO MANUFACTURING CO. 


P. O. BOX 175 








A 
GCUARANTED 


WELLSVILLE, OHIO 





THeEMMo-FLO 
Improved TUBELESS 
NON-PULSATING OIL OR 


GAS FIRED BOILER UNIT 


U. 8. Patent No. 2575723 
e 


For information, write “Dept. DE’ 


MANVILLE BOILER CO., ING, 


415 Lexington Ave., New York 17, N. Y. 





Convertible to Coal Firing in Emergency 


RADIATOR 
HANGERS 


Department of Defense 


Construction Spec’s 
Requiring top and bottom hung 
radiation, are generally met by 
using 2-bolt E-Z Hangers. 


USUAL PROMPT SHIPMENTS 


HEALY-RUFF Company 


770 HAMPDEN AVE. ST. PAUL 4, MINN. 
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(Continued from bottom of page 200) 
and loss. When located in an inside room or hallway 
with low heat loss it may keep the burner off for long 
periods while other parts of the house have lost 
several degrees. 

Often a poor-heating complaint results when the 
housewife decides to place a large floor lamp close to 
the thermostat. Heat given off by a radio or television 
is also considerable. If within a few feet of the 
thermostat, this heat may prevent burner operation 
while the temperature drops elsewhere in the room 
and the house. 

Since the new thermostats are designed for shorter 
operations of the plant, there are often complaints of 
faulty distribution of heat. The more remote radiators 
or registers don’t begin to deliver heat until the 
thermostat is ready to shut the burner off. This can 
be corrected in many cases simply by increasing the 
contact differential of the control. The manufactur- 
er’s directions should be followed exactly, for each 
thermostat is adjusted differently. 

In steam systems poor distribution of heat is cor- 
rectable by the use of multi-port air valves. Those 
installed on the harder-to-heat radiators are set to 
the widest opening; others are set to more closed 
positions. The customer is instructed in this adjust- 
ment. It sometimes requires a day or two to arrive 
at a good balanced heat supply to all radiators. 

In hot water heating systems a complaint of in- 
adequate heating sometimes results from the limit 
control being set too low for cold weather operation. 
Or it might be poorly located on the boiler, or out of 
adjustment by 20 or 30 degrees. The serviceman 
should check the control with the boiler temperature. 

In warm air systems the limit control might like- 
wise be set too low, or be out of adjustment. The 
placement of the limit control on a warm air furnace 
is very important. There are often dead spots or 
warm air pockets. These controls generally have 
long elements and universal mounting flanges so that 
they can be repositioned in the plenum chamber. 

The use of separate limit and fan controls is not 
recommended by some authorities in the field. Expe- 
rience has demonstrated that they seldom agree with 
each other, often causing the fan to blow cold air, 
particularly at the start or after shutdown. Combina- 
tion fan-limit controls prevent this trouble when cor- 
rectly adjusted. 

Poor heat distribution can be caused by short- 
cycling of the burner, resulting from faulty operation 
of one of the controls. When the thermostat is the 
cause of short-cycling it is sometimes the result of 
lost differential—feather touching of the contacts. 
This may have been caused by a previous adjustment. 
In other instances it is the result of the wrong heat- 
anticipator or heat-accelerator unit being used in the 
control. 

In series-10 thermostats differential may be lost 
because of incorrect wiring. Reversed Red and Blue 
wires, or contact between these two at some point, 
should be looked for. Another possibility is a broken 
Red wire. 

Another control cause of short cycling is a poor 
holding contact in the combustion control. The heat 

(Please turn to top of page 204) 
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NO 
CASCADES 
Sound design and simple construction of MURCO NO 


Grease Traps are the reasons for every MURCO 
COMPLICATED 


Grease Trap installed functioning as it was intended 
BAFFLES 





. that’s why not one has ever been returned be- 
cause of operational failure. No Grease Trap is 
simpler. In them there are no complicated baffles... 
mo cascades . . . no moving parts to replace or 
maintain. There is nothing to get out of order. < 
This simple design in construction means full effici- A Ae: 
ency (rated over 90% in grease retention by in- 
dependent laboratories not our factory tests.) MURCO MOVING 
Grease Traps have always been tested by independent ) A RTS 


laboratories . . . backed by years of experience and 
in use in thousands of installations. 
jrite tod y for the latest catalog . . . order from 


D. J. MURRAY MANUFACTURING CO. 
MANUFACTURERS SINCE 1883 CONSIN 


CPLUNe 














SUMP PUMPS 





ARE 
DEPENDABLE! , 
AUTOMATIC! 
ALWAYS READY! 
NON-CORROSIVE! 
LONG-LASTING! 
GOOD INSURANCE! 


CAPABLE OF DISCHARGING 
UP TO 4000 GALS. PER HOUR! 




















WRITE FOR 
LATEST 
NEPTUNE 
CATALOG 


NEPTUNE 


PUMP MFG. CO. 














4912 North 6th Street 
PHILADELPHIA 20, PA. 

















(Continued from bottom of page 203) 


sensitive element in the stack may be loose or burned 
also. 

In steam systems inadequate heating resulting from 
short cycling may be due to irregular action of the 
low-water cut-off. While it might be caused by some 
defect in the control itself, it is generally the result 
of an unsteady water line in the boiler. This condi- 
tion is often found after the installation of a new 
ril-built, fast steaming boiler, in which the chemical 
effect of cutting oils, dirt and rust cause rapid surg- 
ing of the boiler water. The on-and-off action of the 
burner prevents good steam distribution. Chemical 
cleaning of the boiler water is advised. In a new 
installation this may have to be done more than once. 

The plugging of the pressure control steam inlet is 
sometimes a baffling cause of poor heating. This some- 
times occurs when the control is mounted on a “pig- 
tail,” or installed below the water-line. (See Fig. 3, 
page 105). When pressure is developed it forces its 
way into the control bellows, stopping the burner. 
On the “off” cycle, however, the dirt in the inlet acts 
as a check-valve, preventing the return of the bellows 
to its no-pressure position. It may remain this way 
for hours, causing the house to become cold. When 
the burner starts again it delivers heat for a short 
time and then the long off-period is repeated. 


Floor Furnaces 
(Continued from bottom of page 155) 


cool air downward through the register. This reduced 
flow may be insufficient to provide adequate protec- 
tion to the framing and a serious fire hazard may 
result. 

The venting of floor furnaces requires some con- 
sideration beyond that given to the venting of heating 
equipment installed within the living space of the 
dwelling or in utility rooms or basements. The outer 
casing, draft diverter of gas-fired units, draft regula- 
tor of oil-fired furnaces, breeching and lower part of 
the chimney or vent are exposed to relatively cold 
air under the floor. The air for dilution of flue gases 
entering draft diverter or draft regulator is drawn 
directly fom the under floor space and is cold. The 
temperature of the mixture of flue gases and dilution 
air is consequently considerably lower than is the 
case where dilution air at room temperature is drawn 
into the breeching. 

The draft diverter of a gas floor furnace is usually 
attached directly to the unit as shown in Fig. 4, A, 
page 152, so that the entire length of the breeching 
is exposed to cold air under the house. 

If the temperature of this surface is cooled below 
the dewpoint of the flue gases, the water vapor in the 
flue gases will condense on the side of the breeching 
surface, and, since the condensate is acid, corrosion 
of a metal breeching is accelerated. 

(A typical draft regulator installation used with 
oil-fired floor furnaces is shown in Fig. 4, B page 
152.) 

Since the draft regulator furnished with oil-fired 
floor furnaces is a separate device, its location in the 
breeching can and should be close to the chimney. 

(Please turn to top of page 207) 
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PORT-A-PONY | aG 7 Glauber Fixtures do 


é the Job Better, Faster 


A Portable, Power Pipe Threader 
Ideal for Field or Shop : a oe and at Less Cost 


Total weight only 26 Ibs. 
Operates within 5” of walls. 












There’s extra prof- 
it on every job 
through a savings 

















Cuts threads with pipe in place. 


Instant forward or reverse action. 
on installation 


time and the as- 
surance of trouble- 


Threads 1%" to 4” pipe. 


Adaptable to your own die stocks. 
Y2 hp motor for ample power 
Operates on 110 volts, AC or DC. 


Copper to Copper 


free operation with **%,5,,Wasts, with 


dependable Glauber fittings. 


Try it on our Check the Glauber line with your 


10d : 
vn the wholesaler next time you order 
guerentes brass goods. 


Write to the: 


THREAD-Ezy Mec. Co. | 


CORUNNA, MICH. U.S.A. 


YOU BETTER 


! TWO PLANTS 
Le) Pa ME@ ed = TO SERVE TYLER, TEXAS 


Ris, ost 
/ Umbing Brass that’s Made *° v 


“JOHNSON’S NEW HANDY MANUAL” 


eo «> ? IRYh (in two volumes), by John W. Johnson. Heating Volume—Present- 
ed in an easy to understand manner, this book covers heating, 


ventilating and mechanical refrigeration, pumps, expansion bends, 


WAT E R C '@) N D H rT i @) hy | iy | G | boilers, radiators, tanks, connections, etc. 457 pages, 4 x 614, with 


| flexible cloth cover. Price postpaid, Heating Volume, $1. Plumb- 
| ing Volume—Answers almost any question regarding plumbing, 
| draining and sewage, including factory plumbing, domestic water 
} 






FOR 
DEPENDABLE | © 


supply, pumps, connections, expansion and contraction, drainage 
systems, joint wiping, venting, etc. 404 pages, 4 x 6%, flexible 
cloth cover. Plumbing Volume, price postpaid, $1.50. 







Book Department 


ZERO ie sorreses MANUFACTURING co. | DOMESTIC ENGINEERING 


4985 ELSTON AVE., CHICAGO 30, ILL. 











Z: 
Write for + 
Descriptive ~ 
Literature 











4 









































KAM F —— bred a= ; KAM Tankless Water Heater installed below 
Boiler. water line of steam boiler. 


KAM WATER HEATER MFG. €0O.. INC. 
239-249 ALABAMA AVE. BROOKLYN 7, N.Y 










1801 Prairie Avenue Chicago 16, Illinois 
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res do (Continued from bottom of page 204) 


In this case the flue gases remain hot over a much 


> Faster greater area of the breeching than is the case with 
the gas-fired floor furnace where the draft diverter 


Eagle-Picher Lead Pipe 
st i» is attached to the furnace casing. 


| the standard for quality 
A second consequence of excessive temperature 


drop in the flue gases due to cooling in the breeching “sag 

is the adverse effect on chimney draft. Chimney draft ca 
is dependent upon a reasonably high average tem- | 
perature, and when the entering temperature is low, 
the average temperature is correspondingly lower 
and the available draft is reduced. The maintenance 
of high draft is equally important for oil-fired and 
gas-fired floor furnaces. In the case of the oil-fired 








per to Copper unit, fairly high draft is essential to provide the air 
— necessary for combustion. In the case of the gas-fired 
‘ings. unit, deficient draft causes the products of combus- 
with your tion to be “spilled” out of the draft diverter. Since 

the draft diverter of the floor furnace is under the 

you order house, this spillage results in discharge of combustion 


vapor is liable to take place on cold surfaces of the 
underfloor construction. Discharge of water vapor 
under a house raises the relative humidity of the 
crawl space and water vapor rises by convection 
through cracks and openings into the house itself. If 
pipe chases or other channels extend to the roof space 
or attic, the same convection currents carry the water 
vapor from the crawl space to the attic where it con- 
denses on cold roof construction. 

In view of the above, the special considerations 
which should be given to floor furnace venting are 





| 
| 
products in the crawl space and condensation of water | 


Extruded from new, pure metal, flexible, 
uniform, seamless . .. and absolutely true 
to caliber, Eagle-Picher Lead Pipe is the 
standard for quality wherever durability 
and precision workmanship are impor- 
tant factors. 








as follows: ‘ 
1. To avoid temperature drop in the breeching it- | Eagle-P. icher 
me—Present- self, the breeching should be as short as possible. This : Lead Traps 

ee heating, means locating the chimney or vent close to the outlet ual il thick 

Pee 2 — of the floor furnace. Even when the breeching is short | ples pratt own 

, $1. Plan it should be insulated. ; their entire length. 
id pening, 2. The breeching should be constructed of material 
highly resistant to corrosion by acid. Breechings 


ymestic water ; nit : 

ion, drainage should be of porcelain enameled steel, acid resisting Eagle-Picher 

6%, flexible stainless steel, heavy gage aluminum (for gas-fired > lead Bends 
units only and with special precautions at the contact 

—new metal, no 

seam or other in- 


of the aluminum with the mortar of a masonry chim- 


ney to avoid corrosion) or other equally corrosion- sornat chebiaaitinis 
resistant materials. 
ING In Fig. 5, page 155, are shown good and bad prac- 


tice with regard to chimney or vent location in typical | Eagle-Picher 
16, Illinois small house plans. It should be noted that chimneys | 
—" located on the exterior walls of houses are especially . Sup er Roof 


_— j Flanges 


to be avoided because of the exposure of the entire 


height of the chimney to cold exterior temperature —all lead, one piece, 
and the length of the breeching usually involved. adjustable to any 
roof pitch, 


The decision to use a floor furnace in a particular 
house involves several considerations. Reference 
should be made to the acceptability of the quality of 








heat distribution that the floor furnace is liable to THE 

provide in terms of uniformity of temperature dis- look for 

tribution. Located in the living room it can hardly be Eagle-Picher Quality a AGLE ™ PICH cR 

expected that the floor furnace will provide a uniform Sheet Lead * Lead Wool 

horizontal temperature distribution to other rooms pony Aelia ry SALES COMPANY 

since the circulation of warm air to these rooms is by Wiping, Plumbers’ Re- Since 1843 

“ flow” ad d A fined, Meter Bar, High Metallic Products Division, General Office 

, Overnow = an epends upon a temperature differ- Temperature. Box 777, East Chicago, Indiana 

ence between rooms. If the overflow is through short Order through your Cincinnati - Kansas City - East St. Louis 
plumbing supply house Dallas - Houston 


paths, distribution of heat will be fairly uniform. Sitieidaiess % seaanths deat Rataatadtis 
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Roots can’t pene- 
trate the joints of 

APCO Soil Pipe and Fittings because the 
hub and spigot joints are made perma- | 
nently tight with caulked lead. Yet those | 
joints are flexible enough to “give” with 
stresses caused by earth movement or to re- 
sist internal pressure caused by flash floods. 


A PC CAST IRON SOIL PIPE 


Roots stub 
their toe 
when they 
reach APCO 






AND FITTINGS 


Once set—you can forget! There are cen- 
BN turies of service in APCO—hence positive 
ey economy. There’s also a heap of service and 


. ~~ money-savings in the “Stringer 
System” and ‘“‘Apco”’ waste and 
revent fittings. Specify APCO 

’ and you'll specify Satisfaction. 

| ~ ALABAMA aiga hl 

sated World's Largest Producers of 
this Type of Pipe 


General Sales Offices, ANNISTON, ALA 






MID-WEST DISTRICT OFFICE EASTERN DISTRICT OFFICE 
122 S$. Michigan Ave., Chicago 350 Sth Ave., New York City 
SAN FRANCISCO DISTRICT OFFICE 
44 McLea Court 
ALSO SALES OFFICES IN LOS ANGELES, DENVER, KANSAS CITY, 

PORTLAND and SEATTLE 











handy to use— 
easy to stock 








Oakum and Packing for 
| every purpose. Made from 
| carefully prepared mate- 

rials. Put up in clean 

convenient cartons. Every- 
| one likes this handy 
package. Saves waste; 
makes goods easy to handle; protects other merchandise. 


Distributed by leading jobbers everywhere. 


Complete stocks carried at mill 
and at all branches. 


THE HOOVEN & ALLISON COMPANY 


“Spinners of Fine Cordage Since 1869” 
XENIA, OHIO 


1322 West 13th St. 9th G Douglas St. 740 Washington Ave., N. 
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What’s Ahead for ’52 
(Continued from bottom of page 142) 


loan associations, insurance-cash-in value, and U. S. 
Government and other securities. 

Aggregate civilian employment—always a good in- 
dicator of potential plumbing and heating demand— 
is expected by the Board to exceed 62,000,000 in 1952, 
compared with the 60,700,000 employment rate cur- 
rently. Overall wages and salaries should average 
about $182,000,000,000 for 1952, compared with the 
present annual rate of $166,000,000,000. Personal in- 
come after taxes is estimated at $235,000,000,000 for 
the full year 1952, compared with the present annual 
rate of approximately $225,000,000,000. 

It appears to be a great background for sales, par- 
ticularly modernization. Psychologically, however, 
the Board believes that many of these potential buy- 
ers are bitten by the lackadaisical bug of waiting and 
procrastination. Previous anticipatory buying of 
plumbing and heating equipment is now considered 
by some to have been unnecessary and psychology is 
viewed as stacked against the seller. 

The majority feeling of the Board is that those who 
believe that threats of shortages and inflation will sell 
their products will be disappointed, and strong adver- 
tising and selling efforts are considered prudent at 
this time. Many in the Board emphasize the uneco- 
nomic nature of not advertising heavily and believe 
that full advantage should be taken of the fact that 
advertising expenditures are a chargeoff prior to 
taxes. 









FOR 
SINK 


and 


BASIN 
TRAPS 







Pat. No. 
2,071,532 
Saves Time, 
Material, and Labor 


No Drainage Flow Obstruction 


Mr. Plumber: your answer to this problem; 

ARBEST FITALL cleanout plug is a new development to re- 
place stripped, wornout, or lost plugs. Will fit any 1%” or 
1%” cast or tubular trap. 100% leakproof. Easily installed. 
Lustre plated. 1 dozen on a display card in attractive folding 
box. 


cH s Me tolalticeladtialale Mm Selanleloliby 


3047-49 Amber St., Phila. 34, Pa. 
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plete line. 


THE REICHERT 


2238 Smead Avenue 





Fume to. change? 
REICHERT FLOATS 





STURDY — DEPENDABLE 


Patented seam and spud construction makes them long 
lasting. Guaranteed leak-proof. Write for folder on com- 


FLOAT & MFG. CO. 


Toledo 6, Ohio 











PENBERTHY 


AU TOMATIC 


Electric Sump 


DETROIT 2, MICHIGAN 
Canadian Plant — Windsor, O1 


Constructed of Copper 
and Bronze Throughout 






Penberthy injector co. 
Division of the Buftalo-Eclipse Corp. 





int. 








OUTDOOR 


WATEK SERVICE 


YEAR AROUND 







NON 


STRATAFLO PRODUCTS, 


YARD HYDRANT 


ALSO WALL HYDRANTS 
WRITE FOR BULLETIN 701 


ie 
-FREEZING \ 
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me BEST SALES APPROACH 


.that a Product Be What the Customer Wants 


that’s the YETER Hot Water 








=e X ey 
order from your jobbe 


INC., Fort Wayne 1, 






Indiana 











GUARANTEE 
TETER WATER HEAT- 
ERS are guaranteed 
against defective material 
and workmanship. The 
liberal TETER Heater 
Ten Year Protection Plan 
COVERING BOTH ELE- 
MENTS & TANK is 
available on all models. 





HEATER! 


paste: The Name You Should Know 

- Is the Quality to Buy! For the 
TETER name plate means that the best 
of available metals and craftsmanship 
is put into TETER Water Heaters. 


MAGNESIUM ROD: 
MAGNESIUM ROD 
protection against tank rust 


Genuine DOW 
assures maximum 
and cor- 


rosion. (Optional) 
RED BAND TANK: Heavy copper 
bearing steel tank. Hot dipped gal- 


vanized inside and out. Water tested at 


300 Ibs. pressure. 


HEAT BELT: Efficient, low wattage 
density wraparound HEAT BELT. Mica 
insulated in aluminized steel casing. 
Guaranteed not to lime. 


INSUL ATION: Full 3” 
of genuine “fiberglas”’ 
sures minimum heat loss. 


thick blanket 


insulation as- 


INLET DIFFUSER and DRAIN: Inlet 
diffuser acts as a cold water baffle. 
Prevents drop in water temperature. 
Bottom drain conveniently located. 


rr ag om if 
sit 1S oe th, Ine. 
13901 Scuik Indiana Avenue 
CHICAGO 27, ILLINOIS 








write for 
Catalog 884-W 


will give 
that indivi dual 


or cents — 


of rains of all TYPE 


u 
a . ee H 
a systems f0F J 


sae promote ‘cleanlir 
= cut soap costs 


al 


\Their economy and efficiency are 


being utilized to excellent advan- 
Gtage today in industrial plants, 
schools, hospitals, hotels, airports, 
iW service stations, public buildings, etc. 


THE IMPERIAL BRASS MFG. CO. 
1231 W. Harrison St., Chicago, Illinois 





WITH 


TITEWALL 
HANGERS 


@ Sturdily constructed metal 
support anchors tub se- 
curely to wall structure. 

@ Easily installed by build- 
ing tradesman before walls 
are plastered. 

@ Saves time—saves future 
repair bills. 

@ Can be used on studding, 
furring strip or flat walls. 

WRITE FOR FULL 
PARTICULARS 


TITEWALL 


1458 West 87th St. 








Sold through all 
Crane and Kohler Jobbers 


HANGER CO. 


Chicago 20, Ill. 
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Bm it’s the LAST thing you put on! 


MANUFACTURERS 


| OF THE 


MAKE SURE IT'S THE BEST! 


Pipe covering is put on last, and it’s the thing your customer 
sees first. For a clean white appearing finishing touch that 
makes the hard work you put into the job show up to best 
advantage—be sure to use YORK. Cuts clean. Fits right. Gives 
the finishing touch that reflects your good work! 


BE SURE TO ASK YOUR JOBBER FOR YORK 
York Quality Costs No More — and Often Less! 


Manufacturers of the Quality Line in 


e@ AIR CELL PIPE COVERING, SHEETS G BLOCKS, BOILER 
JACKETS @ FROST-PROOF PIPE COVERING @ WOOL FELT 
PIPE COVERING @ ANTI-SWEAT PIPE COVERING 


YORK ALSO SELLS: ASBESTOS PAPER, ROLLBOARD, ASBESTOS MILL- 
ROARD. ASBESTOS CEMENT BOARD, ASBESTOS CEMENT, MAGNESIA 
PIPE COVERING & BLOCKS, SPONGE FELT COVERING, FIREBRICK, 
ROCKWOOL, HAIRFELT, & OTHER REFRACTORY & INSULATION MATERIALS 


YORK INSULATION CO., Inc. 


HILLSIDE, NEW JERSEY, U.S. A. 
HIGH CAPACITY 


RADIATION 


_ LINCOLN MACHINE PARTS CORP. 
- 732. 144th ST., NEW YORK 54, N.Y. 

















FLEXIBLE FOR 
SUPPLY PIPES RESIDENTIAL 
to COMMERCIAL 
: INDUSTRIAL 
LAVATORY SINK & CLOSET Installation 
Sealer COMPACT 
Aluminum Fins CONVECTORS 
Sspety eer 








Kingston, Penna. 
Wilkes Barre, Penna 


SWEAT 
FITTINGS. 











qe TIME AND MONEY WITH 
“SPEED’’ RADIATOR BRACKETS 











The time and money you save by using “Speed” 





Radiator Brackets on any job far exceeds the SOLD 
is i THROUGH 
cost of the brackets themselves. This is why JODBERS 


they are used by heating contractors from coast 
to coast. No time wasted in assembling—and 
less time required to install. Hangs any type 
of wall or tube radiation. Write for literature. 


Your Jobber Stocks Them! > a al “4 crendedd 
CARTY & MOORE ENGINEERING CO. : 


1150 W. BALTIMORE 
DETROIT 2, MICH. 








EAGLE COPPER PRODUCTS CO.,INC 


600 JOHNSON AVE BROOKLYN 6,N ‘ 
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Separate Records 


(Continued from bottom of page 96) 





difficult task breaking down the figures. 
A “Departmental Breakdown Sheet”, shown on 
page 97, is helpful in departmentization. The informa- 


OF 
ee “ng : Beart ts ac as be aes a yi; — tion is taken from job costing forms, sales slips and 
” ot 3. ; "15.000. 30.0 suppliers’ invoices; it details the sales, cost of sales 
” No. Se ae 13.750. 275 and margin earned on each transaction, the data to 
RS TG A -G , : be listed daily when the bookwork is recorded for 
IE Sich) as a bibl d dain s Sidinca sine $50,000. . . 100.0% the day. Using this form, the contractor need only 


As shown on the composite profit and loss state- 
ment, Wilson’s overhead for the period was $15,000, 
so we compute this expense for each department, 
dividing the overhead in the same ratio that depart- 
mental sales are proportioned to total sales: 


fill in the departmental overhead and net profit at 
the end of the period, preferably by the month. 
The method used here in allocating overhead to 
the department is called indirect because the charge 
is based upon sales. But, departmental overhead is 


Benariment: NO. 2. i400. 6 scceeee cs $2,625... .17.5% not always chargable in exact ratio to sales, and 

” Pra bictw ociviaiscaisels cave 3,750... .25.0 sometimes the departmental profit can be determined 

ig OS ee 4,500... .30.0 with greater exactitude if the contractor charges 

x PEAS brisia ss weasels owen 4.125....24.0 directly to a certain department that part of overhead 
ST! Pe ass be es, $15,000. . 100.0% that can be identified as belonging to it and allocating 












the remainder. Nevertheless, for all practical pur- 


ian fet The departmental cost of sales on labor and ma- poses, the contractor will find that the indirect for- 
ht Gives terials is readily determined eerste ae cn mula is satisfactory. It is in wide use and will 
i ie coat doy nl eb using forms, ve esonaleaproxinatons 2 hat he ss 
s! ’ the departments that are wide of the profit mark. 
on re-sale merchandise is procurable from the sup- When he gets this red light he can break down the 

pou pliers’ invoices or the books. Suppose Wilson’s cost figures more minutely and find out the reason why. 
NG of sales departmentized as follows: Where he finds that an adjustment in the overhead 
TOS MILL: ——- MGS ca Aso Raw cs ds gasavecs den $5,800 char wad to a department is nesdell to make alloce- 
Dyanna ara “f a : Bae ie aera mst tion fair, he can make the adjustment. For example, 
is ‘te, SRS eee eee 8200 if one department uses three times the floor space 

MRNEETSN TET Ge ON ee rae thee i of another department or if the departments vary 
ea ig basen A avs $30,000 widely in the utilization of floor space, then charge 





PACITY 


TION 


Combining the foregoing departmental figures, which 
will agree in totals with those on the composite 
statement, we get: 


the rental or ownership expense, light, heat and pow- 
er directly on the basis of floor space and allocate 
the remaining overhead expense 
indirectly on the basis of propors 





Cost of ; Net tionate sales. 
eee sales Margin if wkinbaeana profit Some contractors are satisfied, 
RCIAL Department No. 1...$ 8,750 $5,800 “$2,950 $2,625 $ 325 S ee 
ISTRIAL va No. 2... .12,500 8,900 3.600 3.750 150—Loss the business as a whole, but they 
Installation ” No. 3....15,000 7,100 7,900 4500 3,400 make up a profit and loss state- 
zs No. 4....13.750 8,200 5,550 4,125 1,425 ment only once a year. The fact 
‘T ss No. 4... .13,750 8,200 5,550 4.125 1,425 that a contractor knows he made a 





composite profit for the year is of 


So $50,000 $30,000 $20,000 $15,000 $5,000 limited use to him. An annual 





ingston, Penna. 
} Barre, Penns 





T 
AF 


SOLD 
THROUGH 
JOBBERS 











§ CO.,INC 


JOKLYN 6,N 7 





The composite statement shows an over-all net 
profit of $5,000 for all departments, but when the 
figures are broken down, and each department is 
charged with its proportionate shade of overhead ex- 
pense based on sales, Department No. 2 shows a loss 
of $150, Department No. 1, a net profit of less than 
4 percent against an over-all net of 10 percent, De- 
partment No. 4 shows better than 10 percent profit 
and Department No. 3 hit the jackpot for better 
than 22 percent net! Variances such as these are not 
unusual when over-all figures are broken down to 
departmentize profits. 

Many members of this industry would save con- 
siderable money by utilizing departmentization. They 
would increase their profits substantially and be in 
a better position to operate wisely. 

Records are important in departmental account- 
ing. Without them the contractor will have a more 
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composite profit and loss state- 
ment has three weaknesses: (1) It tells what hap- 
pened, but too late to enable the contractor to apply 
the necessary corrective; (2) It does not tell where, 
when or how the profit was made; (3) It does not re- 
veal the profitable or unprofitable lines. Lacking this 
detailed knowledge, the contractor with a number of 
departments is particularly vulnerable to losses even 
though the total result shows a profit. He may in- 
crease volume on certain lines or in certain depart- 
ments and lose money. Unless he knows where he 
is making money or losing it, he may increase sales 
of his low-profit or no-profit lines and increase 
losses instead of stemming them. By means of de- 
partmental records, the contractor can determine 
promptly when he is making profits on certain lines 
and when they show losses, hence, he can promote 
sales of the profit-producers and remedy the defects 
that make the other ones losers. 
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AIR VOLUME 
AG CONTROL 





Standard equipment on 
leading makes of ejector 
turbine, rotary and cen- 
trifugal water systems. 














1,500,000 controls in service for several years. 


Many now need replacement or repairs. 





REPLACEMENT CONTROLS AND REPAIR KITS AVAILABLE 
FROM YOUR PUMP SUPPLY HOUSE OR JOBBER 


Max. Tank Size 


Model No. Diam. for Identification 

| SES 3” diameter (4-bolt).............. 42 gal. 
Se 3" diameter (5-bolt).......eceeees 42 gal. 
ce oe SB £1 /16" GinWGOOl..... cccccccesecs 70 gal. 
(| Lo | A arewes STS" GAMO s cicccsscscccces 120 gal. 
AV2126-SA., ... scciecwcsd RY GUE oven sen xaenss 220 gal. 








WRITE FOR LATEST BULLETIN 
1406 EAST 18th STREET 


Brady Air Controls, Inc. wer cr) 








yryyry 


SUPERIOR 
ALUMINUM SHOWERS 


Greater Shower Value 
For Your 
Customer's Dollar 
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All in a Day’s Work! 
(Continued from bottom of page 107) 


more experimentation, he surreptitiously locked the 
control at 73 and hurried to his office. 

(As this issue goes to press we learn of another 
visit to the home of Mrs. Martinelli. This time, there 
was of course plenty of heat. “Sure lotsa heat! But 
the thermostat, she bust! No can move!” Otto secured 
an interpreter and once again explained the situation. 
The end of the case? “I got my fingers crossed,” was 
Otto’s final comment.—Ed.) 

At the office, there was first of all a crew to be in- 
structed on a new radiant panel job (the specialty 
of Mr. Vogt and company). And after that there was 
another new job that needed designing. . . . Otto 
designs over 90 percent of his own installations. 

After this had been completed—interrupted, of 
course, by numerous telephone calls—he had a long 
talk with one of his suppliers about future deliveries. 
Otto is a farsighted man, one who tries to anticipate 
his needs, and he believes in close contact with the 
men who can get him what he wants when he wants it. 

A prospective customer made his appearance. This 
man had been referred to the Otto Vogt firm by an 
old and satisfied customer. “Satisfied customers send 
me 75 percent of my business,” says Otto. 

Overcoming his sales resistance took a little time, 
but it was accomplished with the sort of genial low- 
pressured sales pitch that has been instrumental in 
putting this contractor where he is today. 

(Please turn to top of page 215) 

















tAVIK-ON 


I ASK YOUR JOBBER FOR 
WHEN ORDERING 
SUPPLIES. 
TRIED, TESTED AND sv 
APPROVED BY THE 
MASTER PLUMBERS 





COPPER TUBE CHROME 
PLATED FLEXIBLE 
LAVATORY AND TANK 

SUPPLIES 
PLUS FITTINGS 
AND STOPS | 





d, 
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ANGLE AND 
STRAIGHT 





MANUFACTURED BY 


KLeerless 


INDUSTRIES 


PLYMOUTH, MICH 
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I) PLUMBING SPECIALTIES [i | 


AIR INLETS ¢ AREAWAY DRAINS * ASH PIT DOORS * BACKS, BATH TRAPS © BOILER 
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heat! But 
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sed,” was ¢ DRAINAGE 





to be in- FLANGES ¢ ; 


specialty 
there was 
i+ Otte GREASE TRAP 
— | Fig. 183 


a : 
~ pg * LADLES 4 Floor and Cellar Drain 


leliveries. Made in 2, 3 & 4” Sizes 
mnticipate PEDESTALS ° wapetng 


ne, This offered Te WILMINGTON CASTING Co. Geld 


m by an WREST Eich fol Maton Ele) 
ers send SHOWER ZRAINS © SUMPS SPIGOTS 


. Sal Ask for Catalog yy 
a , . * TILE STRAINERS © VENTS * VALVES« WATER BACKS on Complete Line. 
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5 gaa TGRAY IRON CASTINGS {i 







RETURN BENDS ROOF DRAINS « 
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WALL 
AGood Name _ HYDRANTS 
| In These Times saa 
Kupferle has carried on through all the national HYDRANTS 
| i last hundred ood 
The Standad ot UOTE | Sees Gall fe ined w dae 
QUALITY HEATING SPECIALTIES aes WASHERS 
for over 30 years 6 
: ’ 
There's always less selling effort | JOHN C. HYDRANTS 
needed when you sell KAINER KUPFERLE e 
... the name that for over 30 | f RY SPECIFI- 
years has signified the best in OUND CATION 
heating specialties. co. —— 
New folder on Governors ST. LOUIS a 
ye sent upon request. SPECIALTIES 
ji . 
761 LEXINGTON STREET | ‘hi HARDWARE 
KAINER & CO. CHIEAGO 7, Itt ONeeee | KUPFERLE SPECIALTIES 











SHELLBACK 
AUTOMATIC SUMP PUMPS 


HIGH VELOCITY—HAS FOUR 
BEARINGS IN LINE 


Performance records over the past 17 years 
show that Shellback sump pumps have no 
superior as to durability, economy and per- 
formance—and they are very reasonably 
priced. Write for our new illustrated folder 
= gives complete details, specifications, 
etc. 


IN SIZES TO BEND 
%" OCD. FO 1%" 
ion D, 





BENDS TO 
DESIRED SHAPE 


GOOD DELIVERY 
“e's WITHOUT KINKS OR FLATS 





FULLY GUARANTEED 
WRITE FOR FOLDER TODAY 


Shellback MANUFACTURING COMPANY 


A NAME YOUCAN DEPEND ON 1320 E Elza, Hazel Park, Mich. 


) eg .. AT LEADING SUPPLY was 
HOLSCLAW BROS., INC. 


408 Willow Road - Evansville, Indiana 


PORTABLE— 
| 
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e IN ESTIMATING 

e IN BUYING 

« IN SELLING 5 2 

e IN BILLING a a 

e IN CHECKING > 
INVOICES ee 


O 
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© 


Lot Bradfo 
be your Gude! 


In making a practice of referring to the BRADFORD PRICE BOOK, 
you'll find quick, easy answers to your pricing problems. Be it a 
question either in plumbing, heating or sheet metal work, you'll find 
price data showing prevailing material costs . . . list, net and sug- 
gested selling prices. Contents: 450 pages divided into 24 sections. 
You'll find the BRADFORD PRICE BOOK a most valuable item 
of equipment in maintaining a successful and profitable business. 


Subscribers use this valuable book to 
make sure that they are being allowed 
the latest market discounts and prices. 


WRITE FOR COMPLETE INFORMATION TODAY 


The 
BRADFORD PRICE BOOK 








QUINCY 69, MASSACHUSETTS 
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THINKING PEOPLE PREFER... 


“BASELINE” Baseboard ‘““RADIATION” 
BASELINE ‘9 | i ae 
Baseboard ,/ aot Ga 
Heating is defi- 
nitely proving 
its superiority 
in the testing 
laboratory of 
the American 
home and office. 
Public lip serv- ical as one could expect in a 
ice is certainly making it known heating system. Hence, for its 
that the “BASELINE” prin-  jndividual room control and 
ciple is as efficient and econom- comfort, its BASELINE Base- 
board Heating for modern 
convenience. WRITE US 
FOR THE MANY OTHER 

Sitice MINNEAPOLIS 11, MINN MERITS KNOWN ABOUT 
127 w STREET MW. WASHINGTON 7. OC BASELINE. 
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3117 N WASHINGTON AVE 





the finest in 


pipe 


nipples... | | RA-RICH | 
|| PIPE NIPPLES | 


A quality line of pipe nipples from %” to 8” made by 
the manufacturer of the famous ALIGN E-Z Nipple. 
Available in steel, wrought iron and brass. 

Ra-Rich nipples are full length and are properly reamed 
and chamfered. Threads are periodically tested during 
production with precision gauges. 


SHIPPED IN STANDARD CARTON 
AT NO ADDITIONAL COST ; 


Save labor in handling, stocking and ‘ 
inventor th efficient, cl tel - Saigts 
y wi efficien lean, ele ES 
scoping cartons for %,"-2” nipples. > 
Adopted by Nat'l. Bur. of Standards. 


JOBBERS: Write for Price List 
MFG. CORP. and Discounts, Priced right! 


HOLTSVILLE 
Eee ae 


Makes Any Fire Door 
A “SAFETY VALVE"! 


INLAND Safety Door Closer 
For Gas and Oil Conversion 
Burners 


Used by Thousands of Utility Companies 
and Contractors for Over 14 Years 


Replace the regular boiler or furnace door 
hinge pins with the Inland Door Closer, file 
down the door catch and you have an extra 
“Safety Valve’’ on the job. Gentle spring 
tension allows door to swing open on slow or 
faulty ignition of burner and then close. 
Ww holds door open when necessary. It’s 
rf to install with the NEW SPRING 
HOLDER. 











MADE IN 3/16”—1/4”"—5/16”—3/8” 
DOOR PIN SIZES AND PRICED AT 
$1.00—$1.05—$1.10—$1.15 
See your jobber er write us. 


INLAND MFG. CO. 1120 Nn. cicero, CHICAGO 51, ILLINOIS 














FOR OIL SUCTION AND RETURN LINES 
UNIVERSAL #75 
TANK BUSHING 0 
Speed up fuel oil installa- 
tions, cut installation costs 
by having the suction and re- 
turn lines in the same tank 
opening. The UNIVERSAL 
TANK BUSHING #750 also 
contains a tapping on the 
underside of the suction open- 
ing to permit pipe instal- 
lation directly into tank. 
Sturdy Cast Iron Body; Stand- 
ard Brass Fittings. 
Sizes: 34" x34"x2" 3 14"x14"x2"; 
34”"x,"x2”,. Tubing sizes are 





; Order from your Jobber. Jobber and representative inquiries invited. 


UNIVERSAL VALVE CO. 


“Originators of the Union Check Valve” 
P. O. BOX 444A ELIZABETH, N. J. 




















A steel boiler is a lifetime investment 


.-- SCH “the best in steel boiler heat" 


THE FITZGIBBONS BOILER 


c 
Sizes for ever y need from 






to the largest structure 
A.S.M.E ode steel « 
statically tested—Hartford insu 


spected—S BI 


Fitzgibbons Boiler Company, In 
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(Continued from center of page 212) 


Intermission. A few minutes out for lunch and 
then the fun commenced again. No sooner had Otto 
returned to his office than the telephone erupted into 
jangling life. Trouble? Yes, but a special kind. 

It seemed that this customer had been very sold 
on his radiant panel heating system (as are all of 
Mr. Vogt’s radiant panel customers), and he had even 
called him up previously to praise the installation. 
But now something was the matter. 

For several days the same thing had happened. 
When the customer and his wife sat down in the even- 
ing for dinner the heating system would cut out and 
the house would grow cold. Would Mr. Vogt come 
over and check the system this evening? He cer- 
tainly would. 

“No matter what it costs me in time and money,” 
says Otto, “I always satisfy the customer. It may be 
impossible to make everyone happy, but I certainly 
try.” 

On the way out to the “trouble job,”—he was not 
due there until 6 P.M.—this busy heating contractor 
found time to give a performance check to several 
recent installations. One of them, a job in a new in- 
dustrial plant, occupied his considered attention. 
“This one has to be just right,’ Otto confided, “for 
the owner plans to build several branches and if he 
likes the heating system here, they’ll all be heated 
by radiant panel.” ; 

At the “trouble job” he made a thorough inspection 
of the heating system. It was a large home, utilizing 
several zones with a different pump for each zone. 
But there was no doubt about it, the burner had cut 
out ... and for no obvious reason. 

‘Does it do this every day?” he asked. 

“Every day,” the owner affirmed sadly. 

“And only at six o’clock in the evening?” 

The owner nodded. 

Otto checked the room thermostats—especially the 
one in the dining room. All OK. Then, struck with 
a sudden inspiration, he went outside. Was it the out- 


side anticipating thermostat? Maybe .. . at least it 
was worth wading in the snow to look at. 
He found it intact and operating .. . all too per- 


fectly. Yet, its present condition left much to be 
desired. 

Located directly under an overhanging eave sup- 
ported by slats of wood jutting out from the wall, the 
exposed bulb was directly beneath the favored roost- 
ing spot of a now dozing pigeon. And, just before 
retiring for the night, the offending bird, as on pre- 
vious “no heat” evenings, had relieved itself. And 
the excrement, falling upon the exposed bulb, had 
raised the temprature by its latent heat, thus signaling 
“warm weather” to the burner and keeping the heat 
off. 

“That,” said Otto wryly, “is strictly one for the 
birds!” 

But it was all in a day’s work, and as he closed the 
door of his car at 9 PM, it had been, after all, a good 
day. : 
“Never a dull moment!” he said, thinking of the 
pigeon that had been deprived of its roost by a few 
deft passes of a saw, and perhaps of the Italian woman 
with a thrifty interest in thermostats. 
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(The PORTMAR) 


Windsor Series 





Residential 


STEEL 
BOILER 





A 











Tankless Coils. 





} ‘ BOILER SIZES 

Your Jobber Abeut STEAM WATER 
coe ee ee From 400 to From 640 to 
of Portmar Boilers. 2200 3520 


PORTMAR BOILER CO., INC. 


i fete] a4. ive. Fam 








193 -7th STREET 


Quality Features 


Large Furnace Volume. 
Clean-out Doors both front 
and rear for easy cleaning. 
Highest Efficiency. 
fully Designed Jackets. 
Large Domestic Water 


Taste- 








MERCOID 


MERCURY SWITCH EQUIPPED 


CONTROLS 
NEXT TIME 
THEY ASSURE 
HOME OWNER 
SATISFACTION 
THE MERITS OF 
MERCOID 
CONTROLS 


ARE WELL ESTABLISHED 


ST~< 





N: Ie 


-MERCOID-[5 


: QUALITY AND RELIABLE [—} 
>: PERFORMANCE |\\ee | 


: THEY ARE BY FARTHE| | 
: BEST CONTROL BUY | | 
: ANYWHERE TODAY | | 
WRITE FOR CATALOG N2 700A | 


THE MERCOID CORPORATION | !st2'".7™« | 
4201 BELMONT AVE.,CHICAGO4I, ILL L 
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NOW-ASSURE YOUR CUSTOMERS 


YEAR-’ROUND OUTSIDE WATER 





INSTALL... 


WALL HYDRANTS 


Outside handle turns valve inside building; 
wall pipe drains instantly. No more going 


to the basement to turn water on = (— } 


and off in cold weather... 
STYLE 10 


SAVES 
time, trouble, re 
costly repairs. 


G STYLE ae 


= 


STYLE 7 


STYLE 9 


PROTECTS 


against fire haz- 
ards, especially farm 
and suburban. 


BUILT to fast longer, yet it costs 
little if any more than old-style out- 
lets. Brass castings. Key or wheel han- 
dle. 6” to 24” lengths. 


Contact your wholesaler—or write ... 


WOODFORD HYDRANT CO. 





DES MOINES 17, IOWA 


Manufacturers of the lowa Freezeless Ground Hydrant 





WOODFORD FREEZELESS 








Isnt there some Way 
| can avoid gas | 


these Z 
rust spots? 


“a 3 


DIAMOND 
IRON REMOVAL FILTER 


It not only removes all iron but also 
filters out other foreign matter which 
colors or clouds the water. The result 
is crystal-clear, palatable water. No 
more rust spots on clothes. No more 
discolored bowls or bathtubs. 
Distributed through plumbing supply wholesalers. 
Write for catalog and prices. 


OSHKOSH FILTER G SOFTENER CO. 
Oshkosh, Wisconsin 
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According to Law 

(Continued from bottom of page 169) 
strator has authority to define what “retailers” 
are exempt. This is the law: In order to be exempt 
from the Act as a retailer of plumbing equipment 
and supplies, you must prove that (1) 50% of your 
annular dollar sales are to purchasers within the 
state; (2) 75% of your dollar sales of merchandise 
or service are not for resale. Hence, if 26% of 
your sales are made to purchasers who intend 
reselling the merchandise you are not a retailer; 
(3) also, more than 85% of goods which you may 
manufacture or produce must be soli to pur- 
chasers within the state; (4) and 75% of your 
annular dollar sales must be strictly retail. 

If you violate even one of these rules you are 
not a retailer and your employes are not exempt 
from the Fair Labor Standards Act. 

This court said that true service within the 
meaning of the Fair Labor Standards Act is 
rendered by such companies and persons who 
perform services to persons within the state. In 
other words, the present law clearly provides that 
employes are exempt from the Act who perform 
any kind of service rendered intrastate to indi- 
vidual customers who transact no interstate busi- 
ness. 


Tenant Employs Contractor 

IF A TENANT LEASES a building under a lease 
contract in which the landlord agrees to keep 
the premises in good shape, the tenant can employ 
a contractor to repair the premises and compel the 
landlord to pay the bill. 

A typical case showed that a warehouseman 
leased a building under a contract which con- 
tained a clause that the landlord would keep the 
leased premises in good condition and repair. 
Sometime after the lease was signed the ware- 
houseman discovered that the building needed 
considerable repairs. He notified the landlord 
who refused to repair the building. The ware- 
houseman then employed a contractor to do the 
necessary work. The landlord would not pay the 
contractor. 

In subsequent litigation the higher court held 
that where a property owner breaches a contract 
to a tenant to keep parts of the premises in good 
condition the tenant must employ a contractor 
to put the premises in good condition at the ex- 
pense of the property owner. And the owner must 
pay the bill. 

Citation: Wolfe v. White, 197 Pac. (2d) 125. 


When Is A Verbal Contract Binding? 

A Contractor MicHT come across a situation 
where a person will verbally guarantee that a 
buyer or property owner will pay for material 
or services the contractor sells him. Later, the 

(Please turn to top of page 219) 
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Many Showers Predicted 


ALL OVER THE 


When You Think of 


SOIL PIPE 





SANITARY a 
COMPANY THROUGH 
VOGT 


AMERICA 


Cast Joon Soil Pipe and 
Soil Fittings : Plumbing 
Specialties and Grey 





SHOWER 
CABINETS 


With last year’s sales as a criterion for shower bathing popularity, 








1952 should find VOGT shower cabinet sales on the increase all 
ia ° over the country. *VOGT panels are heavy gauge zinc coated- 
JIron astings Paintgrip steel or sturdy alloy aluminum. Side panels are coated 
with sparkling white baked enamel—black top, bottom. Variety 

of aluminum, vitreous or stone bases. Complete accessories 
SANITARY COMPANY of AMERICA chrome plated. Attractive plastic shower curtain. Glass doors 

available. 
Linfield P, Easy to install. All parts prefabricated for easy assembly. Con- 
? as tact your supplier or WRITE us direct for complete data. 


*VOGT pronounced “VOTE” 


VOGT BROTHERS MFG. CO.,  iwcorroraten 


1404 W. MAIN STREET LOUISVILLE 3, KENTUCKY 


Whatever you require write, 
phone or wire SANITARY COM- 
PANY of AMERICA. 




















The DEMAND for the new DOMESTIC ENGINEERING CATALOG DIRECTORY 
again promises to exceed the SUPPLY ! ! 





For over 27 years DOMESTIC ENGINEERING 
CATALOG DIRECTORY has been unparalleled as 
an annual catalog directory, compiled exclusively 
for Plumbing, Heating, Air Conditioning and Allied 
Industries. Months of intensive screening of the 







product listings of thousands of manufacturers, °° 

plus the addition of up-to-date information on oo 

Trade Names, Manufacturers’ Addresses, and . 

Technical Data dealing with new and various 

phases of the Trades, combine to make this new Wis Ove: 12 Ibs. 

edition one of the best. ES a re 
Make sure you receive your copy before the supply com ae Gaemeeeteeee pour cong — sitios 


is exhausted, as already the demand promises to 1801 Prairie Avenue, Chicago 16, Illinois. 


exceed the supply. All orders are being accepted 
on a first-come, first-served basis, with the condi- 
tion that if the edition is oversubscribed at the time 
your order is received, your money will be refunded. 


Gentlemen: 
Please enter my order for one DOMESTIC ENGINEERING 
CATALOG DIRECTORY at $7.50. 


[C] Check for $7.50 attached. Please send postpaid. 
[] Please send my CATALOG DIRECTORY C.O.D. 





III oe Sad ot cela wd blacks ds ROLES Dams biaaee t,o kes 
EG br ray cadae TC Jee ts cad sickens deh epewes 
NS Koinck cio d 4 Crd vhe TEs ee ntesVeeeeass 
individaete Wome end Title. ..6 cc cccsccccccscccccccetes 


DOMESTIC ENGINEERING 
CATALOG DIRECTORY 


1801 PRAIRIE AVENUE CHICAGO 16, ILLINOIS 
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Sooner or later the man looking for a better 
truck buys an International. 

Then he wonders why he didn’t do it sooner. 
He gets better performance, he cuts costs, he 
makes more money. 

If that’s what you want, the only question is 
“when?”—when are you going to see your 
International Truck Dealer or Branch and get 
all the facts about the new International Truck 
that is engineered to do your job better, at 
lower cost? 


INTERNATIONAL HARVESTER COMPANY + CHICAGO 


SS 


Only Internationals give you — 

®@ All-truck engines designed exclusively for truck work, developed and 
built in the world’s largest exclusive truck engine plant. 

®@ The “roomiest, most comfortable cab on the road’’—the Comfo- 
Vision Cab designed by drivers for drivers. 

© Super-steering system—more positive steering control with easier 
handling and 37° turning circle for greater maneuverability. 

@ The traditional toughness of trucks which have been first in heavy- 
duty truck sales for 19 straight years. 

@ The world’s most complete line of trucks . .. 115 basic models, from 
Ya-ton pickups to 90,000 Ib. GVW off-highway models. 


® Service by nation’s largest exclusive truck service organization. 
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kA international Harvester Builds McCormick Farm Equipment and Farmall Tractors . . . Motor Trucks . . . Industrial Power. . . Refrigerators and Freezers 


INTERNATIONAL @ TRUCKS 


More than One Million Now on the Road 











bg 
Model 1-120, 127 inch wheelbase, 
61/2 ft. pickup body, 5,400 Ibs. GVW. 
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According to Law 
(Continued from bottom of page 216) 


question might arise: Is this verbal guarantee 
valid and can the contractor force the third party 
to pay? 

The answer is no, because the law of sureties, 
applicable in all states, requires that this type 
of contract must be in writing. Perhaps the best 
way to explain this principle is by a couple of 
illustrations: In the first case, assume that a 
person says to a contractor, “Let Mr. Smith have 
all the supplies and services he wants and if he 
doesn’t pay you, I will.” This is a surety obliga- 
tion and absolutely void unless in writing. 

On the other hand, suppose this same person 
says, “Let Mr. Smith have all the supplies and 
services he wants and I will pay you.” This 
verbal contract is valid because the person said, 
“IT will pay you.” In this case he assumed direct 
responsibility, whereas in the first case, he said, 
“If Smith doesn’t pay you, I will,” and assumed 
only an indirect obligation. This is void in all 
states of the U. S. unless reduced to writing. 


contractor would pay for purchased materials. 
The court promptly held that this was a surety * 
contract and had to be in writing to be valid. 
Therefore, the court could not hold the third 
party liable for the amount owed. 

Citation: Foley v. Currie, 189 S. W. (2d), 349. 


No Mechanic’s Lien 

Considerable discussion has arisen from time to 
time over this legal question: If a husband buys 
plumbing materials to improve property owned 
jointly by the husband and his wife, can a dealer 
obtain a mechanic’s lien against the property to 
secure payment for the materials? According to 
a recent higher court, the answer is no. 

For example, it was shown that the West Lake 
Company supplied materials to a husband. 

In subsequent litigation the higher court held 
that the West Lake Company was not entitled to 
a mechanic’s lien against the real property. This 
court explained that a husband can not by his 
individual act subject realty title which is vested 
in both husband and wife, to a mechanic’s lien, 
unless the wife consented to the work. 





In a particular case, testimony showed that a 
person verbally promised to guarantee that a sub- 


Sales Closer 
(Continued from bottom of page 132) 


side, the husband can see that he is 
paying off a washer and not sup- 
porting his laundryman. 

When a customer is interested in 
a dish washer, the economy fea- 
tures aren’t stressed because these 
potential customers aren’t con- 
cerned with cost at the time, as 
most prospects look upon a dish- 
washer as a labor saving device. 

‘T usually ask the husband how 
much an hour’s work on his wife’s 
part is worth,’ says Mr. Moser,” 
and according to his answer, I lay 


Industry Leaders Call for 
Converted Action 


(Continued from bottom of page 91) 


Historically, wholesalers’ stocks 
reach a low level at inventory time, 
and by next June it may well be 
that some construction will be 
tied up because of a lack of brass 
goods to complete the plumbing 
installations. 

We cannot believe that NPA is 
attempting to limit construction 
through the use of their allocating 


the change down on the table. Then 
I tell his wife to save this amount 
in her bank or one that I will give 
her and the washer will be paid for 
easily and painlessly. The women 
go for this sales point; the hus- 
band finds it amusing, while I find 
it profitable selling.” 

Mr. Moser finds that he closes 
about 90 percent of his appliance 
sales in the prospects’ homes. When 
prospects come into his modern 
store to examine appliances, he 
naturally makes every attempt to 
sell them and makes appointments 
to see them at home. 


powers, but that will very definitely 
be the result of their scanty allot- 
ments to the plumbing brass goods 
manufacturers. 

The fight which producers of 
plumbing brass goods are making 
currently for increased allocations 
should be given the full support 
of the other two segments of our 
industry—the jobbers and the con- 
tractors. I assure you that this 
office is lending all the support it 
can muster to obtain for the brass 
goods industry a reasonable allo- 
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Citation: Dickinson v. West Lake Company, 
229 S.W. (2d) 283. 


“It’s the man who pays,” says 
Mr. Moser,” and a completely dif- 
ferent psychological viewpoint in 
trying to close a sale must be pre- 
sented to him. He is more con- 
cerned about the purchase price 
than his wife’s need of the appli- 
ance, as he’s usually away all day 
and doesn’t see the need for a new 
range or a modern refrigerator. 

“By selling him the appliance 
based on the tips which he can 
afford or the value placed on his 
wife’s efforts, we raise a neat sales 
point that is both amusing and 
persuasive.” : 


cation of copper by providing basic 
information to NPA which they 
need in order to intelligently evalu- 
ate the requirements of the in- 
dustry. 

I congratulate you upon the in- 
telligent approach which you are 
making towards solving this prob- 
lem. 

Gerorce T. UNDERWOOD 
executive secretary 
American Institute of 
Wholesale Plumbing & 
Heating Supply Assns. 
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SITUATIONS OPEN 


REPRESENTATIVES WANTED 


REPRESENTATIVES WANTED 





GENERAL SALES MANAGER 
Old, established, nationally known 
Eastern manufacturer of automatic gas 
and electric water heaters offers ex- 
ceptional opportunity to qualified man 
to take complete charge of sales. Must 
have recent experience in similar ca- 
pacity and should be acquainted with 
wholesale plumbing supply trade. Reply 
giving complete details of past experi- 
ence. Salary open. Our personnel know 
of this ad. Address Key 468-D, “DO- 
MESTIC ENGINEERING,” 1801 Prai- 
rie Ave., Chicago 16, Illinois. 


MANU FACTU RER’S AGENT DESIRES 

junior partner, young man under 385. 
Old, established business. Michigan ter- 
ritory. Address Key 471-D, “DOMESTIC 
ENGINEERING,” 1801 Prairie Ave., 
( ‘hicago 16, Illinois. 


WANTED: E XP ERIENC ‘ED ‘HEATING 
engineer with sales ability. Splendid 

proposition to offer right man. Write 

a O. Box #992, Charlotte, North Caro- 
na. 


WANTED: GENERAL SALES MAN- 

ager by a nationally known manu- 
facturer of plumbers’ brass goods with 
sales offices throughout the United 
States and Canada. Must understand 
the manufacture of plumbing supplies 
and their distribution through whole- 
salers. State experience, personal quali- 
fications and salary expected. Address 





Key 454-D, “DOMESTIC -BNGINEER- 
ING,” 1801 Prairie Ave., Chicago 16, 
Tllinois. - 





SITUATIONS WANTED 


YOUNG MAN LEAVING RESPONSIBLE 
position because of change in owner- 
ship desires permanent position with 
plumbing, heating, piping concern. 
Capable of estimating, supervising, 
buying, managing. Able to meet busi- 
ness. Salary above $10,000 plus incen- 
tive. Consideration based on available 
housing, climate, promotion or in- 
creased income possibilities, amount of 
traveling required by work. Willing to 
accept on a trial basis. Present em- 
ployer will require at least 60 day 
notice. Correspondence mutually con- 
fidential. Address Key 477-D, “DO- 
MESTIC ENGINEERING,” 1801 Prairie 

Ave., Chicago 16, Illinois. 
SEEKS 


AGGRESSIVE SALESMAN 
connection with reputable manufac- 
turer or manufacturers’ representative. 
Now employed by cast brass manufac- 
turer as sales manager. Well acquaint- 
ed with Midwest and Southwest plumb- 
ing jobbers. Can relocate. Financially 
a gaa New car. Address Key 
-D. “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois. 


REPRESENTATIVES WANTED 











SALES REPRESENTATIVE 
WANTED 
Well Established manufacturer of basic 
Plumbing Fixtures invites correspond- 
ence with candidates for Sales Repre- 
sentative in states of Oklahoma and 
Texas. In replying state lines now 
handled. Address Key 448-D, “DOMES- 
TIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Illinois. 











REPRESENTATIVE: TO COVER 

states of Tennessee, Alabama, Missis- 
sippi and Georgia. With following to 
wholesale plumbing and jobbers to 
present first-rate line of chromed, flexi- 
ble supplies and other specialties. Give 
full particulars in first letter. Address 


Key 485-D, "DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicago 16, 
[ilinois. 
SALES REPRESENTATIVE 
WANTED 


The Humphryes Manufacturing Com- 
pany, established in 1882 and the sec- 
ond oldest manufacturer of Enameled 
Iron Plumbing Fixtures invites corres- 
pondence with well established Sales 
Representative for Southern Ohio, 
Southern Indiana and Kentucky. Writ- 
ten applications giving lines now han- 
dled and length of time in the terri- 
tory will be appreciated. 


THE HUMPHRYES 
MANUFACTURING COMPANY 
Mansfield, Ohio 





MANUFACTURER OF COMPETITIVE- 

ly priced line of steel heating boilers 
is interested in representation in sev- 
eral additional territories. At present, 
openings are available in New England, 
South Atlantic states and most of the 
Midwest. The good following among 
wholesalers, contractors, architects and 
engineers is needed. The representative 
we want is well-versed in domestic 
heating, layouts and installations, and 
has salesmen to provide intensive fol- 
lowup of heating installations in his 
territory. When writing give full de- 
tails as to experience, organization, 
lines now handled, and territory cov- 
ered. Address Key 475-D, “DOMESTIC 
ENGINEERING,” 1801 Prairie Ave., Chi- 
cago 16, Illinois. 





POSITION OPEN—NATIONAL DISTRI- 
butor, plumbing and heating supplies, 
is seeking sales representatives for var- 
ious territories threughout the country, 
to call on contractors, hardware stores, 
etc. Our prices are competitive. Straight 
commission. State all qualifications and 
territory desired. Address Key 473-D, 
“DOMESTIC ENGINEERING,” 
Prairie Ave., Chicago 16, Illinois. 


MANUFACTURERS’ REPRESENTA- 

tive for new (patent pending) toilet 
device,—Nu-Float Toilet Float Adjuster 
and Nu-Float Adjustable Toilet Float. 
Repeat item. Many good territories 
open. Write stating territory covered 
to RICHCRAFT PRODUCTS, Box 448, 


Scranton, Pa. 


SALES REPRESENTATIVE WANTED: 
Capable of selling our service to 
heating, air conditioning, and refriger- 
ation trades, Also to national users of 
heating and refrigeration equipment. 
Long established mid-western firm. 
Repeat orders, commission basis, ex- 
clusive territories available. Very 
profitable for man able to handle this 
since it is a service to the trade very 
much in demand today. Address Key 
411-D, “DOMESTIC ENGINEERING,” 
1801 Prairie Avenue, Chicago 16, Ill. 


WANTED: SPECIALTY SALESMAN 

by nationally-known established firm, 
to handle complete line of plumbing 
and heating specialties to call on 
plumbing and _ heating contractors. 
Several fine, protected territories open. 
Our men know of this advertising. 
Write giving territory regularly cov- 
ered. Address Key 486-D, “DOMESTIC 
ENGINEERING,” 1801 Prairie Ave., 
Chicago 16, Illinois. 


Additional Classified Advertisements on page 222 

















SALESMAN WANTED CALLING ON 

jobbers to handle side line of plumb- 
ing and heating specialties. Commission 
basis. All territories open with full 
protection. Address Key 482-D, “DOo- 
MESTIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Illinois. 


LINES WANTED 


PAUL ATCHISON 
SALES COMPANY 


777 Stanford Avenue, Los Angeles 21 
607 Market Street, San Francisco 5 
California 
Lines for plumbing, hardware and industrial 
jobbers, only. Perfect coverage in California 

and Arizona for past twenty years. 








ASBESTOS, TEXTILE AND PACKING 
salesman, well-acquainted with 





plumbing supply jobbers in Mass., 
Maine, New Hampshire and Rhode 
Island desires good, active line of 


plumbing specialties. Address Key 487- 
D, “DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 


M. L. QUEEN 
410 N. Poplar Street 


Dexter, Missouri 





Established with plumbing jobbers in 
the states of Missouri, Arkansas and 
Louisiana, giving prompt coverage to 
manufacturers represented. 


MANUFACTURERS’ REPRESENTA- 

tive established in the State of 
Florida calling on all plumbing and 
heating jobbers, desires a few more 
lines to promote. Located at St. Peters- 








byre, Florida. Address Key 481-D, 

“DOMESTIC ENGINEERING,” 1801 

Prairie Avenue, Chicago 16, Illinois. 
MICHIGAN 


Lines Wanted for statewide distribution 
from our warehouse for small or large 
manufacturers. 
SAMSON COMPANY 
2679 EAST GRAND BOULEVARD 
DETROIT 11, MICHIGAN 


WANT QUALITY LINE. CONTACTING 
the best jobbers. Representing one 
principal for over twenty years. Chi- 
cago-Milwaukee area. Address Key 425- 
D, “DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 


AVAILABLE: 
REPRESENTATIVE WITH 
OWN WAREHOUSE 


Overnight Delivery To Any 
Point In New England 








Three Salesmen Covering Every 
Plumbing & Heating Wholesaler 
In N. E. Once Every 4 Weeks 


We want 2 additional lines with volume 
potential such as brass goods, toilet 
seats, malleable fittings, etc. All cor- 
respondence in strict confidence. Ad- 
dress Key 469-D, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 
cago 16, Illinois. 
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ie THEY'RE MAID-O-MIST auto-venrs 


THEY'RE MADE RIGHT FOR THE JOB 


Since no single air valve can meet all venting requirements of hot water heating sys- 
tems, Maid-O’-Mist offers you a complete line of auto vents, each suited to special 
needs. Whichever Maid-O’-Mist Auto-Vent you use, you can be certain it is designed 
to do its venting job efficiently and dependably. 


January, 1952 





Self closing, float operated valve gives positive action 
for continuous venting. Large venting capacity, for 
pressures up to 75 Ibs. 


NO. 7 AUTO-VENT 





No ray | For horizontal 
- 27 


mounting No. 
Auto-Vent offers same _ features 
and capacity as No. 7 Auto-Vent. 
For pressures up to 50 Ibs. 





Venting trapped mains 
and circulating lines 


No air chamber required. Size 434’’ x 21%4’’. Send for catalog Sheet No. 7. 


NO. 67 AUTO-VENT 
a 


67 For venti 


ng 
convector radiators 


Venting hot water con- Venting high points on 
vector radiator mains 





Self closing, float operated valve gives positive 
action for continuous venting. Designed for limited 
space, pressures up to 30 Ibs. 


For venting 
baseboard radiation 








No air chamber required. Size 3°44” x 1%”. Send for Catalog Sheet No. 67. 


NO. 72 AUTO-VENT cor ssias cxcmion toe var 


NO. 72 











For venting convector For venting free standing 
iator radiators 


radiat For venting baseboard radiation 


No air chamber required. Size 11/,’’ x 1/’’. Send for Catalog Sheet No. 72. 








FAST DELIVERY FROM YOUR JOBBER! 


AUTOMATIC HUMIDIFIERS ..... AUTO-VENTS 
WATER LINE CONTROLS . HEATING SPECIALTIES 


MAID -O’: MIST, Inc. 


3217 NORTH PULASKI ROAD . CHICAGO 4i, ILL. 


HEATING SPECIALTIES 
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LINES WANTED 


LINES WANTED 


LINES WANTED 





E-B SALES COMPANY 


Manufacturers’ Representatives 
P.O. Box 83, NORTH MIAMI, FLA. 


We Serve The Plumbing Jobbers of 


Florida 
One State — Frequent Calls — Better Results 





BOSTON MANUFACTURERS’ AGENT 

with good record and experience sell- 
ing to plumbing wholesalers in New 
England. Wants additional established 
line which he will give personal, ag- 
gressive representation. Address Key 
472-D, “DOMESTIC ENGINEERING,” 


1801 Prairie Ave., Chicago 16, Illinois. 


THE PROBLEM 


You manufacture quality products for 
distribution through Plumbing and 
Heating Wholesalers. Your coverage 
in New York, New Jersey, and Connec- 
ticut (the most fertile market in the 
country) is weak or non-existent. You 
have more raw material than orders. 
You need volume sales. 


THE SOLUTION 


Engage us on a strictly commission 
basis. Our record of 30 successful years 
as manufacturers’ representatives 
speaks for itself. We know the market, 
cover it intensively, and give our prin- 
cipals a steady flow of orders. We main- 
tain a local warehouse. Let’s get ac- 
quainted. Write and tell us your story 
—we'll be glad to tell you ours. Address 
Key 474-D, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicago 16, 


Illinois. 


CAPABLE 





MANUFACTU RERS’ REP- 
resentative, over twenty-five years’ 
experience, can give you distribution 
through wholesale plumbing and heat- 
ing supply jobbers within 100 mile ra- 
dius of New York metropolitan area, 
New Jersey and Connecticut. Desires 
additional line. Plumbing, heating, gas 
or water supplies. Address Key 467-D. 
“DOMESTIC ENGINEERING,” 1801 
P rairie Ave., Chicago 16, Tllinois. 








West Virginia & Virginia 
CLARKE SALES COMPANY 


Plumbing and Heating Fixtures and 
Supplies 
Representing the Manufacturers 


1210 Grant sep Charleston, W. Va. 


MANUFACTURERS’ AGENT COVER- 

ing metropolitan New York area, in- 
cluding Westchester, Nassau and Suf- 
folk Counties. Am calling on all lead- 
ing jobbers and can sell y Kas ere ane. 
Address Key 383-D, “DOM TIC EN- 





GINEERING,” 1801. piakie’ pine Chi- 
cago 16, Illinois. 
ACTION 
COVERAGE—PROMOTION 


pp Serine ot peneiitns anf Nonting jobbers in 
ennsylvania, New Jersey, Delaware, Mary- 
land, Washington, Virginia and West Virginia. 
COBIN and SAXON 
1352 Hellerman Street 
Philadelphia 11, Pa. 


ne 


PLUMBING SPECIALTY LINE 

wanted in New York metropolitan 
area by selling organization with 30 
years’ experience contacting contrac- 
tors, jobbers, architects and engineers. 
Now handling nationally-known plumb- 
ing item, Address Key 483-D, “DO- 
MESTIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Illinois. 


YOUNG, AGGRESSIVE MANUFAC- 

turers’ representative with six years 
selling experience to plumbing and 
heating jobbers in New Jersey desires 


additional lines. Address Key 484-D, 








“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 
WANTED 


line of steel heating boilers and competitive line 


of oil burners in: 


Pennsylvania East from Uniontown—Bradford 
New Jersey South from Trenton 
Delaware 
Maryland 
District of Columbia 
Address Key 464-D, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicago 16, Illinois. 


AGGRESSIVE MANUFACTURERS’ 

representative with eighteen years’ 
selling experience desires wet or dry 
automatic heating, radiation and pipe 
lines for New England States. Address 
Key 460-D, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicago 16, 


Illinois. 
LINES WANTED 


Young aggressive representative, well 

ted with bing supply job- 
bers in the Midwest, seeks to represent 
one or two manufacturers with products 
of special merit. SEYMOUR W. CUT- 
LER, 4065 Milwaukee Avenue, Chicago 
41, Illinois. 


YOUNG, AGGRESSIVE REPRESENT A- 

tive with 10 years successful cover- 
age wholesale plumbing and heating 
jobbers metropolitan New York, wants 
quality lines. Address Key 476-D, “DO- 
MESTIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16,, Illinois, 


COVERAGE SOUTHERN ILLINOIS, 
Missouri, eastern Kansas. Accounts 
wholesalers. Established fifteen years. 
Want line that can be established into 
something worth while and lucrative 
for all parties. Address Key 470-D, 
“DOMESTIC FNGINEEFRING.” 1801 
Prairie Ave., Chicago 16, Illinois. 


THE SCHUTZE SALES CO. 
1999 North Snelling Ave. 
St. Paul 8, Minnesota 
Manufacturers’ Agency Selling 
Important Mid-Northwest Jobbers 


REPUTABLE MANUFACTURERS’ 

agent calling on plumbing supply 
jobbers desires good additional line. 
Active coverage eastern Pennsylvania, 
Delaware, New Jersey, a Se 
Washington. Address Kev 420-D “ 
MESTIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Illinois. 























. PERKINS SALES COMPANY — 


Since 1931 
P. O. Box 545, Dallas 1, Texas 





‘alee. Lines desired: Enamel or steel 
ware — nipples — pipe fittings — tubular 


ss Texas, Oklahoma and Arkan- 
s. Own warehouse and trucking facil- 


Saeadt Classified Advertisements on page 220 








ESTABLISHED MANUFACTURERS’ 
representative desires plumbing and 
heating lines for Arkansas, Alabama, 
Louisiana, Mississippi, and Tennessee, 
iatenats coverage. Address Key 427-D, 
“DOMESTIC ENGINEERING,” 1801 
Prairie ies. Chicago 16, *Tilinols, 


MANUFACTURERS’ REPRESENTA- 
tive rated Dun Bradstreet, Thorough- 
ly experienced selling bers, New 
York, New Jersey. Want one additional 
line. Straight commission. Address Key 
-D, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago | 16, Illinois, 


ATTENTION MANUFACTURERS 
of items for the plumbing, heating and sheet 
metal wholesalers. Would you like Eastern sales 
representation with your cost based entirely 
upon results? You can be relieved of all odie 
details—clerical, travel, mail— by utilizing an 
established organization with resident agents 
traveling throughout New England, and Eastern 
New York, calling on plumbing, nae and 
sheet _ metal J Thglesalers and jobbers. Properly 


turers are “vited to write. to Key 421-D, “DO- 
MESTIC ENGINEERING,” 1801 Prairie Ave., 
Chicago 16, Illinois. 














BUSINESS OPPORTUNITIES 


LICENSED PLUMBING, HEATING AND 

air conditioning contracting business 
with or without real estate. Including 
new and beautiful showroom close by 
one of the world’s largest chain stores, 
Located near Philadelphia, Pennsyl- 
vania, Fully stocked and equipped in- 
eluding 7 trucks. Grossing approxi- 
mately $400,000 annually. Business and 
real estate can be bought for less than 
$160,000. Reason for selling: Good 
profits have allowed me to retire. Ad- 
dress Kev 480-D, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., 
16, Tllinois. 





Chicago 





FOR SALE 





PLUMBING AND HEATING BUSINESS 
in western Michigan city in business 
district. Good resort area. Same owners 
thirty years. Ill health reason for sell- 
ing half interest in total. Approximate 
inventory of $10,000. Address Key 478-D, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 


MISCELLANEOUS 








PLUMBERS 


I WILL TELL YOU 
and 
I WILL SHOW YOU 


HOW TO 
WIPE PERFECT JOINTS 


on lead pipe and connections. 
A post card for complete 


valuable information 
GEO. E. WILLIAMS 


3035 Aldrich Ave. So. 
Minneapolis 8, Minn. 
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OF SWORDS 
AND PLOUGHSHARES 


In a time of the production of swords—swords the like of which the 
world has never known—we at Wheatland, like men of good will 


everywhere, look forward with hope to the day when the best talents 








and energies of the nation can once again be devoted to the 


production of ploughshares... 


Meanwhile, to hasten the coming of that day when nation shall not 


i 
i 
: 


lift up a sword against nation, neither shall they learn war any more, 
we are doing our utmost to help speed the flow of power and 


energy so vitally needed to keep the free world strong—and free. 










9 23 
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WHEATLAND TUBE COMPANY 
BANKERS SECURITIES BLDG., PHILADELPHIA 7, PA. 


Scrap is needed in greater quantities than ever before. Do your part—get in the scrap today! 
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e 
the urinal for women! 


Makes it easier than ever 
to sell places which prefer 
off-the-floor fixtures ! 


@ This new wall-hung version of the revolutionary 
fixture for women’s rest rooms is just what you 
need for customers who want off-the-floor instal- 
lations. 

Having all the features of the tremendously pop- 
ular pedestal type Sanistand, this new model con- 
tributes even more to the cleanliness of public rest 
rooms .. . and makes it easier and less costly to 
keep them that way. 

For details, contact your wholesale distributor 
or write for Form No. 997. American 
Radiator & Standard Sanitary Cor- 
poration, P. O. Box 1226, Pittsburgh 
30, Pennsylvania. 





Genuine Vitreous China 
in Variety of Colors 





Ample Bowl 


‘ 






THIS NEW SANISTAND urinal has the same features which have made regular 
Flushing Sanistand fixtures so outstanding. Its large bowl, extended lip, slanted rim 
Rim 


and convenient 18-inch height tend to discourage misuse. The new style Sani- 
stand is available with hand or foot operated valve and features the siphon 


Slanted 8 vortex water action with flushing rim which empties bowl quickly and quietly, 
, . Foot rinses the inside of the fixture and prevents splashing. Because it is made en- 
Rim \ Operated tirely of genuine vitreous china it is easy to clean and keep clean. Comes in 







Flush ” choice of attractive colors. 
@ 
si AMerIcAN - Standard 


\ First im heating...first in plumbing 
Extended Lip | 
NEW—Wall Outlet and Support 














18” Height 





ptiihiahiaDpDPutbisn Seung home ana umdusiy, AAAAAAAAAD 


AMERICAN-STANDARD * AMERICAN BLOWER * ACME CABINETS » CHURCH SEATS + DETROIT LUBRICATOR » KEWANEE BOILERS « ROSS HEATER » TONAWANDA IRON 








Jai 





Fe ee ee, Oe 


|e A coe A cue It ome I our Mh cue Eh cee Eh ce cee EE a 

















nuary, 1°52 January, 1952 DOMESTIC ENGINEERING 225 
January, 1952 
men | Re Gon os soos Silvio as Seca teases veers 178 Pagle Copper Prodtcts' Cos Ines. << s.sececces ceseceeees 210 
e TIO G AICS. ain sss coins ose cleds les bee v eee 201 | Eagle Picher Sales Co., The, Metallic Products Div.... 207 
EIN Riis ci aldasaa cs ctweeees oaee se sees cia 182 Se CR Oro 6 55 Sia Siero o.oo Raw vine ewcwsinsieeeess 205 
SENN Fo ri.cldie sh sees coos Ricrtssceldawle cs weed dds wa 208 PRETO elec sii apiece rehhe css Cheb es paheda ee ceeae wi 78 
WE SOS NIG. oss occ a asessieaictcaee seeds 200 Eureka Williams Corp., Williams Oil-O-Matic Div... 60 
American Brass Co., The, Subsidiary of Anaconda | Rverite Pump Mig: & Co., Inc...........ccrcvsssceccses 201 
NT NEMO Ss a6 oso. 6 sic se ke ps Seles aeie «hele we 55 
American Central Div., AVCO Mfg. Corp............ 131 Fedders-Quigan Corp...........cceceecccesscees 42& 43 
American Metal Products, Inc.................s0e00-- 118 Ly” 6 nearer er 113 
American Radiator & Standard Sanitary Corp......... 224 Field Control Div., H. D. Conkey & Co............... 192 
American Radiator & Standard Sanitary Corp., ast ONS TIONEE CO. ANC ifs 5 ives 0b 05 ose eesdees 214 
RRC MAIECH DOT. CO DIV ice cicc sesso cdesciccevccses 22 Food Machinery & Chemical Corp., Peerless Pump 
American Radiator & Standard Sanitary Corp., ME ee a iGO aebit Meee ae as ped oe OS ewes 196 
Mewanee Boer Corp., Div.......cccscccccccscscces 109 PRIDE MOY ic eicn.cksceck ences vasa eend se cia Sen 195 
6 ES 0 0 0 115 PERE AS CO's 5 oc 55. b:s ened s ov eedecieceuee cece 198 
Anaconda Copper Mining Co., The American PORE COMDENY) TNCs 665 seis c0 cde vsccnvads lessees 49 
I RENE MEIN 6a a. a.5 o.0 74 0c cise sieke See dae vee evs 55 
PEOON PLOGUC INC... ccc cess neesevceseveves 193 POR CON ob dem ciorewiedeaawssionseawe souldiate Coe 208 
Ne RM RED ROTI By iio. o'o 6-5 o0icie a sisoeb dda sie tedwd's ve 17 General Automatic Products Corp................... 27 
SEE 0 U0 © a re 197 BROT COMPO COIDE 6:00.50 cesses esinc sevens edhe caret 8 
So er re 64 OE psy Sl re 176 
AVCO Mfg. Corp., American Central Div............. 131 oe yg Oa 19 
General Motors Corp., Delco Appliance Div.......... 184 
Mereer 15G8 UTHEr CO, TNE. ..5.6 5. cso b esses cess nee 198 eg OL 2) rr rr ra 38 
NT ANE a als ahs hv. s'9'c:0'010-0k Gisborne cis'e’e vias ee-aie's 188 RED INS, PO os 6. s-ioe 0' boo s'ee vow ode bases one 206 
ET ees ie aishaiit- 8 6. ose bse. n.g:bis oe cle bole elses sv bee 164 CEE RP UITIO Ss. o.8:s\sianse disso 0d-00' vSlex scaineoaanes 205 
MTN NOG, DTIC, PMO. cose ccc sc cicdccsccoescces 198 GIMMGH (C0. MNCs so oiosccces pccccececes Inside Back Cover 
RID ol ialesesascicjoie:b-o-0:d've'e-e.0d bsed eee eeie's 214 
Beaton & Cadwell Mfg. Co., The............sccessees 228 PRAMATONE BEERS WOLKE. 5.6. ne cc ccns cceceesnesecees 53 
I CORSE eon ae rere 18 Harbison-Walker Refractories Co...............-ee00 59 
Berger Mfg. Div., Republic Steel Corp................ 37 Manrvey Maenine CO. ING. ...6c ic csics cevcdendedawka 62 
SM RPMMOCHINO WOLKE CO... ccs ccc ccwescscscsaes 176 PRU ERUEE CO oid o.s)6 6:c.05. sine ecees vedi cneaeancewnone 202 
IER MES ESIGN 5s 5 6 cos 0.0 cov disc cvedccceseees se 214 PARR TE SOO io ores. o 6 60 s:0 ot'00.0.5:0:.040 b0.0e re ereeeeuls 201 
MCAS COMETOIB ING.. oo ccc acccesclesdccsissees 212 Hoffman Specialty Co................ Inside Front Cover 
ER Sa 7 TRINA POR ADC cocci decccencsvncsanwansesewees 213 
I IAM 5 ig 5 6:50 0.0 s's:cc:e sin 'Wielse oe eee cude's 15 qrooven: G AIUBOT CO; THC... 6 occ nscetveeevens 208 
Bron STOGUCS COMPENY.........66500cccdecsscecess 203 Bypeme Products Coz THE: :,........ccscesesiossseces 32 
EIEN Eos sPisls Spe ccs n.ce vik desees cosees sesies 57 
Impérial Brass Mig. Co. THe: ...... 66 ceicccssccvcwsss 209 
Calumet & Hecla Consolidated Copper Co., Inc., PR AS SEASN CO ico i vccswess cc oe sdenawenadmeawiee 227 
NT IE ns 5:6 arnt a Keo Sods oes 00S 33 BAIN OO so Seo a Sak oss nano 66.916 6:44 cd aeeee ewes 214 
SEED PRED. OC SUDDIY. CO. 050.5 ic cecccccecsedsccasces 75 Rnvermational Earvester CO... oo. scceescceeeseeveei 218 
USMNINN coon) Cie telex ns 0553 aSesa0cmanice sew’ oA International Nickel Co., Inc., The.................6.. 190 
Carty and Moore Engineering Co.................... 210 
| made regular Seemed on Bile, CO, W. Assis csckccccacscvcsces 6 RN PIII oo 5a iea ls nibid bids cd mete w oe sc enns enw eons 63 
dented th Somme OTON Oi Pine TiSttute. ...<.oc koe ceccscesscccs 171 VOR RIS CORD oi '6:o 0 a. si6 cancer wnbscernsincews 175 
” : Chase Brass & Copper Co:, Subsidiary of Kennecott GME IN SOO rs onc coc cenad vibes cttasewiciog sites 8% 23 
ew style Sani- ET NEES Sr, bs cia die Sha vod oes erin 50, 68 : 
res the siphon PRM Hor 197 Meet 6 CO sos oo:t0s'sa eee e ee een cere ness eeeseeeeees 213 
ly and quietly, Chattanooga Implement and Mfg. Co.................. 192 Kalamazoo Tank and Silo Co................0000000. 186 
agent: Sabon Pauest Co. The, .......06...ccccesccceeecses 185 | Kam Water Heater Mfg. Co., Inc..................... 206 
vos mc : Chrysler Corp., Dodge Truck Div.................... 133 Kenco, Inc................scccceccecceeeceeececeeeees 161 
ean. Comes in Church Mfg. Co., C. F. Div. American Radiator & Kenite Laboratory aka a ity: ya hr my Oe REE Gade ele ee are ae 202 
PUMIRUAAND SSUES COIN I io in 5c 05555 ve ones deibieceees Kennecott Copper Corp., Chase Brass & Copper Co.. 
Conkey & Co., H. D. Field Control Div................ 192 cooawngy~” (hae Sitka aide eee a oheig a & 
Connecticut Stamping and Bending Co., The......... 54 | Kewanee Boiler Corp. Div. American Radiator & 
Continental Water Heater Co., Subsidiary of Na- SHAMIETE SANMAED (COED: 60.6055 occ ecccscesevercseces 109 
tional Steel Construction Co................ 136 & 137 ENG aan oii ose peed vas eass rece dteevatiecevale 198 
50d Sh ED Eee tals o's ssiserk beads pundneedas BQ | Bobiler Co..........c.ssseresssececsserscesesreceners 29 
Kollmann Mfg. cane Be reins tea et enapia tts Ried a 201 
See Meer NN CORR... 5. occ ckcesescccscciccees 197 | Roven & Bro., Inc, La O...........-.---essereees 172 & 173 
Delco Appliance Sts, Greneral Motors Corp.......... 184 | Krause Stamping & Mfg. Co.............+.-++++s000s 205 
Deming Company, The..................s.seeeeeeees 69 PRUNES POUNGEA COGCENO eos ous cies code cncsvelecesenes 187 
— Brass & Malleable Works................... 174 Kupferle Foundry Co., John C...........-+++-+-+0005 213 
oage Truck -Div., Chrysler Corp.................0.. 133 : 
Domestic Engineering Catalog Directory.............. 217 a ag erred ~* allele? heal ca eis “aa 
SS ne er ee em 129 eae W hc REA eens eoaghaae dies 186 
id clink cane sstinatanenas ve 58 ar een Seca a2 Se AEA 
ee GUNUNOOOE CON... eis c ci ccecccnccsccccess 24 CONTINUED ON NEXT PAGE 
WAWANDA IRON 




















DOMESTIC ENGINEERING 


January 1952 


CONTINUED FROM 
PRECEDING PAGE 


ee BO ccs sce SpA eh roses ctheaeanie at 221 
Mansfield Sanitary Poftery, Inc..................005: 169 
eae Oe ey ey Tere 202 
ERR, WRN EOD oss ono nae sbeSasedee voi boos see eos ss 186 
Mason-Worcester Co., Worcester Brush and Scraper 
PS EIN c coos sense Je bs ce ss Wes We vaesde anal das eae 190 
McDonnell SM ARIES 6 5 a.c' min xla vies a0 Back Cover 
BEAT HENAN. CROOK S506 dais vies ose cence ce secs veelese ss 183 
EN NEES Giri pow nicns seen ude bash dwnn esis ooid 12 & 13 
Pea AE ODS: 5 sw ru bieic Wen 54s 9.65 e sw Fe ed 215 
Metalbestos Div., William Wallace Co................ 67 
Metals & Controls Corp., Spencer Thermostat Div.... 65 
Minneapolis-Honeywell Regulator Co........... 10 & il 
Bisemion Piet SSOTD noc. 5. 55. onc cine sew accties van 205 
Modern Water Equipment Co................2.eeeeeee 139 
OE 0 Se a eee mrs es re 66 
Mullins Mfg. Corp. (Youngstown Kitchens).......... 135 
SRN EE, BOL OD, hs conic ais vdnknoe dnbu Sew ee oe'is 204 
RG REG Ce Oh, BOP BB k none skesciss 06h ones eneees 123 
National Steel Construction Co. .............. 136 & 137 
National Supply Co., The, Spang-Chalfant Div. .... 16 
ge A 6 See ee 204 
EN ccc kesdunsacsss Save agw steers 144 
SS ESE A SA Se: Rar ae 183 
Bn ha Lbawscwaus sasesenesaude 177 
Northern Indiana Brass Co.........ccseseseccesees ... 168 
RM AEN URED. <n okecdheadoAdowe v9 0500 4u% oionea 31 
Oil Heat Trstitate oF AMEe]TIOR, 2665. oc sic ce seseecsaes 56 
rr TR Gao shins 5 sb es pe sakeesesenn 46 
Oshkosh Filter & Softener Co............scsccececses 216 
SEN ENE. oe vob cee eb Sieh v's vs~'s'e 90 a o0 010 14 
EMR oe oka abuwbes whee kautadeakee 181 
PRE EOO SUT. invsGwaaxwe esses sie sae pen we 191 
Peerless Industries, Inc........... co eeeL owe erase Re 
NE INTIS RNID oiins Solarian dye bio Side dinwebic ds 6% 034s 139 
PE ECON. 5 co.cc nigisnvew sees ee hats eee eee 200 
— Pump Div. Food Machinery & Chemical a 
ER eee err ey Bere PEL EET eT er 19 
nie NE MOD ic checidtscoeereds. dicen esseuee 209, 
i ME oe euuwn saw skGomeeenkne kia 153 
a ee ee eer errr 146 
Pioneer Water Heater Corp..............cccceecsccces 28 
Pittsburgh Nipple Works, Inc..................0.+005- 210 
ES Ae 6 ee 48 
RN RN TID IIS. 5 a cso wie <n s 10:5 5.0.96 SS ouwvoe sis ian 215 
OED MARINE NOD, BUNS ois snus sce cncteccscnxes 41 
ee gi eg |) a 6 9 
SSE 0 CS Sa Peer aes ery 194 
ee RUINS MODI, go ic wen asacccdccsncessesceece 181 
ON 0 a 161 
RUN IND 6 5 ci oc ind sss W bse vd vdeekideaneaaeee 214 
Oo Seer rr rec re 157 
Reichert Ficat & Mie. Co., The...........seccessesses 209 
NS EOE ENTE 6 so. .S5in. 9.5 oosg os ne seeks Vanwle 127 
Republic Steel Corp., Berger Mfg. Div............... Pa 
Revere Copper and Braue, INC... 5.5.06. 5600500090800 


Reynolds Metals Co., Richmond Radiator Co., Affiliate 31 
NE DS io siy 3 occ s ccc boc seiascdiscaus'sxdaees 51 
Richmond Radiator Co., 


Affiliate of Reynolds MR ak oie on ek oe 81 
EE ESS TG ge es ee re a ey ey oe 189 
Se NE ROD CUD. on a oa sods ow chat wee iee tee 182 
eyes Se ROG Tis eo oso canbe Caos esas seee 205 





eR MRD Sighs sins: ale n Saalares wea En sw LESS ew EN 189 
Sanitary Company of America...............sseeeees 217 
ge he eG) | aa eR ne 70 
ND OR NN 65 0s oso bw ve oes sds en PSF asG NOS saan 176 
SRE Ass Eis 4 in bS vss fuss d¥ m0 ON 8s O0b Sea NTS 180 
Scovill Mig, Co., ‘Waterville . Div.........06s000decdesos 167 
SUNN I AE 6S sla a estaia's Ya Sie dba ha OS sielie a Saws 155 
Shellback RN 5 ino ci le baie Kaw. cao eS ae SSS 213 
SNOT MOOE TRUS WUOTEE 6 o.oo. 65 bcm 650s oe Seeks 36 
SRM EWE NAS bo eon x sine vino mnie was Ae oak ae waco 44 
Smith Corp., A. O. (Water Heaters) .................. 143 
Ne CON i «Sa | 2 ee re ne 76 & 77 
SnRas RUN NOs, AY Riss dion cova chick ssstee iene 199 
INT MEOMOET TION 55 5 buds Aas sicewsn sus sama. 139 


Spang-Chalfant Div. of The National Supply Co..... 16 
Spencer Thermostat Div., Metals & Controls Corp..... 65 


Sy NON ES Stay ccs oe aaah ye bk Sones hoe Does 210 
REND COA IMD. So os wana cp sd sac uie.okoeeuse 209 
Sundstrand Machine Tool Co., Hydraulic Div........ 72 
SE III NOD 5 5 sia vw eck rg Acawbiietas bic daes sa 212 
Swedish Crucible Steel Co., Plastics Div............. 45 
ee ENS TRIG 5s 27 hcg c's oS Pieawae dos ws Seb ea ae ee 30 
ge ey Siete ae ee Senay teeny 7 AEE 202 
wenner seanuracturing Co... 6.56. bins cse iis dels eee 190 
ETN clr biask ape ies sume apuesas aes Gboscue athe wean 209 
PUNE EMPIRES 16 csp avon salcenusiecacated cduseaeee 201 
ROME IR NSO 5555 5 sc nve whine cones cewSocuuesaee 206 
NN EN os aiccacw ns asekocaiGoss ties ek ee 150 
Titewall Hanger MD ci cheba kRidbat ci cb sels cet ween 209 
Toledo Pipe Threading Machine Co., The............ 82 
SMO Os, RUIN sc Neva Saw Oka sewwee sakaw cae xc 34 & 35 
MeN TARBROND SOOi 6 boi cicawa cbs Se eee ks binds eee 202 
Union Malleable Mig. Co., The... .......50.0.sc0c00 163 
SoM SEM NOD... 5 n'0'5 5350 oooh a GRK bs On > eee Gaene 214 
REIAEEA WSOPE PD ss 50.0 os aie oS Saks abo heSe hos cAeuewe 156 
WG AO; IN GA ss ss ohn os nes Wwbuw der esuweanccds 3 
ey RE NEE TODS. vikie x's 06 bas ch pea we sph siden aewes 217 
WAR PAM OO, TURD, oon k os SeweaciveSécgssssehans 61 
Wallace Co., William, Metalbestos Div............... 67 
EE os oa odin da cus onssSAad ke0ds conebeews 26 
DOPE COMMING, TUR. oo ok ops op seed es ctwesscoesss 20 
PUTED SOIR SIE 8 io ssc'n sain es Sh pre oe 0.0 aeaese 172 
Waterville Div., Scovill Mfg. Co..................05- 167 
Waterbury Div., Chase Brass & Copper Co........... 68 
Sa IN ED wo oo oan ae eek bes oka map are 21 
SR EE BOG co, CL oe tuys ceaeo ba sess anes 154 
ee SER aren ore ge ar warner 179 
VGIS ME, 10 ME, PAPE, «cc cic cs cecisocscenscce 5 
Ny CNC MaMIMSPAOUT EG OO, 56 sae s sck ceo sccecbscscectes 202 
Wheatland Steel Products Co..............ccceeeceees 223 
Wheeling Machine Products Co...................00- 194 
WE ALNE AION ACRITMIOTIN TROND, 5 5 osc sibs sas os juaipsuie ss S400 00 0% 134 
Williams Oil-O-Matic Div.. Eureka Williams Corp... 40 
oy aman Alene C0. TTBS. os iiv0cccccwescsgesee sc 213 
Wolverine Tube Div., Calumet & Hecla Consolidated 

SEY MINES a Se Soo oS oii oe LS bso Vince Cole ab : 
EE 6 en eae ae re 216 
Worcester Brush & Scraper Co., 

Div. of Mason-Worcester Co.............eeeceeeees 190 
et igen 25 
Ot MIAN £00. NOB s 6555 sien bb ou odie ca uae kad 210 
RN Eg. 8 56 os EGA ok ES ch do a kes 158 
Youngstown Sheet & Tube Co., The................+- 117 
Zero Water Softener’ Mig. Co... ..ocsicceccceviveveves 206 


January, 1952 





inuary, 1952 January, 1952 DOMESTIC ENGINEERING 227 
Approved 
Anti-Siphon 


FLOAT VALVE 


ve accompanying illustration 
shows our WE/V No. 93 Ap- 
proved Anti-Siphon Float 





Valve equipped with rubber 
“O” Ring Plunger Packing and 


Nylon seat. 


io fitting is silent in oper- 


ation — requires no adjustment 





—snap action closing under 


high pressure. 


5 
; 
‘ 
i 


Packed in individual box with 


rod and refill. 











Individual security INSURES FREEDOM and 
LIBERTY. ¢ Social Security leads to Re gimen- 
tation and LOSS OF LIBERTY. 





It’s a privilege to live in a Republic. 
Only God can help the people who live in 


Democracies. 


Fam | 


ft = 
VVLAT 


President 





=" 1 THE INDIANA BRASS CO, Inc. 
FRANKFORT - - - - INDIANA 
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Perfection FLOOR & CEILING PLATES 


Lends neat appearance to all piping jobs. 
Finish supplied as permitted by Govern. 
ment Regulations. 











Calelt NO. 25 E 


SELF-CLOSING TEMPERATURE 
AND PRESSURE RELIEF VALVE 


Diaphragm operated—thermostatic ele- 
ment out of water at all times with 
exception of during discharge period. 
With 6” extension. Available in male 
V2”, 34” and 1”. Female drain 1/2” in 
all cases. A.G.A. Rating 850,000 B.T.U. 


Cali NO. 25 


same as NO. 25 E 
without extension. 


BEATON & 
CADWELL 





























Cadwell 


— 

—— 
= 
—— 
— 


NO. 75 


Adjustable Pop- 
pet Type Pres- 
sure Relief Valve. 
4%" LPS. 


NO. 105 


Poppet Type 
Pressure Relief 
Valve. 4” LPS. 
Listed A.G.A. 


Cudaidt wn. 300 SAFETY RELIEF VALVE 


Same as Cadwell No. 200 except it has %4” 
I.P.S. Has a capacity of 350,000 B.T.U.’s. This 
valve, like the No. 200 is ASME Standard. 


Codsill an. 200 SAFETY RELIEF VALVE 


For low pressure heating boilers. May be used 
for release of various liquids or gases. Has 1” 
I.P.S. Steam capacity of 597,000 B.T.U.’s. This 
valve is ASME Standard. 


Cadwell 


NO. 35 
Pressure Relief 
Valve. Dia- 


Pea he” oes," Types No. 35, 75, and 105 can be furnished 


I.P.S. Listed with fusible plug for temperature relief. (Not 
AG.A. self-closing on temperature relief.) 























The BEATON 
& CADWELL 
Vizemere} 


ESTABLISHED 1894 Flee Srilain, err 
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CEILING PLATES 


to all piping jobs. 
itted by Govern- 





Cadwelt 


NO. 105 


Poppet Type 
ressure Relief 
lalve. %” LPS. 
isted A.G.A. 


an be furnished 
ure relief. (Not 
lief. ) 





